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The Facts Are As Close - 
As Your Telephone ~ ~ ~ 


An Advertisement of 
The Hooper-Holmes Bureau, Inc., 
New York 


It has been said that a man’s judgment is only as good 
as his information. Certainly, there is much logic in the 
conception. Unless we know whereof we speak, our de- 
cisions cannot but be faulty). ~~ ~~ ~~ ~~ ~w~~wewe 

The problem presented to all those who, in their busi- 
ness, must assume monetary risks on firms and _ indi- 
viduals is to obtain information on a nation-wide scale 
upon the risks involved. The days of colloquial trading 
are passed long since. It is impossible under the 
present scope of business to know the personalities 
behind each transaction. To meet the requirements 
of diversified risk-selection, a widespread organization 
has been built up for the purpose of gathering reliable 
information in all parts of the United States and Can- 





ada. This organization, with its years of experience and its en- 
viable reputation among some of the nation’s greatest busi- 
nesses, stands ready to meet the requirements of all responsible 
concerns desiring risk-selection information. ~~ ~ ~ ~ ~ 
Reach for your order pad or, if rush service is desired, 

lift your telephone receiver, and an efficient moral hazard in- 
spection organization will respond to your commands. 
There are fifty-seven offices in the key cities of the 
United States and Canada. ~~~ ~ vw w~w~vrwe 
The nationwide facilities of The Hooper- 
Holmes Bureau are devoted to the compiling of 
Moral Hazard Inspection Reports for insurance 
underwriting, credit, commercial and employ- 
ment purposes and claim reports. ~ ~~ ~~w 
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Tells Agents Of Plans 




















C. F. WILLIAMS 


Western & Southern 
Plans New Branches 


WILL BE IN EAST AND SOUTH 





President Charles F. Williams Tells Con- 
vention of Growth; Investments 
Earned 5.6% 





The forty-second annual convention of 
the Western & Southern Life ,was held 
in Cincinnati last week, the convention 
lasting three days, the attendance being 
300 and the place of meeting the new 
Netherland - Plaza Hotel, a giant sky- 
scraper. 

President Charles F. Williams told of 
the growth of the Western & Southern 
Life since its inception in 1888 and de- 
scribed how, during the forty-two years 
of its existence, it has become one of 
America’s insurance companies of high 
rank. 


To Open in Philadelphia and Other East- 
ern Pennsylvania Cities 


Mr. Williams will visit Pennsylvania 
in possibly a few weeks in connection 
with the company’s expansion plans in 
eastern Pennsylvania. In Philadelphia a 
number of offices will be opened. Some 
other eastern Pennsylvania cities will 
also be developed. The company has 
been established in the western part of 
the state for some time, 

During the next twelve months the 
Western & Southern plans to hold a 
number of regional conventions. Among 
other cities these will take place in Chi- 
cago, Indianapolis, Columbus, O.; St. 
Louis, Cleveland, Charleston, W. Va., and 
Pittsburgh. 

In 1929 the assets of the Western & 
Southern Life were $102,000,000. In 1930 
a large gain in this item was made, 
the company closing the year with $115,- 
000,000. Returns on the company’s in- 
vestments last year was 5.6%. 

Visiting superintendents were told of 
the plans of the company to proceed with 
its new building at Fourth and Broad- 
Way as soon as city officials determine 
on a definite plan for the widening of 
Broadway and East Fifth Street in con- 
nection with the Columbia Avenue pro- 
Ject, 


Mr. Williams’ Address 


Some highlights in Mr. Williams’ talk 
to feldmen follow: 

Based on 1930 reports, the American 
people own guaranteed life insurance 


protection, free from the fluctuation of 
ticker tape or the get-rich-quick manipu- 
lator, in the enormous sum of $118,000,- 
000.000, 

The Ordinary life insurance of this 
total is $100,000,000,000. 


WESTERN and 
SOUTHERN 

Field Convention Hears 

President Williams Tell 


of Expansion Plans 





Superintendents Surprise President at 
Banquet With Testimonial Tribute 





A surprise at the Western & Southern 
convention in Cincinnati last week came 
after the last speaker finished his ad- 
dress at the banquet Saturday night. 
Superintendent A. D. Troxel stepped for- 
ward to the speakers’ table and after a 
few preliminary remarks presented to 


President Charles F. Williams a beauti-— 


fully inscribed testimonial containing the 
facsimile signature of every superintend- 
ent in the field pledging loyalty and 
faithful service to him as the company’s 
new president. 

During the banquet President Williams 
asked William John Fisher, agent of the 
Norwood, O., district, and John Wesley 
Hopkins, assistant superintendent of the 
Portsmouth district, to step to the speak- 
ers’ table. He then announced that these 
two men, having faithfully and continu- 
ously served the Western & Southern 


Life Insurance Co. for thirty-six con- 
secutive years, were now appointed, in 
the presence of their fellow workers, 
marshals of the Western & Southern 
Legion Class No. 1A, In addition to 
their appointments as marshals each of 
these veterans received a $400 check and 
a solid gold engraved plate, which, with 
the inscription of their names read as 
follows: 





having served the Western & Southern 
Life Insurance Co. faithfully and continuously 
for thirty-six years, is hereby appointed Marshal 
of the Western & Southern Legion, Class No. 


1A, emblematic of the highest honor in the- 


Company’s field service. 
C. F. Williams, 
President. 
Cincinnati, March 28, 1931. 
_The Messrs. Fisher and Hopkins were 
given an ovation. 





The Industrial life insurance of this 
total is $18,000,000,000. 

During 1930, notwithstanding a full 
year of depression in many industries, 
the people in the United States depos- 
ited in that single year in life insurance 
premiums to protect their business and 
their home, the great sum of $4,000,000- 
000. 


The number of life insurance policies 
in force in the United States is now 
150,000,000. 

The number of people in this country 
who apply for new life insurance or 
additional life insurance every week 
throughout the year is 500,000. 

The number of applicants for life in- 
surance in 1930 who delayed too long in 
signing the application blank submitted 
by agents and who were rejected, reached 
the astounding figure of 2,000,000, or 
nearly 40,000 rejected lives per week. 

Assuming each rejected applicant rep- 
resents a family of four persons, this 
would indicate a monetary loss in this 
country to 8,000,000 people. 

If we consider the average policy ap- 
plied for by these rejected lives, it would 
reach far into the millions, therefore the 
time to do business with a life insurance 
man is NOW when we are strong and 
healthy and likely to be an accepted risk 
instead of a rejected applicant. 


Three Billions in Claims 


Amounts paid out in Endowments, 
death claims, accidental death claims and 
monthly disability payments to policy- 
holders and beneficiaries in 1930 will ap- 
proximate $3,000,000,000. 


_ Industrial life insurance is represented 
in the United States by 78,000 agents. 

Industrial life has instantly come to 
the rescue when a great disaster befell 
the community, state or nation by im- 
mediate payment of death claims. 

Much of America’s big business has 
been financed by the Industrial life in- 
surance companies. 

The owning of homes by the industrial 
classes has been a factor in the finan- 
cial program of Industrial life insurance 
companies. 

Life insurance companies can properly 
take credit for prolonging life by spon- 
soring the study of hygiene in the 
schools; advocating modern sanitation in 
our communities; collaborating in med- 
ical research work and by offering to 
policyholders free medical examination 
periodically. 

The life insurance business has stood 
the test of all time and it is now the 
greatest depression-proof business in the 
world. 

Seventy-two of the major lines of bus- 
iness of this country reported larger 
earnings in the depression of 1930 than 
in 1929. These were insurance compa- 
nies, food companies, tobacco companies 
and a few utilities. 

Moody’s Trade Barometer for last 
month showed a substantial gain in bus- 
iness over any of the preceding months. 
The greatest improvement has _ been 
shown in textiles, steel, automobiles and 
department store sales. The improve- 
ment in practically all major industries 
in February exceeds normal seasonal ex- 
pectations. 





Gives Insurance Vision 


























CLYDE P. JOHNSON 


C. P. Johnson Explains 
Prestige of Insurance 


RESPONSIBILITY OF AGENTS 





Their Influence on Public Grew Out of 
Years of Close Relationship Which 
Bred Confidence 





A stirring tribute in acknowledgment 
of the prestige and standing of life in- 
surance and its representatives was giv- 
en to the superintendents of the West- 
ern & Southern Life at the banquet of 
that company in Cincinnati Saturday 
night by Clyde P. Johnson, vice-president 
and general counsel. 

If a great national crisis were pend- 
ing which had to be averted, or a prob- 
lem of major economic importance had 
to be solved, and meeting the crisis or 
solving the problem depended upon the 
public obtaining full and accurate in- 
formation, Mr. Johnson believed that the 
best medium which could be designated 
to impart the right information to the 
people would be the agency forces of life 
insurance, particularly the Industrial 
forces. Only the press is more power- 
ful than insurance representatives when 
potency is considered in influencing pub- 
lic thought along proper and constructive 
channels. 


Insurance Weathers All Storms 

Discussing the confidential relations 
which insurance agents have with the 
people, the responsibilities of the agent, 
the necessity of appreciating the inti- 
mate relationship, Mr. Johnson took up 
the question of conservation and proper 
underwriting. The best method of con- 
servation is sound underwriting. He 
then told why the public holds insurance 
in such high eseeem. Sometime ago he 
had occasion to appear before a legisla- 
tive committee urging passage of cer- 
tain legislation of interest to life com- 
panies, At the time he said a search of 
the roster of business today, whether 
commercial, manufacturing, banking, rail- 
road or otherwise, would disclose no 
management more sound, safe, sane, ef- 
ficient and economical in this country 
than that of life insurance. 

He told the committee that the mere 
fact the life companies appeared ask- 
ing for legislation should be listened to 
with sympathetic ears. The very tact 
that they are there with a request should 
be significant of its merit. : 

“Legislatures are never worried by life 
insurance companies,” he said. “Rem- 
edial legislation addressed to them is a 
rare event. Now that situation is at- 
tributable, in my opinion, to but one 
thing: the clean-cut conception which 
their executives and officials have of the 
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CLARKE C. STAYMAN 





sacred character of their duties. They 
have appreciated the fact that they are 
but trustees for the policyholders and 
that the huge sums under their control 
are but trust funds which must be con- 
served and preserved for the policyhold- 
ers to the end that there be no question 
as to the ability of the companies to 
meet their policy obligations at all times 
and under all circumstances.” 


Contrasts 


Mr. Johnson contrasted some of the 
commercial tragedies, such as bankrupt- 
cies and defaults in payments of bonds 
and other obligations, but legal reserve 
life insurance weathers terrific assaults, 
such as the flu. That they are so safe 
and secure is not the result of accident 
or mere chance, but is due primarily, 
he ‘said, to fhe soundness of the prin- 
ciples governing insurance and to the 
high-minded, all-absorbing conception of 
the sacredness of their task which has 
actuated insurance company executives 
and officials. He concluded as follows: 

“IT like to visualize this great array of 
agents as an army. Not, however, as an 
engine of destruction, but one of educa- 
tion and construction. War? Yes. But 
not on humanity. War on poverty and 
disease, accident and death. Fight? Yes. 
3ut not against their fellowmen, but for 
the widows and children. It is a great 
source of satisfaction to contemplate 
these great forces every day carrying the 
idea of Industrial insurance to those 
countless thousands who without your 
help and assistance would be deprived of 
these benefits.” 





J. J. DOYLE PROMOTED 





Made Publication Manager of Western 
& Southern; Known For Indus- 
trial Insurance Cartoons 
John J. Doyle, known for the creation 
of the Western & Southern Life’s in- 
surance cartoons, Carries A 
Thousand,” “The 


panion” and others, has been made man- 
ager of publications for the company. 
He has been connected with the company 
about twenty-five years. Since 1923 he 
has been editor of the company paper, 
Field News, and has prepared canvassing 
material and sales cartoons. 

Mr. Doyle is a native of 
was reared and educated 
he started in life insurance it was as an 
Industrial salesman. This experience 
has stood him in good stead in his work 
at the home office, and his cartoons have 
been widely used as sales material in 
the Industrial field. 
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J. F. RUEHLMANN 


Biscay Discusses Indirect Advertising 


Charles M. Biscay, head of the adver- 
tising division of the Western & South- 
ern Life, in addressing the company’s 
forty-second annual convention in Cin- 
cinnati last week, explained what adver- 
tising and publicity were in the big 
sense of the words. 

While insurance companies can effec- 
tively tell their story in paid space that 
is but one phase of publicity. A com- 
pany is constantly being advertised 
whether it buys paid space or not—ad- 
vertised by its strength or weakness; by 
the manner in which it transacts busi- 
ness; by the type of representatives it 
has in its services When a company is 
strong, when its operation is on.a high 
plane, when its dealings with the public 
are fair and square, when its represen- 
tatives understand their business and ap- 
preciate the position the company has in 
the community then the company is be- 
ing very strongly advertised. 

Mr. Biscay told the field men always 
to bear in mind that every time a call 
was paid a good or bad impression of 
the company was left by the representa- 
tive. With the case of such a company 
as the Western & Southern that impres- 
sion and therefore that advertisement 
should always be a good one. 

The best way for an agent to make a 


good impression was by keeping posted 
and there is no magic alchemy to bring 
this about. Information is as available 
to the agent as to the officer. There are 
no secrets. A company’s record is an 
open book; what it has to sell presents 
no technical difficulties as contracts are 
easy to understand and should be un- 
derstood as quickly as possible. Every 
issue of a newspaper is a mine of pros- 
pects. 

The company’s literature is constantly 
explaining how insurance needs can be 
met, and if new needs arise there are 
articles to make meeting those needs 
clear. There are numerous good insur- 
ance papers which keep the agent 
abreast of the times and subscriptions 
are inexpensive. 

“So to sum up,” said Mr. Biscay, “‘if 
you know your business; if you keep 
posted regarding its developments; if 


-you understand the strength and re- 


sources of your company and what it 
has to offer, you are in a very enviable 
position. In the first place, as soon as 
you sign with the company you imme- 
diately are the representative of one of 
the largest financial institutions, a com- 
pany with assets of $115,000,000; you are 
selling a contract that is so popular that 
nearly three million of those contracts 
are in force.” 





RECRUITING A STAFF 
Could Be Done “Sight Unseen” If 


Records and Experience of Individ- 

uals Were Entirely Known 

A. O. Payton, assistant secretary of the 
Western & Southern Life, in talking at 
the convention of that company last 
week, declared that the characteristics 
which go to make up a successful agent 
are so well defined that an intelligent 
superintendent can recruit his staff “even 
if he has not heretofore seen them” sim- 
ply by engaging those men who have 
characteristics which time and experi- 
ence show are necessary for success. 

It is not possible to make snap judg- 
ments in recruiting a staff of insurance 
agents, Many times a person with a 
most engaging personality turns out to 
have other defects which counter balance 
the good impression first made. Hon- 
esty, frankness and sincerity frequently 
stand out plainlv in a man’s countenence 
or in his manner, but whether or not he 
is a persistent, conscientious worker and 
handles himself intelligently in contacts 
with the public must be sized up by his 
record and experience. He cannot be 
gauged just in an “across the desk” con- 
versation. 





VALUE OF COURTESY 





When an Insurance Office Is Visited a 
Friendship Should Be Cemented, 
Says Secretary Sanford 
Secretary I. E. Sanford of the Western 
& Southern Life told the superintendents 
last week of ways and means to mini- 
mize friction between policyholders and 
an insurance company. Above all he em- 
phasized the importance of an agent be- 
ing watchful of the insured’s interests. 
There are many little attentions which 
can be shown to cement relationships 
which may seem trivial to the agent but 

which mean much to the insured. 

He stressed courtesy, especially court- 
esy to those policyholders who visit the 
superintendent’s office. Frequently, per- 
sons ask for explanations of the terms 
and values of policies. Lack of courtesy 
in an insurance office means loss of faith, 
loss of business, letters of complaint. 
Mr. Sanford said that fieldmen and of- 
fice men should always remember that 
the representatives of the company are 
spokesmen of the company and the com- 
pany’s reputation is in their keeping. A 
visit of a policyholder to a superintend- 
ent’s office should always result in closer 
relations. 








CHARLES E. ILIFF 


Doyle on Futility Of 
Ever Hunting New Faces 


OLD MAY BE BETTER THAN NEW 





Develop Your Staff, Advice of Western 
& Southern Publication Manager; 
Encourage Talent 





J. J. Doyle, manager of publications 
of the Western & Southern Life, was 
one of the speakers at the convention 
of the company last week in Cincinnati, 
his subject being the selection of men. 
He said that the best way to stop the 
turnover of agents was to develop the 
man already in the district; that the 
superintendent constantly looking for 
men, fascinated by new faces, would con- 
tinue that search, not being able to re- 
sist the fascination of experimenting 
with new people. Frequently, superin- 
tendents are heard to say: “I wish I had 
as good a staff as Jones or Smith,” which 
led Mr. Doyle to make this remark: 

“Even if the superintendent making 
that remark were handed the organiza- 
tion of Messrs. Jones or Smith he would 
be no better off than before, after a 
lapse of time, because while he would 
have the Jones or Smith staff the staff 
would not have Jones or Smith. It 
would proceed to disintegrate while the 


constant pursuit of men would be re- : 


sumed. 
Developing Talent 

“As far as the average superintendent 
of a life company is concerned if the 
staff were entirely changed; if agents 
were fired right and left, and the ex- 
act same number recruited there would 
result no more better or efficient staff 
than the one replaced. So let us sce 
what we have in our outfits; let us study 
the possibilities of our timber; let us 
see what talent we have which can be 
developed; what hidden energies we can 
bring into play; what defects we can 
eradicate; what procrastinations we can 
change into action. 

“Did you ever stop to consider that 
some of the most prominent men now 
engaged in the life insurance business 
were at one time engaged in carrying 
a rate book on a debit? When they 
quit to go into another activity (although 
in the same field) why did they do it? 
They had the goods as their future life 
work demonstrated. Why wasn’t this 
discovered ?” : 

Mr. Doyle said that all students of 
careers of eminent Americans must have 
wondered why so many people drifted 
from goal to goal, never getting over 
their business wanderlust until they 


found the right niche. 
“T think if you interview them you 
(Continued on Page 17) 
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D. M. Baker, Jr., Has Goal 
Of $3,000,000 This Year 


PACIFIC MUTUAL MAN’S SYSTEM 





Has Assistant Who Hunts Through 
Papers for Prospects and Does 
Correspondence Follow-up 


Danford M. Baker, Jr., of the home 
office agency of the Pacific Mutual Life, 
and whose father was for years head of 
the company’s production division, has 
as his, goal this year a $3,000,000 pro- 
duction. By March 19 he had paid for 
more than $750,000. Mr. Baker plans his 
work carefully, calls on many, makes pre- 
liminary contacts through the mail. In 
order to Systematize prospect hunting he 
has an assistant, Edward P. Gaffney, 
Jr, whose duties are to read thoroughly 
every morning the newspapers and also 
the Daily Journal, the local paper per- 
taining to business activity throughout 
southern California. From those papers 
daily are obtained the names of twenty 


men. 

The first thing done is to send them a 
letter pertaining to the term expectancy 
contract. On the following day a second 
letter is mailed enclosing a card furnish- 
ing rates for the policy. The third let- 
ter which is sent has enclosed a card es- 
pecially prepared by the Pacific Mutual’s 
office, bearing at the top a heavy bronze 
metal seal with the insignia of the Pa- 
cific Mutual Big Tree stamped upon it. 
This card itself is impressive and is one 
that a man will look at more than once 
and, even if not interested at the time 
will keep on his desk or show to some- 
one else. It has the appearance of be- 
ing especially prepared for the man him- 
self. This card is prepared in various 
forms, some made up for bankers, others 
for executives, and, in fact, to fit men 
in practically all walks of life. Cards 
have a personal appeal, stress the fact 
that this is a “Special” policy, and that 
the individual addressed may expect a 
call within the next few days. 

Called on Telephone 


Forty-eight hours after the last letter 
is received the prospect is called on the 
telephone and there is a conversation 
about the policy. Most of this prelim- 
inary work is handled by Mr. Gaffney. 
Mr. Baker says: 

“Out of twenty telephone calls a day 
we average ten dates of birth, from 
which illustrations are made up on a spe- 
cial form. As the illustrations are pre- 
pared they are given to me every morn- 
ing with a complete outline as to the 
man’s occupation and business activities 
or any other feature that may have come 
up in the course of the telephone con- 
versation.” 





JOINS LINCOLN NATIONAL 





A. H. Hammond Made Assistant Super- 
intendent of Agencies; Formerly 
With Inter-Southern 
A. H. Hammond, formerly superin- 
tendent of agencies of the Inter-South- 
ern Life of Louisville, has been named 
assistant superintendent of agencies for 
the Lincoln National Life, of Fort 

Wayne, Ind. 

Mr. Hammond is a life insurance man 
of wide experience, having spent sixteen 
years in the life insurance business. He 
started his career as a district agent in 
Nashville, and has been soliciting agent, 
general agent, director of agents, and 
superintendent of agents. During his 
last year in the field he paid for more 
than a million and a quarter personal 
business. 





COFFIN ACTIVE THIS MONTH 


Vincent B. Coffin, educational director 
of the Penn Mutual, is scheduled to give 
his address, “The Secret of Selling,” be- 
fore three life underwriters’ associations 
this month. His talk will be given in 
New York on April 10, in Cleveland April 
\4and in Pittsburgh April 23. 











You Can't Deny This! 


The American public fully realizes 
and takes advantage of the unlimited 
benefits of Life Insurance. 


How do we know? 


Ask a hard one! 


About 55 per cent of the popula- 
tion— 68,000,000 persons—are pro- 
tected in the staggering sum of 
$108,500,000,000 by life insurance 
policies. . 


Here’s. another truth!. 


The other 45 per cent is at home 
waiting to buy protection from life 
insurance salesmen wise enough to 
approach them. 





The 
Prudential 


” sracncrMr, Insurance Company of America 
‘ ? S, A . 

“tt BbyVE%ey Home Office, Newark, New Jersey 
Sh FroRVee Epwarp D. DurrieLp, President 
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Suit on Cancelation 
Stays Disability Claim 


FALSE ANSWERS ARE CHARGED 





Insureds Suing New York Life Are Held 
Up Pending Disposition of 
Company’s Bill 





It has been held by the United States 
District Court for the Western District 
of Pennsylvania that an insured under 
a life policy may be enjoined from pro- 
ceeding with an action against a life 
company for disability benefits provided 
for in the policy, pending the disposi- 
tion of a bill brought by the insurance 
company within the contestible period 
to cancel the contract because of false 
answers to certain questions in the ap- 
plication. 

With this opinion the court grants a 
preliminary injunction to the New York 
Life in its bill against Julius Halpern, 
ag Halpern and the Fidelity Trust 

) 


_ The defendants had contended that the 
insurance company has an adequate rem- 
edy at law in a defense of the suit 
brought against it by the insured, but 
the court said the question was whether 
the insurer could plead a verdict against 
the insured as res adjudicata in a sub- 
sequent suit brought against it by the 
beneficiaries to recover death benefits. 
“The relationship of insured and ben- 
eficiary in the policy under consideration 
is not such, in our opinion, that a judg- 
ment against the insured, suing to re- 
cover disability benefits, would be res 
adjudicata against the beneficiaries in 
an action for death benefits,” it was held. 
The court pointed out that in cases 
where the Supreme Court of the United 
States had held that fraudulent repre- 
sentations and suppressions of fact may 
be established by insurance companies 
in defense of actions at law brought 
against *thern on the ‘policies, ttéinstired 
were dead and the “ititerest® under the 
policies had fully vested in the benefi- 
ciaries. In this case, it was--explained, 
the insured is alive and the interests of 


‘the beneficiaries, whether termed “vest- 


ed” or “mere expectancies,” are not the 
same interests as those in the other 
cases. 





VALUATION HEARING 





Insurance Men and Lawyers at New 
York Department To Discuss Meaning 
of Words “Amply Secured” 

A number of prominent life insurance 
financial men and lawyers attended a 
hearing in the New York Insurance De- 
partment before Deputy Superintendent 
Butler on March 25, at which there was 
discussed the meaning of the words “am- 
ply secured” as found in Section 18 of 
the New York insurance law. The ques- 
tion becomes important from the point 
of view of determining what securities 
may be carried at amortized values and 
before that can be determined it must 
be decided whether the securities are 
amply secured. “Does it mean secured 
at adequate collateral security as those 
words are found in Section 100?” is one 

of the questions which came up. 





GETS OKLAHOMA POST 


Leonard Savage of McAlester, Okla., 
has been appointed assistant insurance 
commissioner of the state, succeeding 
Joseph B. Thompson who plans to prac- 
tice law. Mr. Savage, a graduate of 
Oklahoma University, has since gradua- 
tion been connected with the law office 
of Judge Robert Heffner. He is a 
brother of Roy Savage, who was assis- 
tant insurance commissioner from 1927 
to 1929. 


GETS HOME OF ARK. BUSINESS 

The Central States Life of St. Louis 
has been selected as the reinsurer of the 
business of the Home Life of Little 
Rock. Six companies submitted propos- 
als. 
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McAllister and Gold 
Given Added Duties 

JEFFERSON STANDARD CONTROL 

A. W. McAllister Made Chairman of the 


Pilot Life Board; Charles W. Gold 
Elected President 








In connection with the Jefferson 
Standard Life, of Greensboro, N. C., tak- 
ing over control of the Pilot Life, 
changes have been made in the execu- 
tive staff of the organizations. A. W. 
McAllister, who has been president of 
the Pilot Life, is named chairman of the 
board, and Charles W. Gold, former 
vice-president and treasurer of the Jef- 
ferson Standard, is elected to the presi- 
dency of the Pilot Life. 

Both Mr. McAllister and Mr. Gold 
have been active not only in insurance 
circles but in other interests in their 
home state. Mr. McAllister was State 
Fuel Adminintrator during the World 
War. He is a member of the State 
Board of Charities and Public Welfare, 
and is a past president of the Greens- 
boro Board of Welfare, among other 
interests. f 

Charles W. Gold made an outstanding 
record as president of the American Life 
Convention in the term 1929-30. He is 
one of the best known life insurance 
men in the Southeast. He has been 
president of the Greensboro Chamber of 
Commerce and is president of the 
Greensboro Loyalty Fund. Also, he is 
vice-president of the Greensboro Joint 
State Land Bank and a director in other 
banks. He was in the newspaper busi- 
ness prior to entering insurance. 





FOOTBALL STAR WITH POMEROY 





He Is Edward O. Wittmer, One of Few 
Nime- Letter Men Ever to Graduate 
From Princeton 
Edward O. Wittmer, whose football 
playing at Princeton up until his gradua- 
tion last year rated him considerable 
publicity in the daily newspaper sport- 
ing pages and who was one of the few 
nine letter men at Princeton, joined the 
uptown brokerage firm of Reynolds Pom- 
eroy & Co. this week as a contact man. 
This is his first insurance connection. 
While at college Wittmer played both 
varsity basketball and baseball for three 
years. He made the varsity football 
team in his sophomore year and played 


half-back, being one of the mainstays 
of the team. 


BRITISH BUSINESS GREATER 





Reports by Companies Show Substantial 
Gains Over Previous Year in 
Life Production 
The total amount of life insurance sold 
by thirty British companies, who have 
issued preliminary statements for 1930, 
is slightly over $500,000,000, which is 
about, $25,000,000 more than the business 
done by the same companies in 1929. 
Among the companies who achieved 
new business records in 1930 were the 
Standard Life, London Assurance, Cale- 
donian, Life Association of Scotland, 
Scottish Provident, and Clerical Medical 

& General. 

Life insurance during times of depres- 
sion has always been a safe and con- 
venient outlet for superfluous money, 
and when it can also be utilized, as a 
means of diminishing the demands of the 
income tax collector it is small wonder 
the past year has been a good one for 
the life companies. 

Compared with America, of course, 
life insurance in the United Kingdom 
has still far to go. In the matter of 
getting new business, both at home and 
abroad, the British offices are not so 
slow as they seem, and it is claimed 
that, if comparative figures were avail- 
able, the average rate of business in- 
crease in the past few years would be 
revealed as even higher than that of 
their American contemporaries, says a 
London correspondent. 





TAKES CHARGE IN PROVIDENCE 





Frank A. Wheeler of Detroit Made Gen- 
eral Agent, National of Vermont, 
Succeeding Norman W. Hayward 

The National Life of Vermont an- 
nounces the appointment of Frank A. 
Wheeler of Detroit as general agent for 
Rhode Island with headquarters at 
Providence, to succeed Norman W. Hay- 
ward, who has resigned his general agen- 


cy after representing this company for: 


the past twenty years. 

Mr. Wheeler has been a member of 
the Yates agency of the Massachusetts 
Mutual at Detroit for four years, first 
as statistician and later as assistant gen- 
eral agent. i 
Northwestern University School of Com- 
merce and, before entering the insur- 
ance business, was engaged for a num- 
ber of years in statistical and account- 
ing work in Chicago and later in man- 
aging a factory in Toledo. He is thirty- 
eight years of age and married. 


He is a graduate of the. 





Brooklyn National Life 
Now In New Home Office 


MANY VISITORS AT RECEPTION 





Officers and Directors Greet Those In- 
specting New Location at 57 Wil- 
loughby Street, Brooklyn 





Visitors crowded the new offices of 
the Brooklyn National Life in the Brook- 
lyn National Life Building at 57 Wil- 
loughby Street, corner of Lawrence 
Street, just east of Borough Hall, Tues- 
day afternoon, and numbered among 
them were many prominent Brooklyn 
business men and officials. There were 
many floral greetings and receiving lines 
in the offices of President William R. 
Bayes, Vice-President Ben S. Graham, 
Vice-President Fred W. Ladue and oth- 
er officers. All the officers and direc- 
tors constituted a reception committee. 
Buffet refreshments were served. 

The executive suite is on the corner, 
second floor, of the building which was 
recently completed. Connected with the 
home office is the home office agency un- 
der Jack Washauer, general agent. There 
is a large meeting room for agency gath- 
erings. 

The Brooklyn National Life is the 
only life insurance company in Greater 
New York with its home office in Brook- 
lyn. In its five years of business it has 
had a steady and substantial growth 
which has necessitated enlarging its 
home office facilities three times. Now 
the company has made provision for ex- 
pansion for many years. The officers of 
the company are the following: William 
R. Bayes, president; Arthur S. Somers, 
vice-president; Meier Steinbrink, vice- 
president; Ben S. Graham, vice-presi- 
dent; Fred W. Ladue, vice-president; 
Frederick W. Rowe, treasurer; Hunter 
L. Delatour, secretary; Frank D. Jen- 
nings, M.D., medical director; George 
M. Selser, assistant secretary, and Wil- 
liam L. O’Connell, M.D., associated med- 
ical director. 





SPEAKERS TO MAKE TOUR 

Vash Young, special agent for the 
Equitable Society in New York City, 
and William B. Burruss, well known 
sales engineer, will make a series of ad- 
dresses for the National Association of 
Life Underwriters. Their itineraries will 
take them from coast to coast, Mr. Bur- 
russ’ starting April 20 and Mr. Young’s 
May 15. 





THE COMPANY 
BACK OF 
THE CONTRACT 


Back of every Fidelity contract 
stands a reputation of over half a 
century of fair dealing. Live and 
let live has been the sound basis of 
mutual satisfaction upon which its 
agency contracts have been built. 


Modern policy forms, including 
Family Income, Retirement Income 
and Low Rate Life are backed by 
a particularly successful lead serv- 
ice. Fidelity now has $425,000,- 
000 insurance in force, is finan- 
cially solid and steadily growing. 
It operates in thirty-nine states, in- 
cluding New York, on a full level 
net premium basis. 


Openings available for the right men. 
Send for booklet 
“The Company Back of the Contract” 
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DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT President 








SUPERINTENDENT IN BUFFALO 


Harry Civin, assistant superintendent 
of the Prudential Insurance Co. in Roch- 
ester, N. Y., for the past fourteen years, 
will take over the office of superintendent 
of District No. 2 in Buffalo. Mr, Civin 
has been with the company since 1913. 
Civin succeeds Frank F. Lahey, a veteran 
of the company, who retired on 


March 14. 





C. B. Redway, long superintendent for 
the Metropolitan Life at Derby, Conn, 
has retired after thirty-seven years’ 
service with the company. 











ican Life Insurance. 





SERVICE 
MUTUALITY 
DEPENDABILITY 


THEsE three have been the basis of Eighty- 


six years of continuous experience in Amer- 


Modern Life Insurance 
since 1845 


The 


Mutual Benefit Life Insurance Co. 
Newark, N. J. 




















STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 


Worcester, Mass. 





underwriting. 


SERVICE 


| intelligent, sincere, thorough, permanent— 
the 1931 measuring rod of successful life 
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JAMES A. GIFFIN 


Giffin Gives Wise Tips 
On Agency Management 


TALKS AT CONGRESS LUNCHEON 
Phoenix Mutual Manager Urges Stiff 
Standards in Selection of Agents; 
Cites Company Experience 





One of the most constructive talks of 
last Thursday’s Tri-State Congress was 
that given by James A. Giffin, assistant 
agency manager of the Phoenix Mutual 
Life, who addressed a luncheon of about 


sixty managers and general agents on 
“Brass Tacks in Agency Management.” 
In a relatively short time Mr. Giffin cov- 
ered an astonishing amount of ground, 
presenting many points of importance for 
the benefit of those engaged in a man- 
agerial capacity. 

Most managers, Mr. Giffin said, do 
not face squarely the great number of 
little things that must be done in de- 
veloping a good agency. Their task is 
by no means an easy one, he said. Like 
the agent under them they should have 
a burning desire to accomplish some- 
thing big and centralize every activity 
around this idea; should have a definite 
objective; and lastly, dogged determina- 
tion to stick. 

“The problem of selection must be 
faced very definitely and clearly,” Mr. 
Giffin told the managers. “What type 
of man do you want? Do you know 
where this type can be procured? Do 
you know just what to say to him in 
the interview? Do you know what a 
proper hiring ratio is? 

Many Interviews Necessary 


“It is essential that you see many men 
before accepting any if you want to get 
the kind that will be permanent and an 
asset to the business. Figures show that 
about 100 will have to be interviewed 
in order to get five good agents. 

“As a man goes his first three months 
in selling, so he’ll go in the business. 
Phoenix Mutual experience, at least, in- 
dicates that should a man not write at 
least $35,000 of business in his first three 
months, he has little chance of attain- 
ing success. Our figures show also that 
only about one man out of ten under 
twenty-six years of age or over fifty 
comes through. The ideal prospective 
ayent is the man, thus, between the ages 
of twenty-six and fifty. 

Has He Been Successful? 


“Tt is wise,” Mr. Giffin continued, “to 
set up a pretty stiff standard. Here are 
some requirements that should be taken 


Goldensky 


Kaiden-Keystone 


JOHN A. REYNOLDS 


JOHN E. GIBBS 


Congress Banquet Features Three 
Highly Entertaining Speakers 


In the tastefully decorated famed old ballroom of the Bellevue-Stratford in 
Philadelphia and to the strains of softened music, life underwriters of Pennsyl- 
vania, New Jersey and Delaware gathered at the annual Tri-State Congress Ban- 
quet, relaxed and proceeded to enjoy themselves after a day filled with educational 
stimulus. 


The three distinguished speakers selected for the occasion all had highly enter- 
taining and diversified talks. An insight into what goes into the making of a daily 
newspaper was given by William E. Haskell, assistant to the president of the New 
York “Herald Tribune.” A beloved Philadelphian, Rabbi William H. Fineshriber, 
told how the solution of business difficulties lay in insurance and banking. He 
strongly advocated some form of unemployment insurance. “If it is wise to insure 
life and to put your money in the bank,” he asked, “why isn’t it wise for us to 
insure business and industry?” The third speaker of the evening was William N. 
Burruss of New York City, former insurance man, who gave a stirring talk on 
“Shakespeare the Salesman.” He told how Shakespeare in talking the language of 
the “buyer” makes a tremendous appeal, and urged the life agents to take heed. 


At the head table Toastmaster J. Willison Smith, president of the Real Estate- 
Land Title and Trust Co., was surrounded by a number of prominent bankers and 
insurance men, among them being: Rome C. Stephenson, president of the American 
Bankers’ Association; Gilbert T. Stephenson, chairman of the trust division of the 
association; M. Albert Linton, vice-president of the Provident Mutual; Frank R. 
Sykes and J. Russell Sykes, vice-presidents of the Fidelity Mutual; Leon Gilbert 
Simon, president of the New York Association of Life Underwriters; A. B. Cheyney, 
president of the Philadelphia Association; John A. Stevenson, manager of the home 
office agency, Penn Mutual; and James O. Jensen, general chairman of the congress. 


Both the Messrs. Stephenson, who were the special guests of honor at the 
banquet, made pertinent remarks on the current business situation. Rome C. 
Stephenson declared that if more of our business men had bought life insurance 
before October, 1929, their losses in the stock market would not have been as great 
as they were and American business would be in better condition today. Gilbert T. 
Stephenson pointed out that life insurance companies and trust companies are today 
enjoying a pre-eminence and prestige that are enjoyed by no two other institutions 
in the country to the same extent, that together they began 1931 with a record un- 
paralleled in the history of American business. 





Moreover, your own sales organization 
can provide you with sources for good 
new agents. Get suggestions from your 
agents preferably when they are just 


into consideration: Has he been a suc- 
cessful man in his past positions? Is 
he a hard worker? Does he have a 
happy home life? Has he self-reliance, 


own affairs? 


physical endurance, ability to manage his 
Has he been able in past 
to manage his financial situation? Has 
he ambition, mental alertness, loyalty, 
and an eagerness to render service for 
others? 

“The manager should be prospect-con- 
scious at all times just as his agent must 
be, constantly on the look-out for new 
material to work with. Watch for men 
who have gotten about as far as they'll 
go in their present situation. Experi- 
enc has shown that salesmen and. sales 
managers in other fields and executives 
or semi-executives, have made the best 
producers. The clerical type usually 
does not take to the work .with- ease. 


enthusiastically entering the business, or 
after they have become successes. 
First Year Earnings 

“In most every interview with a pros- 
pective agent the question of first year 
earnings will come up. Don’t ‘set any 
definite amount of business you expect 
a man to pay for in his first twelve 
months. You can, of course, give him 
some averages as to what he may an- 
ticipate, but avoid any definite figure. 
Sometimes it is wise to ask him this 
sort of question: 

“Are you willing to step backward a 
year or two in order to get in a posi- 
tion to attain the unlimited possibilities 
of the future?’” 





A. E. N. GRAY 


A.E.N. Gray Cleaning Up 
At Sales Congresses 


AN OFFICER OF PRUDENTIAL 





Shows Agents How To Be Militant In 
Meeting Objections Without 
Being Impertinent 





A tall young man with a mop of hair 
and looking as serious as do Irvin Cobb, 
*, P. A. Ring Lardner or Heywood 
Broun in repose, faced the Philadelphia 
(Tri-State) Sales Congress on Thursday 
of last week and quickly demonstrated 
that reports reaching leading executives 
of a new platform luminary capable of 
casting a fascinating spell over large in- 
surance audiences were correct. This 
young man is Albert E. N. Gray, assis- 
tant secretary of the Prudential, whose 
father was a vice-president of the com- 
pany for years. 

Weaving humor, epigram and philoso- 
phy into sales talks or sales arguments 
he also has the happy faculty of pre- 
senting a tear-inspiring story without 
evoking bathos, while his narratives of 
militancy in offices where life insurance 
is held in low esteem are without the 
shading of impertinence. 


Princeton Man 


A Princeton man, Gray went into the 
home office of the Prudential; then be- 
came an inspector in the field; returned 
to the home office and then back into the 
field as an Ordinary agent. He is now 
associated with the divisions of educa- 
tion and sales development. He was not 
a scintillating scholar or star athlete in 
Princeton, but while there no one could 
beat him at observation or in knowledge 
of motivating influences. In life insur- 
ance he quickly felt himself at home. 
He has been speaking for some months, 
going as far West as Denver and as far 
South as Jacksonville. The nearest he 
had gotten to Philadelphia as a speaker 
before was a talk in Camden before the 
life underwriters. 

Gray’s first tip that life insurance is 
bought with the guidance of the heart 
and not that of Euclid was when he made 
his exit from a shoe store without mak- 
ing a sale while the visitor who succeed- 
ed him, an agent of another company, 
sold the policy. 

“T talked about my policy,” said Gray. 
“The other chap talked about the cob- 
bler’s wife and children.” 

Indirect Salesmanship 


That there can be such a thing as in- 
direct salesmanship he learned from the 
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Sales 


Congress 








JAMES O. JENSEN 


James O. Jensen, recently appointed 
Fidelity Mutual manager in Philadelphia, 
did a good job as general chairman of 
the congress. 





boy who said to his father: “Dad, let’s 
you and me take mother to the circus.” 

Another eve-opener he got was from a 
North Carolina agent who sells Old Age 
Endowment successfully, his principal 
success coming after he had begun to use 
this question while soliciting: 

“Did you ever notice that a rich old 
man never seems so old as a poor old 
man ?” 

Once when Gray went into an office 
he was greeted in this way: 

“What! an insurance agent? Insur- 
ance! ! Why, you can’t get to first base 
with me.” 

“It is not a question of your getting 
to first base, but whether your widow 
will be able to make a home run with- 
out you,” countered Gray. 


Death 


The speaker thought agents make a 
mistake if they keep the thought of death 
too far in the background. He does not 
believe the agent should constantly pa- 
rade the hearse in front of the prospect’s 
door; at the same time he feels that the 
prospect should not forget that there are 
such vehicles as hearses. No matter how 
clever a prospect may be with figures, 
how clever he thinks he is at making in- 
vestments, he can’t laugh off the fact 
that death of a policyholder immediately 
creates a life insurance estate. An ob- 
jection of a prospect that he did not have 
any money led Gray to make this com- 
ment: 

“At least you have the satisfaction of 
not being alone. In fact, there is an epi- 
demic of people who have less money 
than they want to have, and, speaking 
of epidemics, reminds me of what hap- 
pened in mortality when the country 
went through the ‘flu’ epidemic.” 

The real reason men make objections 
to insurance is because they do not 
think they are going to die. That is, not 
for a long time. 





NEW YORK CITY REPRESENTED 


Noted at the Tri-State Congress were 
a number of prominent New York City 
life insurance men, including Graham C. 
Wells of the Wells & Connell agency of 
the Provident Mutual; Robert L. Jones, 
State Mutual general agent; Leon Gil- 
bert Simon, president of the New York 
Association; Joseph E. Lockwood, assist- 
ant to the vice-president, Guardian Life; 
and William C. Bawden, executive sec- 
retary of the New York Association. 


‘sketching, 


J. E. Gibbs Recommends 
Visualized Selling 


WILL USUALLY DRAW INTEREST 








Penn Mutual Educator Tells How Eye 
Impressions Seldom Fail to Make 
Prospect Listen 





Since psychologists very largely agree 
that among the impressions which reg- 
ister on the human brain, some 83% are 
received by way of the eye, the ears 
taking only 7%, life underwriters would 
do well to make uses of all manner of 
visual aids, John E. Gibbs of the edu- 
cataional department of the Penn Mu- 
tual said in addressing the Tri-State 
Congress last week. 

Mr. Gibbs discussed visual aid as the 
quickest and most effective way of se- 
curing the active interest of a prospective 
client. An approach such as “I want to 
draw you a picture” never fails to in- 
terest most people, Mr. Gibbs said, since 
they have been interested in drawing, 
making marks of various 
kinds since childhood. 

“I do not remember ever having been 
asked to smoke a Chesterfield cigarette, 
or a Camel, or a Lucky Strike, by any 
individual, nor have I been specifically 
requested to indulge in a‘ number of 
other widelv advertised products—that is, 
by any personal solicitation,” Mr. Gibbs 
said, “And yet I believe that it will be 
everyone’s experience that he has bought 
certain objects purely as a result of vis- 
ual sale on the part of the corporation 
manufacturing that product. 

“Go into an art museum where some 


(Continued on Page 19) 


How Insurance Solves 
Economics of Family 


H. PETER GRAVENGAARD TALK 





Protection Guaranteed Against Four 
Hazards: Loss of Job, Disability, 
Death, Old Age 





The family as an institution has an 
economic aspect as well as a sentimental 
one and it is of equal, if not greater 
importance than the latter in making for 
success, declared H. Peter Gravengaard 
of Columbus, Ohio, general agent for 
the Aetna Life, speaking before the Tri- 


State Congress last week on the sub-— 


ject of: “Safety for the Family.” 

The greatest problem of the average 
family today is the problem of family 
finance, he said, and the intelligent life 
underwriter has, as yet, the most intelli- 
gent and satisfactory solution. If we 
agree that, the average family todov is 
denendent for its economic-financial sta- 
bility on’ the earnings of the head of the 
family we will also agree that it is only 
common sense to search life’s econonic 
avenue to find the hazards, if any to our 
future ability to travel that road safely. 

Safety for the family, said Mr. 
Gravengaard, means protection against 
these four wolves of home economics, 
these four hazards to family income 
from personal earnings: loss of job or 
business when instantly personal earn- 
ings cease, disability or death, when per- 
sonal earnings also instantly cease, and 
old age, when personal earnings may 
cease. 

Continuing, Mr. Gravengaard said: 

“The banks of our nation have rec- 
ognized this economic organization of 





SAFETY FOR THE BUSINESS 





C. Alison Scully Says Central Figure of 
Most Businesses Has Vital Need 
of Insurance 

Practically every business needs insur- 
ance upon the life of its central figure 
in order to assure safety, said C. Alison 
Scully, vice-president of the Bank of 
Manhattan Trust of New York, address- 
ing the Tri-State Congress in Philadel- 
phia last week. 

Mr. Scully said that except for the 
very largest corporations, almost all bus- 
inesses are affected seriously by the 
death of an individual who happens to 
be its principal. He advocated insurance 
upon the life of this principal with the 
associates made the beneficiaries, in or- 
der that the earning power of the or- 
ganization might escape being crippled. 

Danger of credit position was given 
as another reason for insuring the life 
of such a principal. Last year has well 
demonstrated this need, Mr. Scully said. 
He also brought out that safety for the 
business automatically provides safety 
for the family, this being a very natural 
consideration since all business is pur- 
sued for the benefit of the comfort and 
welfare of a man’s loved ones. 

Life companies and trust companies 
can go forward together, joining hands 
in providing safety for the general pub- 
lic, Mr. Scully said. There is no need 
for gloomy pessimism at present, nor is 
there need for any false optimism. Hard 
work and usage of brain power will bring 
business back to normal. 





CONGRESS EXHIBITS ATTRACT 


Two exhibits at the Tri-State Con- 
gress drew the attention and interest 
of the many insurance men attending 
the meetings. These were the bank and 
trust company exhibit, arranged by Don- 
old S. Beard, chairman of the bank and 
trust company participation committee; 
and the conservation exhibit, sponsored 
by the Corporate Fiduciaries Association 
of Philadelphia, of which Carl W. Fen- 
ninger is president. 


GILMAN’S HUMOR CONTAGIOUS 


National Life (Vt.) Agent Keeps Con- 
gress in Uproar; Urges Agents to 
Follow Natural Methods 
The extemporaneous humor of Charles 
C. Gilman, Boston representative of the 
National Life of Vermont, who spoke 
before the Tri-State Congress last week, 
kept the audience in a constant state of 
laughter. Behind the many humorous 
stories, however, there was a degree of 
wisdom and plenty of sound sales psy- 

chology. 

“Be yourself at all times,” was the 
main point of Mr. Gilman’s remarks. 
He believes in every salesman sticking 
to his own methods, using those tactics 
that come naturally to him and not suc- 
cumbing to any set rules or standards 
that someone else sets for him. He also 
feels that “canned talks” may be over- 
emphasized’ at the present time; they 
oftentimes fail to go over in a natural 
manner, ‘thus losing what value they 
otherwise might have. 

Mr. Gilman remarked that small pro- 
duction in the first few years in the 
business should not discourage new 
agents. In entering the business, they 
should be willing to take what comes 
for a while and if they are conscientious 
results will come in sooner or later. 
They should also always have an honest 
belief that their prospects really need 
more life insurance before calling on 
them, Mr. Gilman said, and added “It’s 
os how few men there are who 
on’t.” 


JENSEN’S ABLE ASSISTANTS 

Much credit for the success of the 
Tri-State Congress held in Philadelphia 
last week can be given to Genera! Chair- 
man James O. Jensen and his corps of 
able assistants, including: Alexander V. 
Tisdale, chairman of attendance; Frank 
Wight, in charge of finances; E. J. Ber- 
let, chairman of publicity; Louis F. Paret, 
managers’ chairman participation; Fer- 
nand Baruch, banquet and reception, and 
C. S. Borton, Jr., executive secretary of 
the Philadelphia Association. 











ARTHUR B. CHEYNEY 


Arthur B. Cheyney, president of the 
Philadelphia Association of Life Under- 
writers, welcomed the underwriters to 
the congress. 





the family and these perils which threat- 
en its economic life. Many of the great 
banking institutions of the East have a 
definite plan for the solution of this 
problem, and have, during the past few 
years, circularized their clients and 
friends suggesting the prudence of a 
definite family financial program — a 
safety program for the family as a pro- 
tection against the hazards to income. 
The banks suggest that one select a re- 
tirement age — then the amount of cap- 
ital necessary to provide income to 
replace personal earnings from then on. 

“Charts are given at all ages showing 
the amount necessary to save and de- 
posit with the bank each month at a 
promised rate of compound interest in 
order to have a $1,000 at certain retire- 
ment ages such as fifty, sixty or seventy. 
You can-then start your program in 
accordance with your needs for old age 
and your ability to save. 


The Bank Plan 


“Let us analyze the bank plan and sce 
how well it meets the hazard to personal 
earnings. Let us see if it makes the fam- 
ily safe from the hazards to its economic 
‘stability. Take the case of a young 
man who, wants to put his financial house 
in order, and establishes the bank plan. 
Here is what it will do in the event of: 


1. Loss of job or business—he has what he 
has saved, and can take it any time—but in 
this event we must not forget that the bank 
plan is instantly ended. He must start all over 
again—make the positive act of re-establishing 
as of a new date—a new plan. The danger is 
that it may never be re-established—at least not 
for some time. 


2. Disability—he has only what he has saved 
—and that may soon be dissipated—then what? 
The need for $ to buy food—shelter—clothing 
—medical care continue. 

3. Death—his family will receive only what 
has been saved—and that may be very little 
depending upon the time of death, When iis- 
sipated—what then? The need for $ to buy 
food—shelter—clothing—medical care, etc., con- 
tinues. But if there should be quite a sum saved 
—who will administer it? Will the poor inex- 
perienced widow be charged with that grave 
responsibility ? 

4. Old age—fine! He has the amount which 
he set as his objective. But he must find an 
investment—it may turn out bad—and if. in- 
sufficient to provide adequate income fom 
interests only—how will he arrange for distri- 
bution to principal and interests over the rest 
of his own life-time and perhaps that of his 
wife? It is just as difficult—perhaps more :°— 
to conserve and administer capital as it is to 
accumulate it. 


“The bank plan has not, in my mind, 
really satisfactorily solved the economic 
problem of the family. It does not pro- 
vide safety for the family.” 
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Pacific Mutual Makes 
Home Office Promotions 


' LONG SERVICE IS RECOGNIZED 





Lawrence W. Morgan, Thomas L. Inch 
and Frank D. Cummings Win 
New Titles 





Three home office executives of the 
Pacific Mutual Life have been promoted 
by the company’s board of directors: 
Lawrence W. Morgan is named junior 
vice-president ; Thomas L. Inch, assistant 
secretary, and Frank D. Cummings, as- 
sistant superintendent of agencies. 

Lawrence W. Morgan, son of the com- 
pany’s comptroller, Alfred W. Morgan, 
has spent his entire business career with 
the Pacific Mutual. He began as an 
agent and then joined the home office 
where he served in various clerical ca- 
pacities. He served as superintendent 
of the emergency department and of the 
policy department, in which latter office 
he has been functioning efficiently for 
fifteen years. In 1920 he received the 
title of assistant secretary. 

Thomas L. Inch, superintendent of the 
Pacific Mutual’s emergency department, 
is now in addition assistant secretary. 
His father, Thomas B. Inch, retired, was 
for many years in the company’s head 
office, and the son spent all of his busi- 
ness career with the company. He served 
as clerk in the actuarial department, 
shipping clerk in the supply department, 
superintendent of the accident supply de- 
partment, and then superintendent of the 
emergency department. 

Frank D. Cummings joined the com- 
pany two years ago as general agent in 
Minneapolis, and was shortly afterward 
made Eastern supervisor. He had been 
in the insurance business prior to his 
Pacific Mutual association and has a 
wide acquaintanceship in insurance cir- 
cles. He will devote all his time to 
agency work and will help train new 
general agents. 





NEWEST EQUITABLE GROUP 





Society Writes Comprehensive Group 
Plan Covering Employes of 
Copperweld Steel Company 
The Copperweld Steel Co., Glassport, 
Pa., has entered into a _ contributory 
group insurance contract with the Equi- 
table Society which provides group life 
insurance and group accident and health 
insurance based on salary income for 230 
employes of the company. Under the 
group life contract, which amounts to 
$463,000, the insurance is graduated from 
$1,000 to $5,000, which in case of death 
will be paid to designated beneficiaries. 
In cases of, total and permanent dis- 
ability incurred previous to sixty the 
face value of the policy will be paid to 
employes in monthly installments of not 
less than $50. Under the accident and 
health contract—which supplements 
workmen’s compensation insurance by 
providing sickness and accident benefits 
in cases where disability is incurred 
while the employe is off the job—week- 
ly benefits run from $10 to $30 over a 
period of not to exceed thirteen weeks 

a year for any one disability. 





BENEFICIARY IN DOUBT 


A Richmond court has been asked to 
decide who is entitled to a policy for 
$10,000 on the life of Harry T. Moore, 
who committed suicide by inhaling gas 
last January. Moore, who was formerly 
with the local insurance agency of Gib- 
son, Moore & Sutton, had written to 
the home office agency of the Atlantic 
Life saying that he wished to change the 
beneficiary from his wife solely to his 
wife, sister, brother, step-son and two 
step-daughters, but his death came be- 
fore he received the form on which to 
make the change. The widow has brought 
a friendly suit to determine who is en- 
titled to the proceeds, whieh the com- 
pany has offered to pay to her. A num- 
ber of other policies were payable to 
her only. 


SUICIDE WAS HEAVILY INSURED 





St. Louis Broker Has Life and Accident 
Coverage of $462,640; Some 
Recently Taken 


James McCluney, investment broker of 
St. Louis, Mo., who shot and killed him- 
self in bed at his home on March 8, 
carried life and accident insurance total- 
ing $462,640. Some of his insurance had 
been taken out in recent months and it 
is reported a few of the companies plan 
to contest collection. If McCluney’s 
death is held an accident the total 
amount to be collected under all his pol- 
icies, including double indemnity provi- 
sions, would be $540,640. 

Friends of McCluney attributed his 
suicide to illness. He had spent the 
week prior to his death in the hospital. 
He is reported to have emerged from 
the market crashes of 1929 without loss 
as his firm dealt mostly in conservative 
securities, 





NEW ASSISTANT MANAGERS 

Murray F. Cohen of the Orange dis- 
trict of the Metropolitan Life and L. 
A. Greenberg of the Lincoln Park dis- 
trict, Newark, have been promoted to 
assistant managers in their respective 


‘and 


Ford Insurance 


(Continued from Page 1) 
3 years old respectively, living on an in- 
come of $1,882 spent 12% of their total 
annual outlay in insurance premiums. 


Amount of Premium Paid 


The following tabulation shows the 
proportion of families paying given 
amounts in insurance premiums: 

Families paying 
classified amount 
of Premium 
Amount of premium paid No. %o 
Under $25 & YeOSs s<cccscce 5 5.7 


$25 and under $50 a year.. 22 25.3 
$50 and under $75 a year.. 22 25.3 
$75 and under $100 a year.. 26 29.9 
$100 and under $125 a year... 9 10.3 
$125 and under $250 a year.. 3 3.5 

87 100. 


Other Insurance 
For accident insurance it was found 
that the four families carrying this pro- 
tection averaged an expenditure of $12.05 
for personal property insurance 
there were only eight families reported 
carrying such protection and their av- 

erage expenditure was $8.75. 





» Steubenville, O., and Wheeling, 
W. V., agencies are leading the Equit- 
able Life of the District of Columbia. 


—. 
— 





—— 


BRANCH MANAGERS 


TWO MEN IN THEIR EARLY THIRTIES 


Extensive home office and field expe- 
rience life, accident, health and group 
insurance desire contract with pro- 
gressive company. Write Box 1169 


THE EASTERN UNDERWRITER 
110 Fulton Street | New York, N. Y. 











JOINS MANHATTAN LIFE 

Nathan W. Ingber, who has been man- 
ager for the Fidelity Mutual in Phila- 
delphia the past several years, has been 
appointed general agent for the Man- 
hattan Life, with offices in the Frank- 
lin Trust Building in the Quaker City. 
Mr. Ingber, before joining the Fidelity, 
made a splendid record with the Jeffer- 
son Standard. 





“REACH FOR A RATE BOOK” 

“Reach for a Rate Book Instead of a 
Club” is the Phoenix Mutual’s slogan 
to counteract spring fever and the itch 
for golf clubs. 





districts. 











| 





PROGRESSIVE, 
PROFIT-BUILDING 
FIELD SERVICE 


Attractive Policy forms, liberal Agency contracts, 
prompt, efficient underwriting service and quick 
payment of claims are some of the major qualities 
that make the Missouri State Life a most desirable 
Company for an Agency connection. 


The Company offers a multiple line of Life, Accident 
& Health, Group and Salary Savings Insurance — a 
Complete kit for the ambitious Agent who seeks 
opportunity to build a profitable business. 


A BILLION AND A QUARTER 


of insurance in force. 


Missouri State Life 


Insurance Company 


Hillsman Taylor, President 


St. Louis 


THE PROGRESSIVE COMPANY 
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—L. Seton Lindsay’s Radio Talk 


Career of Life Insurance Broadcasted For High School 
Students and Others by Second Vice-President of the New 


York Life; Feature of Vocational Guidance Series 


The Columbia Broadcasting System estimates that between six and 
seven million listeners, principally High School students, heard L. Seton 
Lindsay, second vice-president of the New York Life, on March 20 at 2:30 
p. m., Eastern Standard Time, in a radio address on “Life Insurance as a 
Career.” It was the nineteenth of a series of vocational guidance talks given 
for the American School of the Air by leaders in various lines of business. 
Mr. Lindsay’s talk was presented in the form of an interview, the questioner 
being J. V. Fitzgerald, editor and newspaper man, who is in charge of the 


Vocational Guidance Series. 
The radio interview follows: 


Announcer: Today we present the 
nineteenth of the half hour broadcasts 
devoted to vocational guidance talks and 
current news events for the Junior and 
Senior High Schools. Men and women 
of prominence will tell you each Friday 
at this hour about the professions and 
occupations in which they have gained 
high positions. L. Seton Lindsay, sec- 
ond vice-president of the New York Life 
Insurance Co., one of the oldest and larg- 
est life insurance companies in America, 
and the one with which our former presi- 
dent of the United States, Calvin Coo- 
lidge, is associated as director, will tell 
you what opportunities are offered in his 
profession. 

Mr, Lindsay has devoted his whole 
business life, more than thirty years, to 
the business of life insurance. He be- 
gan as a clerk in the New York Life’s 
office in London, England, when Ameri- 
can life insurance companies were doing 
a large foreign business. Later, he came 
to this country and started as an agent 
in Chicago, climbing rapidly up the lad- 
der until the directors of the company 
elected him to the position of second 
vice-president some five years ago. Mr. 
Lindsay should be able to give young 


people who are considering the possibili-- 


ties of the life insurance business some 
pretty good advice, as he made his start, 
after a short clerical experience, as an 
agent, selling life insurance. 

The interview with Mr. Lindsay will 
be conducted by J. V. Fitzgerald, editor 
and writer. 

Qualifications 


Mr. Fitzgeralds Mr. Lindsay, let us 
start with this one: What qualifications 
should a young man or woman have to 
make a successful insurance agent? 

Mr. Lindsay: First, integrity—hon- 
esty. I am. sure all of you will agree 
with me on that. No permanent success 
can be achieved in any line without the 
fundamental requirement of integrity 
and character. 

Second: The ability and willingness to 
work hard without too much supervision. 
An insurance company provides instruc- 
tion for new agents, but their success 
will depend on their own initiative and 
tnergy. It is a simple thing to be in- 
dustrious when your work is always laid 
out for you. An office worker is con- 
stantly having things brought to him 
which MUST be done, so he finds it easy 
to keep busy. But it is much more diffi- 
tult to be your own manager and keep 
working when your job consists in going 
cut and getting interviews with people 
and persuading them to buy. 

Third: Courage. When you have 
Worked hard, landed a big policy and 
you are counting on your commissions 
'o pay your rent and grocery bills which 
are coming in and the company writes 
ou that your case is turned down, it 
takes real courage to smile, put on your 
hat and go right after another one. Cour- 
ge is an outstanding trait of character 


FMong successful life insurance men and 
omen, 


















L. SETON LINDSAY 


Fourth: A little capital, not necessar- 
ily a bank account, but credit or backing 
or help at home, which will enable the 
new agent to keep going for two or three 
months while he is getting his business 
started. 


Self Starters Succeed 


Mr. Fitzgerald: Do you find many 
people who are able to fill these require- 
ments, Mr. Lindsay? 

Mr. Lindsay: We have very little 
difficulty in finding men and women who 
have the necessary intelligence, education 
and pleasing personalities. But we do 
have trouble in locating those who can 
manage themselves. You see, our agents 
do not receive salaries. They work on 
a commission basis; are paid according 
to their results. So, generally speaking, 
they are their own bosses. We find it 
hard to secure young men and women 
who will push themselves the way they 
would expect to be pushed by somebody 
else, if they were working on a salary. 
It is the “self-starter” who succeeds in 
our business. 

Mr. Fitzgerald: Mr. Lindsay, please 
tell us this: Is previous experience in life 
insurance or some other particular busi- 
ness necessary? 

Mr. Lindsay: No. Asa matter of fact 
we prefer to employ persons who have 
had no previous life insurance training 
and teach them in our own way. Of 
course business experience is valuable, 
because it affords an opportunity to ac- 
quire a knowledge of human nature and 
of how to deal with all sorts of people. 
Many of you have already had just the 
sort of business experience that is help- 
ful—in managing your school papers, 
football and baseball teams, and other 
school organizations. Some of you have 
undoubtedly sold papers or magazines 
and done other work outside of school 
hours. All this will be very valuable 
to you later, if you enter the life in- 
surance business, 

Mr. Fitzgerald: Is it possible for 
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barometer indicates storms or fair weather ahead. 
To me, a reading of your blood pressure indicates 


easy or labored heart action.” 


AULTY blood pressure may be 

caused by focal infections anywhere 
in the body, by poisoning from the left-overs 
of previous infectious diseases, sometimes by 
overweight or overwork or continued high 
nervous tension in either working or living 
conditions. But it may be caused by something 
more obscure. Worry, fear, anger, hate are fre- 
quently responsible for high blood pressure. 
Your own blood pressure varies many points 
during the course of the day. In the normal 
person these variations are within reasonable 
limits. Often high blood pressure can be 
brought back to normal by finding and 
removing the cause. But sometimes it is not 
possible or even desirable to reduce it. Then 
comes a time when a change must be made in 
diet and physical activities if the overworked 
heart is to have a fair chance to carry on. 


There are thousands of men and women today 
who are active even though their blood 
pressure registers many points above normal. 
They have learned how to regulate their lives. 


If you haven't had a reading of your blood 
pressure within a year it is not safe to assume 
that it is the same as it was last year or two 
or three years ago. Faulty blood pressure is 
not like a rash or a cough that immediately 
makes itself known. 


Blood pressure can and sometimes does 
steadily mount, month after month, giving 
no indication by pain or trouble in breathing. 
But when it is abnormal, doctors of experi 
ence regard it as a grave warning calling for 
prompt action. 


Send for the Metropolitan’s booklet, “Give 
Your Heart a Chance,” which describes high 
blood pressure. Ask for Booklet 3-EU-31, 
which will be mailed free. 


METROPOLITAN LirE INSURANCE COMPANY 


FREDERICK H. ECKER, President, ONE MADISON AVENUE, NEW YORK, N. Y. 
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“This blood pressure instrument is somewhat like 
a barometer. To a sea-captain, the reading of the 
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young people, say in the early twenties, 
to succeed in selling life insurance ? 


Mr. Lindsay: We have had a good 
many very young agents starting in the 
early twenties who have done exception- 
ally well, in spite of the fact that they 
had no previous business experience. But 
they possessed unusual energy, ambition, 
courage, self-reliance and other positive 
traits of character. They were able to 
manage themselves. 

One of the most successful men in our 
business began when he was 19 years 
old in Baltimore. He was a good foot- 
ball player. He started insuring the 
boys on his team and nearly all of them 
took policies. Then he insured members 
of the teams he played against. Through 
them he secured the names of hundreds 
of other young men and in no time he 
was the busiest young agent in the state. 
Today he is at the head of a great insur- 
ance agency and probably making be- 
tween $50,000 and $100,000 a year. 


The president of my company has been 
in its service for fifty-one years. He 
started as an office boy in our Milwau- 
kee office when he was 15 years old. At 
21 he became an agent. He ‘wrote $250,- 
000 of life insurance the first year, work- 
ing in the little towns in the State of 
lowa—a quarter of a million in those 
days was as much as half a million to- 
day. 

I myself began selling insurance when 
I was just 21. 

The two men I have told you about 
succeeded, not merely because they had 
ability but because they were eager to 
succeed, eager to go out and see people. 
They were persistent, energetic and am- 
bitious. 

Mr. Fitzgerald: That is very interest- 
ing, Mr. Lindsay. It gives us a good 
idea not only of how young people suc- 
ceed in your business, but also of the 
rewards life insurance pays for hard 
work, 

Mr. Lindsay: Hard work. That is ex- 
actly the point. One more thing about 
young agents. Our business gives the 
ambitious youngster an opportunity to go 
to the front quickly. He will be judged 
not by his age but by the results of his 
work and, if he can accomplish what 
older men are doing he earns just as 
much as they do. He can earn even 
more than older men; it is a matter of 
his own ability, energy and selfmanage- 
ment. 


Don’t Have to Be a “Born Salesman” 


Mr. Fitzgerald: We have all heard a 
great deal about sales theories. Is it 
necessary to be a born salesman to suc- 
ceed in the insurance business? 

Mr. Lindsay: Not at all. That is an 
exploded theory. I believe the average 
person of intelligence, character, ambi- 
tion, who will work without needing any 
one to watch him can succeed in our 
business. The late George W. Perkins, 
who himself started as an agent of our 
company, became its vice-president, and, 
finally, a partner in the firm of J. Pier- 
pont Morgan & Co., once said that any 
one could succeed in our business if he 
wanted to badly enough. 

Mr. Fitzgerald: But, Mr. 
that sounds almost too easy. 

Mr. Lindsay: But it is not easy by 
any means. It isn’t easy to succeed in 
any business. Mr. Perkins said any one 
could succeed in life insurance if he 
wanted to badly enough, meaning if he 
was willing to pay the price, which in 
any business is plain, everlasting hard 
work intelligently directed. Every day 
we see persons of unusual ability fail 
because they won’t work hard. Others 
of average ability do work hard and in- 
telligently, and consequently make real 
successes. 

Calvin Coolidge has said, “Nothing in 
the world can take the place of persist- 
ence. Talent will not; nothing is more 
common than unsuccessful men with tal- 
ent. Genius will not; unrewarded genius 
is almost a proverb. Education will not; 
the world is full of educated derelicts. 


Lindsay, 


‘first one dies, his 





Persistence and determination alone are 
omnipotent.” 

Mr. Fitzgerald: Mr. Lindsay, you 
have told us what it takes to make a 
successful agent. Could you give us any 
idea as to what there is about your busi- 
ness that makes it interesting as a life 
work, aside from the opportunity it af- 
fords for meeting so many people and 
for dealing with human nature? 


Interesting Work 


Mr. Lindsay: Yes, indeed; and I am 
glad you thought of that. Life insurance 
is a great social service. It helps men 
and women in so many ways. First, it 
is the easiest way of saving money regu- 
larly over a long period of time, so as 
to provide for comfort in the later years 
of life; this is important because most 
of us find it hard to save. Thousands 
of young men and women and even 
boys and girls 10 years of age and over 
own policies as a means of acquiring the 
habit of thrift. This helps them to suc- 
ceed financially. 


- As we go along in life, we accumulate 
responsibilities to other people. For ex- 
ample, a young man marries, becomes a 
father. He means to support his wife for 
life and to support and educate his chil- 
dren until they are grown. If he lives 
he will fulfill these obligations. But he 
knows he may not live; and he is trou- 
bled when he realizes that the little 
property he has accumulated would not 
provide for his wife and children very 
long. So he buys life insurance and im- 
mediately creates an estate of $5,000, 
$10,000 or $50,000, which is paid to his 
family if he dies. If he lives, he has 
saved money for his own old age. 


You can see how interesting this is, 
what an intense satisfaction an agent 
has when he persuades a man to protect 
his family in this way. 

You young people will be interested 
in what we call Educational insurance. 
Here is the idea. A boy or a girl wants 
to go to college. Father is willing. He 
will pay all, or a part of the four years’ 
expenses, if he lives. But he wants his 
son (or daughter) to have a college edu- 
cation, EVEN IF HE DOES NOT 
LIVE. So he buys an Educational pcl- 
icy. As long as he lives he is saving 
money for himself. If he dies, there is 
money for his son’s or daughter’s college 
expenses. His policy does for his chil- 
dren what he would have done if he had 
lived. 

One more thing. Two partners in 
business insure their lives. When the 
partner will have 
money immediately, so that he can pay 
the widow her share of the business in 
cash and thus own the business entirely 
himself. There are ever so many ways 
in which the agent can help people to 
make sure their plans of life will be 
carried out. You can see how interesting 
it is to talk with people about their prob- 
lems and help them to find a satisfactory 
solution. The agent not only earns a 
living; he also accomplishes great good 
in his community. 

Two Interesting Cases 

Mr. Fitzgerald: That is interesting. 
We see that the insurance agent is called 
on to give sound advice, as is the case 
with doctors and lawyers. That makes 
life insurance sound like a_ profession. 
Mr. Lindsay, what are the opportunities 
in your business for persons of ability 
who have serious personal handicaps? 

Mr. Lindsay: Let me give you two in- 
teresting cases. A young foreigner mak- 
ing shoes in a shoe factory near Boston, 
seeing the need of insurance among the 
foreign born of his community, went into 
the business and moved rapidly to the 
front, imbued by an almost religious fer- 
vor to protect women and children. To- 
day he is an outstanding citizen, looked 
up to and respected by the biggest men 
in his community. 

A prominent business man, earning 
$30,000 a year, suddenly lost his eyesight 
and was absolutely unable to continue his 
business. He took up life insurance and 
became one of the leading agents in his 
community and, in addition, out of sym- 








Offer Life Incomes 
To Men Between 40 and 55 


These men know what the future has in 
store for them. They have given up the idea 


of making a large fortune. 


period is limited. 


Their earning 


Their children are approaching the self- 


supporting period. 


“Their ability to pay 
premiums is at its best. 


They are good prospects for Connecticut 
General insurance income contracts maturing 
at ages 55, 60, 65, 70 and 75. These make an 
investment with a strong appeal today. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





pathy for fellow-sufferers, and largely at 
his own expense, he had books of in- 
struction printed for the blind agents. 
There was a case of real courage. 

Mr. Fitzgerald: Is there anything else 
of general interest you would like to add, 
Mr. Lindsay? 

Mr. Lindsay: Perhaps you would be 
interested to know that only 614% of the 
population of the entire world is in. the 
United States, yet 74% of the 156 billions 
of dollars of life insurance of the entire 
world is in American and Canadian com- 
panies. This huge amount of insurance 
has been likened by Darwin P. Kingsley, 
chairman of our board of directors, to a 
great reservoir. Just as a city draws its 
water supply from its reservoir when 
needed, so do policyholders and their 
families receive cash funds from the life 
insurance reservoir’ when. money is 
needed most—in the greatest emergen- 
cies of life—in old age, or when a family 
has lost its husband and father, or when 
the person insured becomes totally and 
permanently disabled and cannot work 
any more. 

No wonder such men as Calvin Coo- 
lidge and other leaders in this country 
are glad to associate themselves with 
great life insurance companies as direc- 
tors. They appreciate that life insurance 
companies are rendering a great service 
to humanity. 


Mr. Fitzgerald: Thank you, Mr. 


Lindsay. 
Mr. Lindsay: May I add just another 
word? You young people are the men 


and women of tomorrow. Thousands of 
you will eventually occupy high positions 
in the business. world. Many of you will 
enter the life insurance business, and I 
am sure that at this moment I am talk- 
ing to many of the future leaders of our 
business. Some of you will be extreme- 
ly successful as agents, managers and as 
head office officials. Some of you will 
undoubtedly become the presidents of 
life insurance companies. Which will 
be the successful ones? Without any 


question, it will be those of you who 
possess, in large measure, the qualities 
I spoke of in the beginning—integrity, 
the ability to manage yourselves, and 
courage. 





HONORING COKE S. WRIGHT 


Acacia Mutual Has Set Aside April 
to Pay Tribute to Birm- 
ingham Manager 
The Acacia Mutual is paying tribute 
to one of the company’s most successful 
managers, Coke S. Wright, during April, 
and has urged each Acacia agent to 
write $20,000 in his honor. Here is an 
extract from the announcement sent out 
last week by J. P. Yort, secretary of 
the Acacia Mutual, regarding the cam- 

paign: 

“April is Coke S. Wright Month. 
Twenty years ago he started with Acacia 
with no office in Birmingham, no busi- 
ness, no agents. He is the man who has 
built the branch to more than $15,000- 
000 of business in force and at the same 
time built for himself a position in the 
community. Today everybody might envy 
him if there were such a thing in rela- 
tion to Coke. No, everybody congratu- 
lates him, and is happy with him in his 
success. 

“It is not necessary to say any more. 
You know yourself how to do it. Each 
agent must in April write $1,000 to 
match each of Coke’s twenty years. You 
have done more before when we asked 
you to, therefore, we have no doubt 
about your success. You know how to 
get $20,000 per man, and we leave it to 
you. 





RIEHLE AT CHICAGO DINNER 
The Chicago Association of Life Un- 
derwriters will combine its dinner mect- 
ing on April 15 with the graduation ex- 
ercises of the members enrolled in the 
Life Trust Institute. T. M. Riehle of 


the Equitable Society in New York wil 
be the speaker. 
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Career of Sir George May, Baronet 


Sir George May, who was recently 
made a baronet and who is retiring as 
secretary and chief financial officer of 
the Prudential Assurance of London, 
will shortly have his hands full as chair- 
man of the new Government commit- 
tee formed to deal with economy. His 
career in insurance and finance has been 
especially brilliant, as will be seen by 
some extracts about his personality and 
work which was printed in “Post Maga- 
zine” of London in a March issue: 

A Brilliant Career 

Sir George May, whose impending re- 
tirement from the secretaryship of the 
Prudential Assurance Company was 
briefly announced in the “Post Maga- 
zine,” entered the service of the Pru- 
déntial in the year 1888, and served suc- 
cessively in the cashier’s department, 
actuary’s office, and investments depart- 
ment. It was in the last-named that he 


really started to make his name in the 


company, with Sir Joseph Burn, who at 
that time was the principal clerk in the 
department. It was not long before both 
these gentlemen rose to higher positions, 
Sir Joseph being appointed actuary in 
1912, and Sir George assistant secretary 
in 1913. On Mr. Stable being appointed 
to a seat on the board in 1915, Sir George 
became secretary of the company, but he 
did not remain very long at Holborn 
Bars as the Treasury commandeered 
him in December of that year to become 
manager to the American Dollar Securi- 
ties Committee. Any doubt there may 
have been as to Sir George’s capacity 
for big things were set at rest by his 
astounding success in this monumental 
job, which was recognized as one of the 
outstanding successes of the war pe- 
riod, and the carrying out of which was 
practically free from criticism. His re- 
markable personality and charm of man- 
ner won him the admiration and friend- 
ship of all the members of the Stock Ex- 
change with whom he came into con- 
tact—a wonderful achievement when it is 
remembered that he was a newcomer and 
that the position he occupied might nat- 
urally have been expected to have been 
given to a Stock Exchange member. 


Deputy Quartermaster General 
In the summer of 1917 Sir George was 
asked to take charge of the Navy and 
Army Canteens Board, with the rank of 
Deputy Quartermaster General, and al- 


though this work was not so well known 
to the general public, it took some years 
to complete, and it was not until some 
time after the cessation of the war that 
Sir George was able to resume his or- 
dinary duties. In the meantime he had 
been made a Knight of the British Em- 
pire. 

In later years he has gradually built 
up a reputation as one of the greatest 
financial geniuses in the City of London, 
and his services have been repeatedly 
called upon by high authorities in con- 
nection with special work outside insur- 
ance; for example, the chairmanship of 
the committee appointed to reorganize 
the Armstrong Whitworth Company, 
and a directorship of the Government- 
formed Agricultural Mortgage Corpora- 
tion. Other posts have been offered to 
him, but could not be accepted owing 
to his official duties. 

When Sir George entered the Pruden- 
tial the assets amounted to 4£6,811,954, 
and the interest yield on the funds was 
£3 12s. 1d. per cent net. On his becom- 
ing secretary the figures were £91,202,- 
344 and £4 1s. 3d. per cent respectively. 
On his retirement they had advanced to 
£240,950,366 and £5 5s. 8d. per cent. 

It is safe to say that success has not 
spoiled Sir George; indeed, he is more 
popular with his staff now than at any 
time of his career. The reason is not 
difficult to understand. He has always 
adopted the course of shouldering the 
responsibility for all the work of his 
own section of the office, and has never 
attempted to find a scapegoat if anything 
went wrong. All those under him, while 
recognizing that he could be a hard task- 
master on occasion, could always rely on 
a straight deal, and knew that they could 
—if in the right—rely on his protection. 
Further, it was characteristic of the man 
and his methods that he dealt in the 
most generous way with his subordinates, 
giving them free rein in their respective 
tasks, and training those immediately in 
succession to carry on his work. 





RAISE CLERGYMEN’S PENSIONS 

Minimum pensions for retired clergy- 
men of the Episcopal Church have been 
increased from $600 to $1,000 per year, 
according to an announcement of the 
Church Pension Fund. This increase is 
to be effective immediately and will ben- 
efit approximately 1,200 clergymen, wid- 
ows and dependents of clergymen now 
on the Fund’s pension list. It will raise 
the Fund’s payments this year to an ag- 
gregate of $1,000,000. 


H. G. SWANSON DINNER 





New Chicago General Agent for New 
England Mutual Life Guest of 
Alexander Patterson 
H. G. Swanson, new general agent for 
the New England Mutual in Chicago, 
was the guest of honor last week at a 
dinner at the Union League Club there 
given by Alexander Patterson, general 
agent of the Penn Mutual Life. Mr. 
Swanson was supervisor of the Patter- 
son agency before his appointment for 

the New England Mutual. 

Among those present were Wallis Boil- 
eau, Jr., assistant to the vice-president 
of the Penn Mutual; Harry T. Wright, 
associate manager of the Equitable and 
president of the Chicago Association of 
Life Underwriters; Seaborn T. Whatley, 
general agent of the Aetna Life and 
former president of the National Asso- 
ciation of. Life Underwriters; F. C. 
Whatley, the new general agent in Cin- 
cinnati for the Aetna Life. Also Edgar 
C. Fowler, general agent of the New 
England Mutual; E. B. Thurman, gen- 
eral agent of the New England Mutual; 
Samuel T. Chase, general agent of the 
Connecticut Mutual; John H. Dingle of 
Bokum & Dingle, general agents of the 
Massachusetts Mutual; Joseph T. Van 
Meter, associate general agent, and Wil- 
liam J. Nenner, cashier of the Patterson 
Agency. 





WOULD CUT SALARY 





Wisconsin Legislature to Receive Bill 

Seeking to Change Remuneration of 

' Life Company President 

A cut in the salary of W. D. Van 
Dyke, president of the Northwestern 
Mutual Life, is proposed in a bill ready 
to be introduced in the Wisconsin legis- 
lature. Similar bills have been presented 
at former sessions without success. Wis- 
consin has power to regulate salaries of 
officers of mutual insurance companies. 
The proposition in the proposed bill is 
to cut Mr. Van Dyke’s salary in half. 

Mr. Van Dyke’s salary is not out of 
proportion to the responsibility of his 
position, being less than the salary of a 
number of insurance presidents. ; 





AETNA LIFE GROUP CASE 

A group life contract in excess of $1,- 
000,000 has been taken out by Copeland 
Products, Inc., of Mount Clemens, Mich., 
manufacturers of electric refrigeration 
equipment, according to the announce- 
ment of H. K. Schoch, Detroit general 
agent of the Aetna Life. The policy in- 
cludes employes of the company’s sub- 
sidiaries in Detroit, Chicago and New 
York. 
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NEW YORK APRIL MEETING 


The April 14 meeting of the Life Un- 
derwriters’ Association of New York 
City at the Hotel Astor will feature the 
addresses of Edward M. McMahon, vice- 
president of the- Chase National Bank, 
and Vincent B. Coffin, educational di- 
rector of the Penn Mutual. Mr. Mc- 
Mahon will talk on “Co-operation on a 
Business Basis,” and Mr. Coffin’s sub- 
ject will be “1931 Salesmanship.” Music 
will be furnished by the association’s 
Triple Male Quartet. 
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20,000 LEADS 


from the last issue of our Policyholders Magazine were 
received in less than three weeks, and were promptly 
passed on to our representatives . 

of Connecticut Mutual cooperation. 


THE CONNECTICUT M 
LIFE INSURANCE CO 
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85 Years of Public Service 
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of dollars as well. 


Expensive? Not at all! 


communicate with 





Tom ’Phones Paul 


Hello, Paul—How’s business? I just want to 
tell you about the United Life and Accident Insur- 
ance Company’s NEW INCOME INDEMNITY . 


It’s a new contract which protects the vast 
amount of money which a man can reasonably 
expect to earn by the time he reaches age sixty-five. 
If a man lives to age sixty-five he earns many thousands of dollars; 
if he dies before, his family not only loses him, but the thousands 


This policy prevents this tremendous financial loss. 
insured dies or is permanently disabled, my Company pays a livable 
monthly income to the insured’s family until the time that he would 
have been sixty-five. Can you think of a contract which will do more? 

No, that’s not all. There is a death benefit of $600.00 payable 
at the time of the insured’s decease and this may be increased to 
$10,600 or $20,600 in case of certain specified accidental deaths. 
Only $210.00 a year is necessary to 
guarantee a man’s wife $100 a month from the time of the insured’s 
death until the time that he would have been sixty-five. 

You say you’ve been looking for a good seller. 


EUGENE E. REED, Vice President 
UNITED LIFE AND ACCIDENT INSURANCE 
COMPANY 
HOME OFFICE: UNITED LIFE BUILDING 
CONCORD, NEW HAMPSHIRE 


When the 


Why don’t you 
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Practical Suggestions fo Help the Man With the Rate 
Book Increase His Income and General Effickency 


Probably you have 


Selling approached a pros- 
On The pect whose age 
Age Change change is just around 


the corner and in 
spite of your demonstration of the in- 
creased cost of delay you have been un- 
able to move him because he claimed to 
have certain commitments on which he 
would lose money if he liquidated them 
to buy life insurance, says Y. C. Calvert 
of the Fidelity Mutual, writing in “Fi- 
delity Field Man.” Mr. Calvert has had 
to face this situation many times recent- 
ly because of the depreciation in cotton 
values in his territory in South Caro- 
lina, Here is how he meets the situa- 
tion: 

Suppose, for instance, Mr. Calvert 
finds a thirty-five year old farmer whose 
age is about to change and who has been 
favorably impressed with the Family In- 
come Policy, but states that his money 
is tied up in cotton, which has cost him 
eleven cents a pound to produce, and for 
which he can now get only nine cents. 

At age thirty-five, under the twenty- 
year plan, the premium on $10,000 Family 
Income Policy is $283.80. At age thirty- 
‘six, it is $294.50, a difference of $10.70, 
which applied over the life expectancy at 
age thirty-six of 31.07 years, gives a total 
probable increase in cost of $332.45 if 
decision is deferred until after the 
change of age. Mr. Calvert then shows 
that a two cents per pound loss on thir- 
ty-three bales of cotton would be $330.00, 
so even if he takes this loss in order to 
secure funds for the first premium he 
would be better off than to defer action 
until after his age change. 

Of course, an even more convincing 
story can be shown at the older ages. 
And for the smaller amounts of insur- 
ance the “loss” necessary need not be 
so great. This idea can be applied in 
a great many ways when the under- 
writer has uncovered the nature of the 
financial entanglement which is blocking 
the sale. 

* * * 


Most people know 


Furnish they should buy life 
An insurance but have 
Incentive not been provided 


with the incentive to 
do so, says T. Arthur Mullen in State 
Mutual Life “Field Service.” That is 
the job of the salesman. Truth and facts 
alone are not sufficient to create‘ action 
for one must have an incentive to act. 
Teaching what life insurance is will not 
sell insurance. A painter, sculptor, com- 
poser, or author must first have the in- 
centive to start a great work but he 
would fail even then if he did not have 
imagination to express himself. 

Generalities are hazy. Mr. Mullen il- 
lustrates: 

The prospect is the usual type, with 
the customary resistance and reasons .for 
not wanting to buy (mostly selfish). 

Question. “Can you imagine how you 
would feel if you were to lose your po- 
sition tomorrow and realized that you 


could never again earn over one-third of . 





your present income? Would your fears 
be for yourself or for your family? 

“Your family will face those same fears 
and suffer the same consequences the 
day you lose your job forever.” 

The first question takes him from his 
present position of security and places 
him in one of apprehension for the ful- 
fillment of future needs. You make him 
feel the situation rather than just hear it. 
The possibility of a reduced income or 
no income is exactly the situation his 
family will have to face when he dies. 
Make him see the picture by exposing 
him to a like situation by cutting off his 
earning power. 


* * 

Goulden, Wood- 
Insured ward, Cook & Gud- 
Thrift eon, general agents 
Plan for the Connecticut 


General Life in New 
York, are using effectively the following 
form letter on the insured thrift plan: 
Dear Sir: 

Every investing plan, every savings 
plan in the world says to you: 

ii you will give us your dollar, we 
will give you 4c or 6c and in some cases 
8c or 10c a year for it.” 

Our “Insured Thrift Plan” guarantees: 

“If you will give us 4c, 6c, 8c or 10c 
a year, to give you this great big dol- 
lar in cash if you live, or as a monthly 
income for life, or cash to your family 
if you die, even if you have paid these 
few cents just once.” 

This contract is guaranteed never to 
shrink in value, and is the best source 
of emergency cash in case of unemploy- 
ment. 

No other plan in the world will take 
your cents and pay you dollars, or take 
your interest and pay you the principal. 

At that price, how many dollars do 
you want to buy? 

May we submit plan? Your date of 
birth on the margin is all that we need. 
No obligation. 


* * 

Many agents will 
A do well to check up 
Wise on themselves’ by 


Code studying the rules of 
“What Every Life 
Insurance Salesman Should Know,” sug- 
gested by Bankers Life “Onward.” Here 
they are: 

A. 


1. The important facts about my com- 
pany and its history. 

2. The important facts about the ex- 
perience and life history of the principal 
officers of my company. 

3. The plans of my company to help 
its salesmen in their work, 


1. How to use the company rate book. 

2. How to use the policy illustrations 
in such a way as to make an intelligent 
presentation. 

3. The principal policy forms so that 
I could make an intelligent outline and 
explanation of each. 

4. The basic needs for life insurance. 

5. The special needs for life insurance. 

6. How to present the flexibility of 


1851 


Pittsfield 


Eightieth Anniversary Year 

BERKSHIRE LIFE INSURANCE COMPANY is 

proud of its record for past year. 

The marked gain of insurance in force has resulted principally 

from the success and efforts of its loyal field force. 

New policy contracts—keeping pace with public demand. 
“Ask Any Berkshire Agent.” 

BERKSHIRE LIFE INSURANCE COMPANY 
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the modern life insurance contracts. 

7. The important company rules with 
reference to how I should handle my 
business. 

8. The way my business is handled in 
the home office. 

The important points with refer- 
ence to the company’s underwriting prac- 
tice. 

10. The company’s rules with refer- 
ence to honor clubs and awards. 





NORTH AMERICAN PROMOTIONS 


A. F. Hall, former associate actuary of 
the North American Life of Toronto, 
has been appointed actuary of the com- 
pany. W. J. Burgar has been made as- 
sistant secretary and Dr. J. D. Falconer 
assistant medical director. 


PROSPECT WALKS IN 

A prospect walked into the Boston 
office of the Phoenix Mutual recently 
and laid a company advertisement torn 
from a magazine on the desk of Wallace 
Watson, the manager there. “How much 
will a $10,000 policy cost?” he asked. 
An appointment for an examination was 
made, and the whole sale was completed 
in the office. 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Kansas City 
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Indemnity Benefits. 


to apply to 


34 Nassau Street 


President 
DAVID F. HOUSTON 





The Formula ae Success 


IFE INSURANCE can be explained in plain, everyday 
» language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. 
all Standard forms of life insurance. 


It has many practices to broaden and 
expedite service for Field Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


The Mutual Life Insurance Company 
of New York 


It writes Annuities and 
Disability and Double 


New York, N. Y. 


GEORGE K. SARGENT 
2nd Vice-President 


Manager of Agencies 
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Plans For Prudential 
Business Conference 


MEETING WEEK OF APRIL 13 
President Edward D. Duffield to Open 
Sessions; Features of Four 
Day Program 


, 





The annual business conference of the 
Prudential’s field representatives will be 
held at the home office in Newark for 
four days beginning Monday, April 13. 
There will be in attendance about 800 
superintendents, assistant superinten- 
dents and agents in the Industrial de- 
partment and 240 managers, assistant 
managers and agents of the Ordinary 
department, coming from thirty-eight 
states, Canada, and Hawaii. 

The conference will be opened with an 
address by President Edward D. Duffield. 
The sessions will continue for four days. 
Following Monday’s luncheon there will 
be a reception, during which the com- 
pany executives will receive delegates in 
their respective offices. 

A series of meetings is scheduled for 
Tuesday, April 14. In the morning the 
Industrial superintendents will have their 
own session in the home office assembly 
hall, while the Ordinary assistant man- 
agers, special agents and brokers are 
meeting in the women’s recreation room. 
Company officers will address both as- 
semblages. 

On Tuesday afternoon the Ordinary 
group will reconvene immediately after 
luncheon. The superintendents will at- 
tend meetings of their respective terri- 
torial groups at the Hotel Commodore, 
New York. 

The third day of the conference will 
begin with a session for Ordinary man- 
agers in the recreation room of the home 
office, while division managers are con- 
ducting meetings of their superinten- 
dents at the Commodore, and = on 
Wednesday afternoon there will be other 
sessions for Industrial assistant super- 
intendents and agents, respectively. 

The final general conference session is 
scheduled for Thursday, April 16. in the 
Gibraltar Building gymnasium, Newark. 
There will be a banquet in the grand 
ballroom of the Commodore at 7 p. m., 
after, which the field representatives will 
return to their: homes. 

Included among the delegates will be 
leaders in production during 1930. 





DOUBLE INDEMNITY RIDER 


The Central States Life of St. Louis 
has made a slight change in its double 
indemnity rider for its life insurance pol- 
icies to define more specifically than 
heretofore two of the causes of death 
not covered by the double indemnity 
provision. The rider now reads: “. ; 
provided that this double indemnity ben- 
efit shall not be payable if the death of 
the insured shall result—from poison— 
from inhaling monoxide or other gas, 
from operating, riding or being in, on or 
about any species of aircraft, from par- 
ticipating in submarine operation or ac- 
tivities.” The benefits under the poli- 
cies are not substantially changed by 
the amendment in the wording of the 
rider. 





TORONTO LADIES’ DAY 


The Life Underwriters’ Association of 
Toronto will have a ladies’ day luncheon 
meeting on April 21 when the wives 

f the members will be invited to at- 
tend. At the last monthly meeting Jay 
lL. Lee was the speaker. Four repre- 
sentatives of companies just entering the 
Toronto territory were introduced. They 
were F. C. Capon, assistant manager for 
Canada, and Melville E. Hartley, Toron- 
to manager, both of the’ Prudential of 
I'ngland: and T. D. Miller, assistant su- 
Nerintendent of ordinary agencies, and 
k. J. Williams. Toronto manager of the 
Prudential of America. ge: 


TRAVELERS DALLAS CHANGE 

Charles A. Fair has been promoted 
from field assistant to assistant manager, 
life, accident and group departments, in 
the Dallas branch office of the Travelers. 
Mr. Fair will be associated with H. B. 
Gengnagel, manager in the Dallas office. 

Mr. Fair is a native of Arkansas and 
before becoming connected with the 
Travelers was a teacher in Sulphur, 
Okla. He joined the Travelers in 1926 
as a group assistant in the company’s 
office in Oklahoma City and later in the 


same year was transferred to the Dal- 
las branch office. 


USING AD REPRINTS 

Leon Andrews, manager of the New 
York downtown agency of the Phoenix 
Mutual, sends out reprints of the com- 
pany’s national advertisements when he 
sends checks to pay his household bills. 
Recently one of the reprints was sent 
to the treasurer of the coal company 
which supplies the Andrews home. The 
treasurer filled out the coupon and sent 
it back to the agency. A $10,000 appli- 
cation was the final result. 





POLICYHOLDERS’ MONTH 


April is policyholders’ month in the 
Continental Life of St. Louis. 


LANGFIER WITH BEARDSLEE 

Lester E. Beardslee Agency, 123 Wil- 
liam street, New York City, general 
agents for the Brooklyn National Life, 
has appointed B. C. Langfier conserva- 
tion and service manager. Mr. Lang- 
fier has completed a quarter of a cen- 
tury in the life insurance business and 
has, for the past few years, been en- 
gaged by Johnston & Collins Co. in con- 
servation work. 





ASSOCIATE COUNSEL 
Adolphus Blair Scott, well known at- 
torney of Richmond and a son of the 
late Judge R. Carter Scott of that city, 
has been elected associate counsel of the 
Atlantic Life. 
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LIFE INSUR 


S your house insured so that if it 
burns down you would not lose it all, including the money loaned you cn 
mortgage? Have you Life Insurance to cover the mortgage on the house 
in case you should die, so that your wife and children would not have to 
pay it? Have you Life Insurance to secure them an income, or to help put 
your children through college if you should not be here to do it? 


CT TD 


OF BosSTON. MASSACHUSETTS 


ou ean really enjoy life 


if you are properly insured 


Have you provided against want in your old age should you then be “out 
of business” or possibly have lost your property? Is your business insured 
amply for Fire and Life Insurance so that your family will be protected? 
Are your employees, or any for whom you may be liable, properly insured 
for compensation? Are you insured against accident, disability, and ill- 
ness? Is your automobile insured against fire, theft, collision, and personal 


Consult any John Hancock agent for all kinds of life insur- 
ance and annuities; also the modern forms of Group. 
Life, Health, Accident and Total Disability. 


ANCE COMPANY 


Sixty-eight years in business. Outstanding Insurance over Three and One-half \\t Cx 
Billion. More than 4,500,000 policy holders. If your policy bears the 
name John Hancock, it is as secure as any bond. 








Have you Life Insurance to cover inheritance taxes? If you haven’t an 
estate on which to pay an inheritance tax, have you a Life Insurance Estate 
which you can leave whole and free from such taxes? If you are insured 
against such contingencies your mind is free trom worry because you have 
made yourself and your family secure for the present and for the future. 
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This border is adapted from the design of the frame used by John Singleton Copley for his famous portrait of John Hancock 
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Death of Francis Marsh; 
Long With John Hancock 
ONE OF COMPANY’S PIONEERS 
Deceased Spent Forty-four Years as 


General Agent for Company; 
Retired in 1921 





A tribute to the late Francis Marsh, 
for many years a general agent of the 
John Hancock, is paid in the current 
John Hancock Signature. With the pass- 
ing of Mr. Marsh the Boston company 
loses one of the pioneers who saw the 
institution grow from infancy to its pres- 
ent position. 

Born in Dedham, Mass., on April 25, 
1842, Mr. Marsh had always lived in his 
ancestral home. He attended Harvard 
and was graduated in the class of 1863. 
Soon after leaving college, he became 
associated with a Boston insurance 
agency. 

In 1877 he was made a general agent 
of the John Hancock for eastern Massa- 
chusetts and continued in that position 
for forty-four years, retiring because of 
illness in 1921. Although a semi-invalid 
up to the time of his death, those who 
knew him will be interested to know that 
he was able to get much pleasure out of 
life, maintaining until the end an unusu- 
ally good memory and keen sense of 
humor. He died suddenly on February 
7, in his eighty-ninth year. 

Mr. Marsh always took a prominent 
part in life insurance activities. He was 
a charter member of the National As- 
sociation of Life Underwriters, and for 
more than thirty years was treasurer of 
the Boston Association. Mr. Marsh was 
a gentleman of the old school. His most 
distinguishing attribute, without question, 
was a rigid sense of personal honor and 
fidelity, a trait which colored and affect- 
ed all his business relations. Mr. Fran- 
cis Marsh is survived by one son, Ed- 
ward Marsh, a general agent of the Paul 
F. Clark Agency at Boston, and one 
grandson, Francis Marsh, 2nd. 


Michigan Bill Would 
Control Reinsurance 


IMPORTANT CHANGES IN CODE 





Cowan Measure Believed to Have Sup- 
port of Insurance Department 
Of State 





A bill has been introduced in the Mich- 
igan legislature by Senator Alex Cowan, 
Port Huron, chairman of the senate in- 
surance committee, which aims to make 
many changes in the code affecting in- 
surance companies... The. bill is under- 
stood to have. departmental backing. 
Under it the Michigan department would 
be given greater powers to control re- 
insurance contracts of companies li- 
censed or domiciled in Michigan, life 
and casualty companies of other states 
wuld be forced to meet deposit require- 
ments laid down under the insurance 
code for companies organized:in Michi- 
gan, and numerous other changes would 
be made. 

Commissioner Charles D. Livingston 
has in at least one instance in the past 
disapproved a proposal to consolidate a 
Michigan carrier with a company domi- 
ciled elsewhere but he evidently wishes 
his powers strengthened and clarified in 
the law. One change in the present pro- 
visions would insert “reasonable and 
just” as requisites of any reinsurance or 
consolidation proposal. Another new 
provision would require submission of 
the contract to the commissioner dur- 
ing the negotiation stage for his “prelimi- 
nary, tentative, or conditional approval.” 
Hold Companies to Michigan Standards 

To assure that outside life and casualty 
carriers shall safeguard policyholders’ in- 
terests as fully as Michigan companies 
are required to do, from the standpoint 
of deposits of securities, the code would 
be changed to require all non-Michigan 
companies of this class to meet the 
Michigan standards as a pre-requisite to 
licensing here or continuance of exist- 
ing licenses. The Michigan code sets up 





MARYLAND!! 
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General Agency Positions Open at 
CUMBERLAND 


Excellent territory—Special Direct Contract 
Whole-hearted Home Office Co-operation 


GEORGE WASHINGTON LIFE INSURANCE Co. 
Charleston, W. Va. 


ROCKVILLE 
WESTMINSTER 











considerably higher deposit requirements 
than some other states. 

The law relating to group contracts 
would be altered to provide that employ- 
ers give notice to employes five days be- 
fore any group contract under which 
they were insured were terminated. 





NEW ACTUARY IN BOSTON 





Columbian National Appoints Norman M. 
Hughes Who Also Joins Board; 
With Company Since 1927 

The Columbian National Life of Bos- 
ton, announces that Norman M. Hughes 
has been appointed actuary of the com- 
pany and elected to the board of di- 
rectors. Mr. Hughes joined the Colum- 
bian National in 1927 as assistant actu- 
ary. He has had an insurance experience 
of almost fifteen years, having been as- 
sociated with the Excelsior Life of To- 
ronto and the Lincoln National of Fort 
Wayne. He is a native of Toronto and 
was educated in that city. He is a fel- 
low of the Actuarial Society of America 
and an associate of the American Insti- 
tute of Actuaries. 





AGENCY DINES W. H. MASTERSON 

The entire agency force of the William 
H. Masterson agency of the Equitable 
Society in Newark gave a testimonial 
dinner to Mr. Masterson on Tuesday 
evening, March 31, at Toni’s Restaurant, 
Newark, as a spur to a $1,000,000 produc- 
tion drive the agency is staging this 
month as a tribute to the popular man- 
ager. William Collins acted as_toast- 
master. 


AETNA MAN AIR CRASH VICTIM 


An insurance man, Waldo B. Miller, 
a superintendent of the Aetna Life, was 
among the eight occupants who were 
killed in the crash of a transcontinental 
plane in Kansas City Tuesday morning, 
the same crash which took the life of 
the famous Notre Dame football coach, 
Knute Rockne. 

Mr. Miller, who was superintendent of 
sales promotion in the group life and 
disability department of the Aetna, was 
bound on a business trip to the com- 
pany’s offices in Los Angeles. 





McNEARY WINS CANADIAN TRIP 


A trip to Canada has been won by 
William F. McNeary, assistant advertis- 
ing manager of the Equitable Society. 
Mr. McNeary was selected from among 
100 advertising executives and art direc- 
tors who recently took the New York 
University course in the mechanics of 
printing. He will leave May 1 and will 
visit Canadian paper mills. 





L. K. FRANKEL, JR., WITH AGENCY 


Lee K. Frankel, Jr., son of the vice- 
president of the Metropolitan Life, is 
now associated with Stebbins, Leterman 
& Gates, a New York agency and brok- 
erage concern. 





GENERAL AGENT AT CLEVELAND 


The Provident Mutual Life has ap- 
pointed J. Ray Davis as general agent 
at Cleveland. 














A NEW LIFE INSURANCE OFFICE 


MORE ROOM TO MOVE AROUND IN 


MORE UNSOLICITED PROSPECTS 
LESS COMPETITION 

GREATER FACILITY 

SERVICE SECOND TO NONE 
CENTRALLY LOCATED TO COVER GREATER NEW YORK 


DON’T FOLLOW THE PARADE 


BOX 123 THE EASTERN UNDERWRITER 


NE OF THE LEADING life insurance general agencies in New 

York is about to open a branch office in the Grand Central Zone 

and wants to negotiate with brokers who wish to develop their life 
insurance business in that locality. The new office will be equipped with 
every appointment and facility that a progressive broker would expect 
with the most important item of Service that has already proven second 


to none. 


A 


Write to: 


KEEP A STEP AHEAD 


110 FULTON ST., N. Y. 
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: Western & Southern Convention 


(Continued from Page 4) 





Insurance Removes 
Worry Over Investing 


JUDGE’S ADVICE TO YOUNG MEN 





First and Most Sacred Duty of Man 
After Getting Married Is to 
Insure 
Why take a chance with the lure of 
uncertain investments which dot the 
pathway of the young man when he can 
make certain of one investment which 
will free his mind of worries by buying 

life insurance? 

That in a nutshell was the gist of a 
talk made before the Western & South- 
ern Life’s representatives at the banquet 
given Saturday night in Cincinnati at 
the Netherland Plaza Hotel by William 
H. Lueders, judge of the Probate Court. 

Among those who spoke at the ban- 
quet besides President C. F. Williams 
of the company were Governor George 
White of Ohio; Judge Charles T. War- 
ner, new insurance commissioner; Clyde 
P. Johnson, vice-president and general 
counsel; Theodore E. Tangeman, direc- 
tor of commerce; Walter A. Robinson, 
actuary of the insurance department, and 
Earl Stewart, chief deputy of the depart- 
ment. Judge Lueders said in part: 

“Of great importance and far-reaching 
consequence is a/married man’s first, 
greatest and most sacred duty to estab- 
lish his family on a sound and safe finan- 
cial basis and guard against needless in- 
solvency and consequent distress should 
his earning and providing capacity sud- 
denly cease. His obligations to wife and 
children are not only for the present, 
but extend to the future and beyond the 
day should he be summoned hence. 

“The supposition of only providing for 
the present must give way to the real- 
ization of the fact that a father’s respon- 
sibility and duty to his family are not 
limited to his lifetime. 

“The owner and holder of an adequate 
life insurance policy is blessed in many 
«ther ways than the protection he has 
bestowed on his dependents. By the 
payment of his first premium he has 
produced an estate, he has an investment 
that is as safe and sound as a bond 
issued by our Government, and which 
is collectible at maturity without dis- 
count or loss. 

“The knowledge and conviction of the 
absolute certainty of the provisions made 
by him is a powerful force for continued 
thrift and judicious economy. in all his 
financial transactions. Enticing stock 
promising. enormous dividends will not 
be a lure; neither will the greater folly 
of margin speculation. . 

“In these days when so many economic 
questions are presented for consideration 
there is one proposition if taken advan- 
tage of by the younger men and women 
of today which will not only be a source 
of great benefit to them individually at a 
future time but should death call them 
hence before the expiration of their con- 
tract, they will bequeath a worthwhile 
legacy to their kin, the Endowment pol- 
icy. This form of insurance has been 
called by an insurance writer, ‘A Com- 
pulsory Thrift Policy. It is not only a 
splendid investment but an incentive to 
regular and continuous saving and thrift. 
It affords the advantage that when a 
man or woman has passed the prime of 
life; when the productive years are 
drawing to a close and there is need of 
providing for old age this fund is avail- 
able and when most.needed. Statistics 
show that less than one man in ten 
succeeds in accumulating a necessary 
competence by the time he reaches his 
seventieth birthday. If an additional bil- 
lion dollars in twenty-year endowments 
had been written in our country in 1910, 
the financial depression in 1930 might 
have passed unnoticed.” 


Insurance Men Should 
Have Adequate Policies 


INSURANCE THEN EASIER SOLD 





Treasurer Stayman, Western & South- 
ern, Draws Lesson from Death of 
Policeman; Discusses Economic 
Situation 





Clarke C. Stayman, treasurer of the 
Western & Southern Life, began his talk 
before that. company’s convention last 
week by calling attention of the fieldmen 
to an item in the Cincinnati Enquirer. 
He said in part: 

“In this morning’s newspaper you must 
have noticed that a policeman was killed 
in the performance of his duties, leaving 
a widow and two children. Through the 
police department’s pension fund the 
widow will receive as long as she re- 
mains unmarried a monthly income which 
is equivalent to 6% on $27,600 worth of 
life insurance. I would like to have you 
answer two questions, mentally not aud- 
ibly. How many of you superintend- 
ents carry $27,600 in the Western & 
Southern? How many of you can say 
that if your wife became a widow she 
would have $27,600 to invest at 6%, such 
investment to be made with safety to the 
principal? I think you should ponder 
and think of the protection which is giv- 
en this policeman’s widow and children 
and contrast it with what would happen 
in the case of people you kno-v who have 
children but may not be insured. S> 
far as insurance people are concern>d 
they should be adequately insured. No 
excuse for their not being so when they 
go out every day selling insurance to 
other peoole or instruct other men how 
to sell it.” 

Mr. Stayman then discussed the eco- 


The Lincoln. 
National Life Insurance Company. 


Fort Wayne, vaneu 








nomic situation. He said in part: 

“We have passed through a year of 
so-called depression, accompanied by 
bank failures, unemployment and _ busi- 
ness reverses. During this time it has 
simply meant that the active Western 
& Southern agent has been forced to 
wo-k a little harder to produce results. 
The results accomplished, however, by 
hard work, are always more appreciated, 
and, therefore, those of you in my pres- 
ence who had a successful record in 1930 
most certainly have reason to feel very 
proud of yourselves. Anyone can pro- 
duce when production is easy, but the 
man who produces when other men fail, 
is the man who stands head and shoul- 
ders above the crowd. We have such 
men in our organization, and it is the 
intention of the president to see that 
these men are properly rewarded for 
their efforts. 

“The economic condition of our coun- 





some time. 


reply? 


tion handle itself? 


was a better time for selling it. 


of opportunities presented. 


Life Insurance agents. 





HOW HOLLAND 
WOULD DO IT 


A distinguished Dutch financier, visiting this country the latter 
part of 1930, was asked how Holland would have handled a financial 
situation like the one which has existed in the United States for 


He replied that his country would not have handled it at all; 
it would have left it alone, and it would handle itself. 

Isn’t there a lot of philosophy, and good, sound sense, in that 

We have talked so much and so earnestly about something 


“bad” and “depressing” that we have interfered with the working 
of natural, recuperative laws. Why not forget it and let the situa- 


As to Life Insurance: There never was a time in all its history 
when there was greater need for it, and, consequently, there never 
Instead of falling into the popular 
habit of lamenting the times, agents should rejoice in the knowledge 


What this nation needs is less crying and more trying. So. with 
Their harvest is ripe. 


The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 


Why not reap it? 








J. J. Doyle’s Talk 


(Continued from Page 4) 

would learn that in many positions they 
held but temporarily they were almost 
ignored: left to fight their own battles; 
expected to map out their own cam- 
paigns, their development so neglected 
that they continued to shift until they 
shifted themselves into the grove where 
they were to win happiness and success. 
You gentlemen may have men of that 
type in your own org2nizations without 
ap?reciating it—men about whose suc- 
cess in some other line you will some 
day read about with amazement because 
if vou hid known the possibilities of 
those men and had shown the proper 
interest in them you would not have 
lost them to our organization and life 
insurance would not have lost some out- 
standing personalities.” 





try is adjusting itself and I feel that 
the end of the current year will show a 
marked improvement and that we will 
slowly and surely pass out of the stage 
of gloom and depression into an era of 
contentment. This is a great country 
and it will adjust itself just as surely as 
this company will continue to grow and 
pass out benefits to millions of people. 

“While I am absolutely certain that 
better times are ahead, the return will 
be gradual and it is, therefore, likely that 
certain classes of people will be called 
back -to work on a part-time basis for 
a while before they resume full time em- 
ployment. Quite a number of these peo- 
nle borrowed money on their policies and 
I dare say that most of them do not 
know that their loans may be paid in 
instalments. We are willing to accept 
payments on account of policy loans in 
sums of $5 or any multiple thereof, and 
I wish you superintendents would pass 
on to your agents this idea, as‘no doubt 
quite a number of people would be glad 
to liquidate their indebtedness on the 
weekly, bi-monthly and monthly plan. 
These funds should not be included -in 
reports to the home office, but a check 
should be attached to a special form 
which will be furnished to you and im- 
mediately mailed to the treasury depart- 
ment.” 





PROSPECTS IN QUEER PLAC™S 


Ray Mullen of the Kansas City agency 
of the Phoenix Mutual recently wrote 
two prospects coming from queer places. 
One was from the Old Soldiers’ Home 
at Leavenworth and the other from the 
“Helping Hand,” a charitable shelter for 
the down and out. In both cases the 
prospects were employes of the institu- 
tions who had become interested after 
reading the company’s advertisement. 





ENTERS AFRICA 


The Vita Life of Zurich, Switzerland, 
has opened a branch office at Algiers, 
North Africa, for business in Algeria. 
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New President 








- 





C. W. WELTY 


C. W. Welty was recently elected 
president of the Lamar Life of Jackson, 
Miss. Almost twenty-five years with the 
company Mr. Welty has served as vice- 
president and general manager the past 
ten years. He was honored last month 
by the Lamar Life field force which 
turned in a record February production. 





HULL TALKS IN INDIANAPOLIS 





Telis Life Association of Danger Caused 
By Spreading False 
Rumors 

The worst thing about business today 
is not the condition of business itself but 
the condition of mind of two kinds of 
business men, those who are complaining 
about business and those who are 
spreading false rumors and gossip about 
it, declared Roger B. Hull, managing di- 
rector of the National Association of 
Life Underwriters, addressing the Indi- 
anapolis Association on March 20. 

The greatest danger to business does 
not come from those who complain of 
bad conditions, but from those spreading 
baseless and imaginary rumors, he said. 
They are the scare crowd of imaginary 
disaster, blinding not only themselves but 
their associates and the thoughtless pub- 
lic to the self-evident soundness of our 
great business enterprises. They are 
guilty, Mr. Hull said, of driving the dol- 
lar into hiding when it is worth 130 cents 
and when it-ought to be at work making 
jobs for the unemployed. 


KNIGHT ALUMNI CLUB MEETS 





N. Y. U. Graduates Are Addressed by 
General Agent; Robert J. Williams 
Presents Trophy to Club 

Recently returned from Florida and 
looking extremely fit, Charles B. Knight, 
president of the Charl&s B. Knight, Inc., 
general agency of the Union Central Life 
in New York City, addressed the regu- 
lar weekly luncheon meeting of the 
Union Central’s New York University 
Alumni Club on Mondgy. About forty 
members of that organization were on 
hand. 

Mr. Knight pointed out the advantages 
of self-supervision for life underwriters 
and strongly recommended the type of 
work being done at New York Univer- 
sity. 

Robert J. Williams, the first president 
of the club, was present to present a 
silver cup to the club to be used as a 
trophy to be voted to the member per- 
forming the most worthwhile service for 
the club in each year. Mr. Williams took 
occasion also to say farewell to the agen- 
cv for he leaves shortly to open a new 
Ordinary office for the Prudential in 
Toronto, Canada. 





ENJOY TRIP TO HAVANA 

The Quarter Million Dollar Club of the 
Bankers National Life of New Jersey 
has return from a_ delightful ten- 
day trip to Havana on the Cunard Line 
steamer Carmania. Although some rather 
rough weather was encountered on the 
way down this was quickly forgotten 
upon landing at the Havana port. Sev- 
eral days were spent in exploring the 
attractions of that quaint old town, after 
which the party left for Nassau. 


NAME MILSTEAD IN ST. LOUIS 


Roger Q. Milstead has been named 
St. Louis general agent for the Lincoln 
National Life. Mr. Milstead is a life 





. : : : * 
insurance man of diversified experience, 


having been in supervisory and man- 
agerial capacities for the past six years. 
He also maintained a good record in vol- 
ume of personal business during that 
time, His life insurance work has all 
been done with the Prudential in St. 
Louis, where he has been assistant man- 
ager of the Ordinary department for the 
last four years. : 


PRUDENTIAL DINNER 


Representatives of the Prudential in 
southern Ontario were guests at a lunch- 
eon recently in the Welland House, 
in St. Catherine’s, Ont. The agents of 
the Hamilton district were declared the 
winner of a sales contest which con- 
cluded with the luncheon. A. E. Thomas 
of St. Catherine’s was the official greeter 
at the enjoyable social program held in 
connection with the lunch. 
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idend Scale of last year. 


1916 to 1931. 


1931 $11,100,000 
1930 10,400,000 
1929 9,500,000 
1928 8,850,000 
1927 . 8,150,000 
1926 6,650,000 
1925 6,150,000 
1924 4,750,000 








Consistent Growth 
in Dividends 


HE Board of Directors of the New England Mutual 
have voted $11,100,000 to be distributed as Shares 
of Surplus during 1931, thus continuing the Div- 


For thirty-two years this annual distribution of Surplus 
has been on an ascending, progressive scale. Seven 
times since 1899 the scale on which all Dividends are 
calculated has been increased. The following table 
shows Dividends voted for distribution during the years 


New England Mutual 
Life Insurance Company 
Boston, Mass. 


$4,400,000 
3,900,000 
3,550,000 
000,000 
2,675,000 
2,475,000 
2,265,000 
2,100,000 














APPOINT NEW YORKER ON COAST 

General Manager E. N. Strong of the 
Oregon agency of the National of Ver- 
mont has appointed H. Hampton Allen of 
this city as supervisor of his agency. A 
graduate of the Insurance School of New 
York University, Mr. Allen joined the 
New York general agency of the New 
England Mutual Life. He also attended 
the trust service school of the Chase 
National Bank. Ugon graduation he paid 
particular attention to trust service, un- 
derwriting and estate problems. He was 


_ born in Portland, Ore. 





VIRGINIA REINSURANCE 

The Our Home Life of Washington, 
D. C., has reinsured the outstanding 
business of the Virginian Mutual Life, or- 
ganized in Richmond several years ago. 
The Virginia Mutual Life has retained 
its charter and will probably enter the 
industrial field. 


NEWARK SUN LIFE OFFICE 

Wednesday, April 15, has been set as 
a tentative date for a one day confer- 
ence which will be held at the Newark 
office of the Sun Life of Canada, which 
is under the supervision of Efnest C. 
Hoy as general manager. It is planned 
to have several prominent speakers of 
the country address the members of the 
agency. The Newark office of the com- 
pany paid for last month a total of $1,- 
246,537, the leaders of the month being 
J. G. Ham, H. R. Diamond, H. G. Dun- 
levy, F. V. Ainslie, J. A. Compton and 
H. W. Auringer. 





McLAIN GOLF TOURNAMENT 

Guardian Life agents are out for big 
business this month in order to pay trib- 
ute to James A. McLain, popular vice- 
president of the company. A campaign 
in the form of a golf tournament is be- 
ing staged. 
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Philadelphia Sales Congress 





Professional Trend 
To Aid Conservation 


JOHN A. REYNOLDS’ ADDRESS 





Detroit Life President Sees Need of 
Eliminating “Floating Population” 
From Life Insurance Selling 





Proper distribution of the avails of life 
insurance cannot be effectively made un- 
less those who market insurance as a 
commodity live and operate in a profes- 
sional status, declared John A. Reynolds, 
president of the Detroit Life, in his ad- 
dress before the Tri-State Congress last 
week. Mr. Reynolds’ talk covered ‘a dis- 
cussion of safety through the conserva- 
tion of proceeds and he included other 
pertinent remarks on current trends of 
the business. 

Everything that is indicative of the 
trend of the times points to the profes- 
sionalizing of life insurance as the next 
great step of the business, Mr. Reynolds 
said. Practically every element with the 
possible exception of salesmanship, en- 
tering into the marketing of insurance 
is professional. The investment of in- 
surance funds is decidedly so; the con- 
triving of insurance contracts, the actu- 
arial element, the teaching of men how 
to sell—all of these come under the pro- 
fessional classification. 

“One of the most singular things in 
the development of the business,” re- 
marked the speaker, “is that in spite of 
the additional effort that has been en- 
gaged in by home office executives in 
an endeavor to promote them, optional 
settlements have not been sold to a de- 
gree that they should be. My personal 
opinion finds fault not with the efforts 
so much of the home office officials as 
with the fact that there is a floating 
population selling life insurance who are 
more interested in the premium than in 
the service they give to policyholders. 

“IT would say that not one in five of 
the insurance men who are representing 
our profession understands programming 
or attempt to work out for a policyhold- 
er the scheme of things that best fits his 
needs. This situation is a curse and it 
can only be remedied, in my judgment, 
when there is eliminated from the busi- 
ness the half-hearted individuals who live 
only for their premiums, and when the 
business becomes a profession with a 
code of ethics which will require insur- 
ance men to consider the policyholder 
first and their income second.” 





PARET’S FINE RECORD 

Louis F. Paret, Provident Mutual man- 
ager in New Jersey who presided over 
the morning session of the Tri-State 
Congress in Philadelphia, has been with 
the company since February 1, 1892, and 
wrote his first case in 1893, when he was 
eighteen years of age. He has made a 
fine record with the company. 


Berlet Sees Advertising 
As Present Necessity 


——— 


BUSINESS TREND DEMANDS IT 





Philadelphian Predicts Companies Will 
Advertise Business on Extensive Scale 
Within a Few Years 





The value of newspaper advertising as 
a spur to life insurance underwriting 
was emphasized by E. J. Berlet, found- 
er of the Life Trust Round Table of 
Philadelphia, in opening the afternoon 
session of the Tri-State Congress Thurs- 
day of last week. Mr. Berlet predicted 
that within a few years newspaper and 
magazine readers would be reading edu- 





E. J. BERLET 


cational copy paid out of a general cam- 
paign fund subscribed to by the compa- 
nies. 

“Newspaper and magazine advertising 
is bound to grow,” declared Mr. Berlet. 
“Insurance companies that turned to the 
magazines and newspapers in 1930 have 
shown an increase in life insurance writ- 
ten while practically all other companies 
showed a decrease, Life insurance must 
advertise in the publications of wide cir- 
culation to get its share of the consum- 
er’s dollar. It is no longer a case of 
competition between representatives of 
an industry but competition between in- 
dustries. As the newspaper and maga- 
zines of large circulation are the best 
mediums to reach the greatest number 
of buyers it is inevitable that an increas- 
ing number of life companies will turn 
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THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 
PROTECTS THE ENTIRE FAMILY 


Home Life Agents are equipped to serve every need for protection. 
Modern policies are issued on both Industrial and Ordinary plans from birth 
to Age 65 next birthday. The Home Life sales-kit means a whole family of 
potential policyholders back of every door-bell. 


THERE IS A HOME LIFE POLICY FOR EVERY PURSE AND PURPOSE 
OVER ONE HUNDRED MILLIONS IN FORCE 


Interested in Replies from Pennsylvania and Delaware. 
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Gibbs On Selling 


(Continued from Page 8) 


young students are copying the old mas- 
ters. You may have far greater will- 
power than I have, but I know that it is 
very difficult for me to ever pass one 
of these students without a sly peep over 
his shoulder to see what goes on. I do 
not mean to give the impression that we 
must be Rembrandts, or anything of that 
nature, however. 


Route Plus Organization 


“Assuming the route to be the eye, 
and that natural interest will cause the 
average man to stop and regard a pic- 
ture, we still have one further step—a 
definite price to pay for our success, as 
we have to pay prices for all progress. 
To master the few simple lines which I 
have employed today is not a difficult 
task. Nor is it particularly difficult to 
master that tremendously effective ap- 
proach—'l’d like to draw you a picture.’ 
But, as in every sport, we are faced with 
the problem of ‘follow through.’ 

“The one thing that worries the new 
man in entering this business is simply 
‘what am I going to say?’ Organization 
is the answer. If you will so organize 
yourself that you know exactly what you 





to the weekly and monthly magazines 
and daily newspaper. 

“In this way the public would soon 
learn that life insurance is not merely 
a policy or two but money for future 
delivery guaranteeing the paying off of 
the mortgage, educating the children, 
providing income for the family and as- 
suring comfort for old age. Properly ar- 
ranged it will prove a business and eco- 
nomic stabilizer.” 


are going to say—even using a key sys- 
tem with a few topics of each para- 
graph or each idea in sequence to lay 
before you when you interview your 
prospective client, you will be in the 
driver’s seat, you will know where you 
are going and will have a tremendous 
advantage over the purchaser. By use 
of proper organization and the repeated 
use of the same idea, you will perfect 
your responses, getting the confirmations 
from your prospect which are signals of 
success. The combination of something 
to show, together with a thorough or- 
ganization, something known, will pro- 
duce for you many dollars.” 





AN INFLUENTIAL TRIUMVIRATE 





Rome C. Stephenson, Gilbert T. Stephen- 
son and John A. Stevenson Honor 
Guests at Banquet 


Three distinguished guests of the same 
name, seated side by side, graced the 
head table at the Tri-State Congress 
Banquet held in Philadelphia last week 
and were the cause of considerable good- 
natured joshing during the course of the 
evening. They were Rome C, Stephen- 
son, president of the American Bankers’ 
Association, representing 20,000 banks of 
the country; Gilbert T. Stephenson, 
chairman of the Trust Company Division 
of the American Bankers’ Association, 
representing 4,000 trust companies; and 
John A. Stevenson, manager, Penn Mu- 
tual, in Philadelphia, widely known life 
insurance exponent. 

Toastmaster J. Willison Smith, presi- 
dent of the Real Estate-Land Title & 
Trust of Philadelphia, remarked that the 
Smith family had to take a back seat in 
numbers on this occasion but was will- 
ing to in view of the prestige of the 
Stephensons present. 








IN 1931 


Be the Outstanding 
Life Insurance Man 
in Your Community 


Our Service Will Help You 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than Two Billion Dollars of Insurance in Force 








$14,973 








Established 1879 


ASSETS GAIN NEARLY 15 MILLIONS 


Total Admitted Assets, December 31, 1930 


$148,905,570.40 


Total Admitted Assets, December 31, 1929 


$133,931,890.94 


Gain, 1930 over 1929 


,679.46 
BANKERS LIFE COMPANY | 


GERARD S. NOLLEN, President 


Des Moines, Iowa 
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GROUND FLOOR LOCATIONS 
A growing number of have 
upper floor locations of 
buildings to the street floor where there 


are opportunities for window displays, 


agents 


moved from 


easy to make nowadays because of the 
large number of posters, pictures, sales 
novelties which the agents can have fur- 
nished by the insurance companies. In 
the old days fire insurance agents 
seemed indifferent where they had their 
offices. No matter how shabby the 
building, how antique, they were not keen 
upon moving. Moreover, they apparent- 
ly took a fancy to some location as far 
removed from an elevator as they could 
find. With the growing popularity of 
the skyscraper agents began to move 
into those structures, finally learning that 
an attractive and imposing looking office 
added to their prestige, pleased patrons 
and increased the volume of their busi- 
ness. Many large agencies in this coun- 
try have large spaces on the second floor 
of such buildings, with gold lettering on 
the windows which pedestrians can see 
as they pass by. In the older buildings 
first floor (street level) offices have 
been more in demand, especially in good 
locations in financial and insurance dis- 
tricts. 


There is no doubt that an agent can 
do a lot with a window, but a neglected 
window soon loses its potency. A shab- 
by looking window, with pictures, posters 
and novelties unchanged, repellant look- 
ing because of dirt, is worse than none. 
It. stamps the agency as being unpro- 
gressive... An up-to-date agent will 
change the window display frequently so 
that pedestrians will fall into the habit 
of glancing at it. If a crowd can be 
collected by a novel idea so much the 
better. This is not difficult if agents 
make their window displays timely. How 
many agents changed their windows into 
an argument for the buying of aircraft 
insurance following the death of Knute 
Rockne? A large picture of Rockne, 
one or more aircrash photographs, a 
couple of aircraft policies in a frame, and 
a statement in large letters making the 
local tie-up would do the trick. 

The Hartford Agent, published by the 
Hartford Fire and Hartford A. & L, in 
its current issue, presents a novel and 
thought-provoking statement about win- 
dow displays in insurance agencies. It is 
to the effect that many busy business 
men leave the matter of insuring homes, 
household goods, jewelry, fur coats and 
other property to their wives. If the 
agent has a floor location near a conve- 
nient automobile parking section a wom- 


an is more likely to visit such an agency 
than she would be one on an upper floor, 
especially an agency difficult to find. 
Women are persistent window shoppers. 
The Hartford Agent calls attention to 
the windows of the New Rochelle Agen- 
cy, Inc., New Rochelle, N. Y., as an ex- 
ample of an insurance concern which un- 
derstands window advertising. 





JUDGING COMPANIES BY THEIR 
SELLING AGENTS 

Through most of the speeches at the 
convention of the Western & Southern 
Life in Cincinnati last week there ap- 
peared one emphatic note, that was the 
necessity of the agent always bearing 
in mind the tendency of the public to 
judge the company by the agent. It is, 
therefore, of paramount importance that 
the agent shall make such a good im- 
pression that the interests of the com- 
pany shall not suffer. Clyde P. John- 
son, vice-president and general counsel 
of the company, explained the responsi- 
bilities in this direction of the agent. 
He said: 


As you carry the gospel of life insur- 
ance hour by hour, day by day, week 
by week into the homes of the Ameri- 
can people your entre into those homes 
is that of a welcome visitor. You are ex- 
pected each week by these people as you 
collect your weekly debit. They look for 
you. No other person knows so well as 
do you the problems. the finances, the 
ills, the troubles of those families. You 
come from the outside world to manv 
whose horizon is limited. Numerous are 
your contacts; theirs are few. Accord- 
ingly they look to you- for news of the 
world because they know your state- 
ments come from authentic sources— 
sources not available to them with their 
limited scope of activities. Therefore. 
you become their advisers, their fount of 
authority. They look to you as well for 
correct insurance guidance. 

What a tremendous influence you ex- 
ert. What great confidence in you is 
thus engendered. Speaking as one with 
authority and knowledge, are you con- 
scious and appreciative of this influence, 
this almost blind faith? Do not take 
that responsibility lightly. Do not dis- 
turb this confidential relationship you 
bear to the policyholders by any short- 
sightedness, high pressure salesmanship. 
improper advice, nor overload him with 
insurance. Remember you are experts. 
Advise him properly and _ intelligentlv. 
Play the role in which you are cast in 
a way to give credit to yourself and the 
company. 

The convention of the Western & 
Southern Life was largely devoted to 
discussion of sales problems and of prop- 
er selection of agents. The company 
has been making fine progress, is ex- 
panding and has developed much pro- 
duction talent. 











‘The Human Side 


of Insurance | 











ROBERT P. BARBOUR 


BEN. S. GRAHAM 





Robert P. Barbour, United States man- 
ager of the Northern Assurance and 
London & Scottish, has returned from a 
six weeks’ trip, which included a visit 
to the Pacific Coast. He came back by 
way of Texas and Louisiana. He found 
agents in a more hopeful frame of mind 
than they have been until recently in 
several cities the statement being made 
that the economic situation was taking 
a turn for the better. This has already 
resulted in more satisfactory collections 
and agents think it will also be reflected 
in larger premium volume shortly. 

i ee 

Grenville Howard, field editor of the 
New York Life, is back at his desk after 
an operation on his eyes. In the cur- 
rent issue of the New York Life’s bul- 
letin he says: “When I get my perfected 
spectacles in a week or two I expect 
to have a vision that will enable me to 
see more beautiful things than I ever 
saw before—and make me, I hope, a 
broader and better man. Not so many 
years ago a person with cataracts was 
headed for eternal darkness. Now he 
may look with confidence to vision re- 
stored. Great are the achievements of 
eye surgery!” 

* * x 

Charles L. Nevens, for many years su- 
perintendent of the special risk depart- 
ment at the western offices of the Hart- 
ford Fire in Chicago, has resigned to 
become associated with the General Un- 
derwriters, Inc., a newly organized De- 
troit general agency headed by Hayward 
S. Thompson, former Detroit manager 
for the Detroit branch office of the Hart- 
ford Accident & Indemnity. The agency 
is sponsored by a group of leading De- 
troit business men, and headquarters will 
be in the Buhl Building. 

Ae 

Beverley C. Lewis, Jr., vice-president 
of the Virginia Fire & Marine, has un- 
dergone a major surgical operation. His 
condition is reported as satisfactory. 

* * x 

George S. Van Schaick, Superintendent 
of Insurance, this state, returned to his 
home in Rochester a few days ago fol- 
lowing a visit to a hospital. He was 
unable to attend the dinner of the In- 
surance Brokers’ Association of New 
York at the Biltmore, March 31. 

ek 


Chairman Neville Dixey of Lloyd’s en- 
tertained Captain Sir Malcolm Campbell 
at a Lloyd’s luncheon a few days ago. 
Captain Campbell was knighted after 
breaking speed records with his motor 
car at Daytona, Fla. 


Ben S. Graham, vice-president of the 
Brooklyn National Life, who was _ re- 
ceiving visitors and congratulations in his 
handsome new offices in the Brooklyn 
National Life Building this week. is one 
of the youngest life insurance executives 
in active direction of a company. Judge 
William R. Bayes, president of the com- 
pany, was one of the original organizers 
of the company. Mr. Graham was 26 
when he participated in the organization 
of the Brooklyn National Life. Among 
other undertakings which he helped to 
organize are the Brooklyn Junior Cham- 
ber of Commerce of which he was presi- 
dent. He is a graduate of Cornell and 
national trustee of Theta Chi Fraternity. 
Among other Brooklyn interests he is 
director of the Brooklyn National Bank, 
vice-president and director of the Gra- 
ham Beach Realty Co., secretary and 
director of the Barnes Estate, Inc., and 
member of the board of directors of the 
Brooklyn- Central Y. M. C. 

a oa 

William E. Gildersleeve, Jr., formerly 
assistant manager of the New York met- 
ropolitan department of the Liverpool 
& London & Globe, and now associated 
with the Fireman’s Fund here, was the 
guest of honor at a testimonial dinner 
given for him Monday night at the Ho- 
tel Commodore by the executive officers 
and his office associates of the L. & L. 
& G. Mr. Glidersleeve was with the 
company for eight years. He was pre- 
sented Monday with a handsome grand- 
father’s clock. 

Re ieee 

Robert T. Stewart, general agent in 
the Middle Department for the North 
British & Mercantile group, is back at 
the home office after a two weeks’ trip 
through central and western Pennsyl- 
vania. He was accompanied by Special 
Agents Wilber and Meisel and visited 
more than forty local agencies. 

oe eee 

Samuel H. Smith, Western & South- 
ern Life, Cincinnati, will be given a testi- 
monial banquet April 25. He has com- 
pleted twenty-five years’ service with 
that company and is a successful super- 
intendent. 


bs 2% 
George E. Merigold, general attorney 
of the Prudential, recently returned 


from a tour of the West Indies which he 
made with Mrs. Merigold. 
x *k x 


Charles F. Boynton, once an agent of 
the Phoenix Mutual in Albany, and Mrs. 
Boynton celebrated their golden wedding 
anniversary recently. 


























April 3, 1931 














Page 21 
















: 


S) 





ox \\ 
ES AW” 





Georgia Men Sued for Winnings 
from Lloyd’s on Bobby Jones 


Two Atlanta, Ga. men who are re- 
ported to have won $2,500 from Lloyd’s 
of London last year on a wager that 
“Bobby” Jones would win the four ma- 
jor golf titles in 1930 are now in danger 
of losing their gains. An old Georgia 
law authorizing seizure of wagers for 
school funds was invoked last week in 
an effort to get hold of this money. A 
suit was filed in the name of L. M. 
Tatham, law student of Emory Univer- 
sity, against Dana Belser and C. E. 
Freeman, the winn€rs of the $2,500 when 
Jones annexed the British open and am- 
ateur and the American open and ama- 
teur tournaments. 

ee 


Luncheon to Staff Writer of 
World’s Work 


Ernest Hamlin Abbott of the staff of 
World’s Work, who is spending some 
months writing articles relative to in- 
surance, was given a luncheon at the 
Drug & Chemical Club on Tuesday of 
this week by Percy Ling, secretary of 
the North British & Mercantile. Among 
those at the luncheon were Robert Stew- 
art, general agent, and George Duxbury, 
assistant general agent, Middle Depart- 
ment; Walter J. Roberts, special agent, 
and E. A. Markel, special agent, Albany ; 
Jason Sloan, Pittsburgh agent, and H. 
L. Sloat, president of the Sloat Agency, 
Montclair, N. J. 

Mr. Abbott’s first article will cover 
how big life insurance companies make 
investments. His second article has to 
do with arson, and in the preparation 
of it he was furnished information by 
W. E. Mallalieu, A. Bruce Bielaski, F. 
R. Morgaridge and W. Warren Ellis of 
the National Board of Fire Underwriters 
and others. 

* ke * 


What Happens to Fortunes of 
Sweepstakes Winners 


In selling income insurance life insur- 
ance men frequently paint a very black 
picture of what happens to lump sums 
when insurance proceeds are paid by 
lump sums instead of income. In view 
of that fact the human interest stories 
now being printed in the daily papers, 
following the awarding of fortunes in 
what is known as the Irish Grand Na- 
tional Draw (“Sweepstake”) are of in- 
terest. One of the London papers saw 
some of the former “sweepstakes” win- 
ners to find what they did with the 
great fortunes they won with the lucky 
tickets which they held. 

According to a London writer of the 
“Herald Tribune” Mrs. Selina Thompson 
of Worksop, who won $20,000 on the 
November handicap, has bought a hotel 
and is operating it. J. L. Brill of Leeds, 
who drew $300,000 in the Calcutta sweep, 
has continued to conduct and enlarge his 
haberdashery shop. A. J. Lathom of 
Bishops-Stortford, who got a _ mere 
$100,000, gave up his salaried job and 
bought a small business. J. W. Baughan, 











to whom the Calcutta draw also brought 
$100,000, continues in his post with a 
City of London firm. 

These examples, drawn at random, are 
typical of stories of 90% of the Sweep 
winners reached by British reporters. 
The only thing approaching the legend- 
ary “painting the town red” is the cham- 
pagne luncheon which one girl who won 
the Derby sweep some years ago gives 
every year on the race’s anniversary to 
forty girls who used to work in the same 
laundry with her. 

The replies of the winners of the most 
recent lottery to questions as to how 
they intended to use their new wealth 
likewise betrayed not a single case of 
the intention of “going in for high life.” 
One Italian, who has eleven children, 
spoke of better clothes and schooling for 
them. Several thought first of being 
able to get better medical treatment for 
sick relatives. One or two spoke wist- 
fully of foreign travel. 

* * * 
Sees Madison Square North 
Development 

Walter Stabler, former comptroller of 
the Metropolitan Life, has an article. in 
the “Herald Tribune” of Sunday based 
on the Empire State Building and its lo- 
cation. The Empire State Building is on 
the site of the old Waldorf-Astoria. The 
Stabler article is to the effect that he 
expects the blocks between Broadway 
and Madison Avenue and _ Forty-first 
Street south to Madison Square will be 
developed with towering office structures. 
In this zone are the Metropolitan Life 
and New York Life buildings. One com- 
pany loaned $27,500,000 on the Empire 
State Building. That investment, says 
Mr. Stabler, indicates the faith in the 
future of the Empire State zone. 

ee * 


Magnitude Of Hoover Dam - 

The Hoover Dam bond with its pre- 
mium in excess of $800,000, the com- 
missions on which are the subject of 
a controversy between the National As- 
sociation of Insurance Agents and the 
surety companies, is only the key to a 
project which in the amount of work and 
expense will exceed that of the Panama 
Canal. The Metropolitan Water Dis- 
trict will spend a minimum of $250,000,- 
000 in carrying water through and over 
several mountain ranges. This great 
Western construction work will be built 
by a combination of the greatest build- 
ers in the West. The undertaking is of 
great importance to Southern California 
and Imperial Valley. 

oe 
New York Life Gives Rare Treat to 
a Crowd of Young College 
Men 

We frequently run across evidence 
that New York is anything but cold to 
strangers, and I again had proof of this 
while attending a dinner in the New 
York Life Building a few nights ago 
of the Intercollegiate Young Alumni. 
The Intercollegiate Young Alumni is an 
informal organization of young college 


men who have been in this city a short 
time and who have gotten together for 
educational and social purposes. Promi- 
nent New Yorkers, among others, have 
extended to them the right hand of good 
fellowship and have seen that they do 
not lack attraction or education at their 
weekly meetings or dinners. 

They were invited to the New York 
Life Building to a dinner and to see 
this great structure with authorized 
guides, all of whom were representa- 
tives of the company. I have been to 
many dinners in New York City but can- 
not recall having gone to one any more 
entertaining and instructive than the 
dinner in the New York Life restaurant, 
a dining room underneath the street 
level, the walls of which are beautifully 
painted by a young Russian artist. All 
the talks were without manuscripts and 
had an intimate touch seldom heard in 
talks at large public dinners. Here are 
the speakers and the program: 

Chairman, Cleveland E. Dodge, vice-president 
The Phelps-Dodge Corporation. 

“Recollections of Theodore Roosevelt’’—Dr. 
Lawrence F. Abbott, N. Y. Life Director. 

“Washington Cm... €) Reminiscences” — 
Charles E. Hughes, Jr., N. Y. Life director, 
lawyer, formerly Solicitor General of the United 


States. 
“The Federal Reserve Bank’—Alfred L. 


Aiken, second vice-president, N. Y. Life, for- 
merly Governor of the Boston Federal Reserve 
Bank. 

“Is There Any Romance in Actuarial Work?” 
—Dr. Arthur Hunter, second vice-president and 
chief actuary, N. Y. Life. 

“A Word From the Young Alumni”—Robert 
S. Curtiss, chairman, Intercollegiate Young 
Alumni. 


* * * 
Col. G. U. Pope’s Housewarming 


That was a pleasant housewarming af- 
fair one evening last week in the new 
offices of Col. George Upshur Pope in 
51 Maiden Lane. For years one of the 
most prominent of New York City’s 
surety brokers Colonel Pope had _ in- 
vited a number of leading company ex- 
ecutives to meet Robert G. Chace, for- 
merly of the National’ Surety, who re- 
cently joined forces with him. 

An interesting sidelight on the affair 
was the part played by Silvio Lavino, 
proprietor of Cafe de la Borse on Lib- 
erty Street, in making the party a suc- 
cess. Silvio’s cafe is a rendezvous for 
surety men at lunch time. Knowing 
about the housewarming in advance Sil- 
vio sent over a handsome floral display. 
The hostesses were Mrs. Pope and Mrs. 
Chace, assisted by the Misses Josephine 
McCarty and Lillian Glader of the office 
staff. The following day Colonel and 
Mrs. Pope motored down to Cape 
Charles, Va., for a week’s visit to “Vau- 
cluse,” the old family estate which they 
will occupy this summer. 

* 


Officials Seize and Auction 
Automobile 

Denver police authorities arrested Ed- 
die Hafen of that city because they found 
seventy-five pints of liquor in his car. 
Hafen was fined $100, his car seized and 
under the law was auctioned November 
7, the money recéived going to the school 
fund. 

A recent decision of the state Supreme 
Court was: “Where the owner of an 
automobile voluntarily parts with its pos- 
session to anyone who uses it unlawfully 
in transporting intoxicating liquor, it 
may be absolutely forfeited to the state, 
even though the owner or a lienor, or 
mortgagee of the vehicle is unaware of 
such use.” 

The district attorney says that he will 
enforce the ruling, but .of course not if 
merely the hip flask is found. 


Another Version of How Insurance 
Started 

The Department of Commerce’s Bu- 
reau of Foreign and Domestic Com- 
merce in a description of insurance in 
France, just circulated, delves into the 
origin of insurance; and here is the way 
the Department figures it out: 

The first known marine policy is dated 
1584. From the insurance on ship and 
cargo alone policies were extended to 
cover the life of the crew during a given 
voyage. This was the origin of life in- 


surance of which the first policy was 
written in 1595. In 1686 the first private 
marine insurance company was organ- 
ized. The first fire insurance company 
was formed in 1754. The first life in- 
surance company came into being in 
1787. 

If the man who wrote this for the 
Department of Commerce will consult 
with Miss Mabel B. Swerig, librarian of 


, the Insurance Society of New York; with 


Miss Bradley, librarian of the Metro- 
politan Life; or with Miss Sillence, li- 
brarian of the Association of Life In- 
surance Presidents he will’ learn that 
there was life insurance many centuries 
before the sixteenth and that some of 
the Roman Legions were insured. 
* * & 


Daughter of an Agent 


Mrs. Fred Stone, wife of the famous 
comedian and who also was on the stage 
for years, was the daughter of an in- 
surance agent who lived in Denver for 
years. 

* * &* 


Short Decision 


The House of Lords, which acts as 
the supreme judicial appellate body in 
Great Britain, frequently states its de- 
cisions with few waste words. Its short- 
est judgment, made recently in a work- 
man’s compensation case, took less than 
one hundred words. The widow of a 
Scottish miner who was killed by a fall 
of ice down a pit shaft while he was 
waiting to be brought up received per- 
mission to sue under common law. 

* * xk 
Was Admiral Plunkett’s Aide 

Among those who felt a personal loss 
in the death of Admiral Charles P. 
Plunkett, former commander of the 
Brooklyn Navy Yard, was Gerald A. 
Eubank of Johnson & Higgins, brokers. 
Mr. Eubank was aide to Admiral Plun- 
kett in France during the World War. 

* x 


Another “It” 


Samuel T. Munson, an_ insurance 
agent in a little town near Sussex, N. J., 
has a sign prominently displayed in his 
office which has attracted*lots of atten- 
tion. It reads: “We have no time to 
talk crops, politics or prohibition. But 
—if you have liquor—produce IT!” 

* * * 


Lunch To Jack Forrest Of The 
New York Times 

Jack Forrest of the financial staff of 
the New York Times was given a lunch- 
eon at the Drug & Chemical Club re- 
cently, attended by a number of fire and 
casualty men. The financial news of the 
Times is gathered from offices at 165 
Broadway where that newspaper has a 
staff of forty-seven persons, including a 
dozen of the livest reporters in the city. 
Mr. Forrest gave some interesting rem- 
iniscences relative to interviewing Wall 
Street celebrities. He said that recog- 
nized daily newspaper reporters in the 
financial district have no trouble in see- 
ing members of the house of J. P. Mor- 
gan. He regarded Charles M. Schwab 
as the cleverest raconteur among the 
financiers; the late Judge Gary as the 
most thoughtful of reporters; and news 
from the steel corporation as being as 
important as anything which develops in 
the district because that corporation fur- 
nishes an index of the business barom- 
eter. 

* * * 
Teletypewriter Switchboards 

The Bell Telephone Laboratories has 
developed a switchboard to use with tele- 
typewriters. Teletypewriter users joined 
to such a switchboard may be connected 
to any teletypewriter user. In other 
words, this makes possible an intercon- 
necting system for the typewritten word 
such as the telephone system is for the 
spoken word. It will, when available, 


provide teletypewriter users connected 
to it with a fast, economical and accurate 
intercommunicating service. 

In its annual report the American Tel- 
ephone & Telegraph Co. says: “The com- 
mercial possibilities of television are still 
uncertain.” 
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Agents to Organize for 
Company Conferences 


NATIONAL COUNCIL A MEDIUM 





Temporary Chairmen Named by Good- 
win for Four Large Company 
Territorial Divisions 





Following the formation of the new 
national council of the National Asso- 
ciation of Insurance Agents at the re- 
cent mid-year convention at Nashville, 
Tenn., further detailed organization work 
is proceeding. 

It a provided in the constitution of 
the National Association that the nation- 
al council may arrange for conferences 
with officials or committees of compa- 
nies, associations or boards for the pur- 
pose of discussing and determining mat- 
ters that relate to the welfare of insur- 
ance, and for the purpose of efficient 
promotion of its objects in this behalf, it 
shall divide its membership into divi- 
sional committees which shall so far as 
practicable represent the same territorial 
divisions as may be represented by the 
company, association or board with 
which it may be conferring. A full re- 
port of all such conferences is to be sub- 
mitted to the executive committee for 
approval. 

There are certain states not combined 
with other states in a territory insofar 
as company jurisdiction is concerned. 
These states are as follows: 

Virginia—which under a recent law 
operates independently of other states. 

West Virginia—which operates with 
what is known as the West Virginia Uni- 
formity Association. 


Arkansas—which operates with the 
Western Actuarial Bureau. 
Mississippi, Louisiana and Texas— 


which each operate independently inso- 
far as company management is con- 
cerned. 
Three States Not Represented 

\t the present time no national coun- 
cillors have been elected from Wyoming, 
Colorado and New Mexico which con- 
stitutes the Rocky Mountain territory. 

President Percy H. Goodwin urges 
the national councilors in the Eastern 
Underwriters’ Association, Southeastern 
Underwriters’ Association, Western Un- 
derwriters’ Association and Pacific Coast 
territories to form themselves into con- 
ference committees for the states in each 
territorial company governing division 
and proceed to outline their method of 
operation and elect permanent officers. 

Pending the election of such officers 
President Goodwin has appointed the 
following as temporary chairmen of the 
regional divisions: E. U. A. territory, 
Edwin J. Cole, Fall River, Mass.; S. E. 
U. A. territory, Sidney O. Smith, Gaines- 
ville, Ga.; W. U. A. territory, George 
W. Carter, Detroit. and Pacific Coast 
territory, H. J. Thiclen, Sacramento, Cal. 





PUSH QUALIFICATION BILL 





New Jersey Agents Making Concerted 
Effort to Pass Measure in 
Face of Opposition 

\ concerted effort is being made by 
the agents of New Jersey to have passed 
the agents’ and brokers’ qualification bill 
which is now before the New Jersey 
legislature. The bill, though opposed by 
at least one large fleet of companies of 
New Jersey, has the endorsement of the 
New Jersey Casualty Underwriters Asso- 
ciation of Northern New Jersey, the New 
Jersey Association of Underwriters and 
local boards throughout the state. 

One of the features of the brokers’ 
hill is the “bonding point” by which in the 
event of a broker failing to account to 
his company for premiums collected, his 
company would be protected by the in- 
demnity coverage. 
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Lakewood, O., Winner 
Of Fire Waste Contest 


IS AWARDED THE GRAND PRIZE 


Philadelphia Heads Cities in First Class 
and Rochester, N. Y., Is Winner in 
Second Class 


Lakewood, Ohio, heads the list of win- 
ning cities in the 1930 National Inter- 
Chamber Fire Waste Contest, sponsored 
jointly by the National Fire Waste Coun- 
cil and the Chamber of Commerce of the 
United States, the results of which were 
announced last Friday in Washington. 
Lakewood not only is the winner in its 
class but was awarded the grand prize 
for the city showing the greatest prog- 
ress in checking fire waste. 

Winning cities in their respective class- 
es were: Class 1—Philadelphia, Class 2 
—Rochester, N. Y., Class 3—Grand Rap- 
ids, Mich., Class 4~Lakewood, O., Class 
5—Wishawaka, Ind., and Class 6—AI- 
bany, Ga. ‘ 


Lists of Honor Cities 


Honor cities in the order of their rat- 
ing in the contest were: 

Class 1—Pittsburgh, Detroit, Milwau- 
kee, Buffalo, San Francisco, St. Louis, 
Baltimore, Cleveland and Chicago. 

Class 2—Portland, Ore.; New Orleans, 
St. Paul, Indianapolis, Houston, Kansas 
City, Mo.; Newark, N. J.; Akron, O.; 
Seattle, Wash., and Toledo, O. 

Class 3—Erie, Pa.; Wichita, Kan.; New 
Haven, Conn.; Dayton, O.; Syracuse, N. 
¥.; El Paso, Pex.: Long Beach, Cal.; 
Norfolk, Va.; Nashville, Tenn., and 
Youngstown, O. 

Class 4—Lansing, Mich.; Fresno, Cal.; 


Asheville, N. C.; Huntington, W. Va.; 
East Orange, N. J.;: Pasadena, Cal.; 


Bethlehem, Pa.; Kenosha, Wis.; New 
Britain, Conn., and Greensboro, N. C. 
Class 5—Moline, Ill.; Owensboro, Ky.; 


Portsmouth, O.; Ardmore, Pa.; West 
New York, N. Y.; Norristown, Pa.; Osh- 
kosh, Wis.; Muskegon, Mich.; New- 


burgh, N. Y., and Baton Rouge, La. 

Class 6—Coatesville, Pa.; Marshfield, 
Ore.; Athens, Ga.; Pottstown, Pa.; 
Woodward, Okla.; Uniontown, Pa.; Han- 
over, Pa.; Morristown, N. J.; South Or- 
ange, N. J., and Eveleth, Minn. 

The 30 cities submitting reports in 
the contest, with an aggregate popula- 
tion of 24,341,479, show a per capita fire 
loss for 1930 of $2.74, compared with a 
national per capita fire loss of approxi- 
mately $4. This is a reduction under the 
average per capita loss for the same 
cities, 1925-1929, of 10%. 

The property loss for the competing 
cities in 1930 was $66,808,762, compared 
with an average aggregate loss of $71,- 
195,989 for the years 1925-1929. Prizes 
will be presented to the winning cities at 
the annual meeting of the National 
Chamber in Atlantic City, April 28- 
May 1. 
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Advertising and Good Will 


OUR agency is worth more than its 

tangible assets because there is an added 

factor involved—and that is the confi- 
dence and trust which your clients and friends 
feel toward you. Advertising can spread this 
feeling of trust and confidence among a wider 
group in a shorter time than you could do so, 
personally. But unless the advertising is done 
at regular intervals over a considerable period 
of time, its value will be lost. 


The advertising department of the New Brunswick 
is always at the service of its local agents. 
supply you with pamphlets on various kinds of 
electros for newspaper advertisements, 
posters, window display material, blotters, and other 


“Tne New Brunswick 


FIRE INSURANCE CO 
WILFRED KURTH, Pres. 


59 Maiden Lane, New York, N. Y. 
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Will Commemorate 
San Francisco Quake 


NATIONAL BROADCAST PLANNED 





Several Prominent Speakers to Tell 
Story of Disaster and Rebuilding 
on Evening of April 18 





The twenty-fifth anniversary of the 
San Francisco earthquake and fire and 
the subsequent recovery of the city by 
means of fire insurance payments will 
be commemorated by a nation-wide ra- 
dio hookup over the Columbia Broad- 
casting System at 9 P, M. Eastern stand- 
ard time, on Saturday evening, April 18. 
The message of fire prevention will be 
incorporated in this broadcasting pro- 
gtam. 


William Butterworth, president of the 
United States Chamber of Commerce, 
will make the principal address from the 
Washington, D. C., studio. At the Pa- 
cific Coast end of the hookup Thomas 
H. Anderson, president of the Board of 
Underwriters of the Pacific, will talk on 
the part played by the stock fire com- 
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panies in rebuilding San _ Francisco. 
Percy F. Garnett, publicity director for 
the Pacific Board, will be master of cere- 
monies and handle the program from the 
San Francisco studies. 

The program will be opened in the 
New York studios by George Akerson, 
formerly secretary for President Hoover, 
and now an official for the Paramount 
Publix Corporation and the Columbia 
Broadcasting System. An orchestra play- 
ing “California, Here I Come,” will be 
the second item. Mr. Butterworth’s ad- 
dress will come next and he will be fol- 
lowed by Guest-Announcer Percy Gar- 
nett, who will present the Blue Goose 
Glee Club in a group of selections. Mr. 
Anderson will then be introduced and 
deliver his talk. 

After Mr. Anderson has concluded the 
American Legion band will play a selec- 
tion and then Governor James Rolph of 
California will speak of some of the 
outstanding historical events in the de- 
velopment of his state and of San Fran- 
cisco. Other high lights in the program 
will be a talk by Mayor Angelo Rossi of 
San Francisco, in which he will extend 
thanks to the people of the United States 
for their generous aid in the dark days 
of April, 1906, following the earthquake. 
An announcement concerning the con- 
servation work of the American Legion 
will be given by B. W. Gearhart, com- 
mander of the California department of 
the Legion. 

A souvenir booklet is being prepared 
giving a complete review of everything 
that is going on that night, together with 
pictures of San Francisco in ashes and 
a running story of the disaster, These 
booklets may be obtained from Mr. Gar- 
nett at the Pacific Board, Merchants Ex- 
change Building, San Francisco. 





SMUDGE COVER BILL IN PA. 


A bill has been introduced in the Penn- 
sylvania legislature to permit other than 
domestic companies to write oil burner 
smudge coverage and also the lines con- 
tained in the so-called six point supplc- 
mental cover. 
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N. Y. Court Upholds 
Mortgagee’s Rights 


INSURER HELD POLICY VOID 





Court Says Assured’s Act Makes His 
Recovery Untenable But Mortgagee 
Must Be Protected 





The New York State Court of Ap- 
peals last week held in the case of Gold- 
stein, respondent, against the National 
Liberty, appellant, that “fa policy of fire 
insurance in the standard form, which 
is void as to the owner, because of his 
breach of the warranty as to the owner- 
ship and occupancy, may under the 
standard mortgagee clause be valid as to 
the mortgagee.” 

The mortgagee brought suit originally 
under a standard mortgagee clause to 
collect for a fire loss on mortgaged prop- 
erty in Nassau County. The insurer had 
denied liability on the ground that the 
interest of the insured was other than 
that of unconditional and the buildings 
were not in course of construction as 
stated, but construction work had been 
abandoned for a period of five months 
before the insurance was issued. 

The court pointed out that if it pro- 
ceeded upon the theory that a fire pol- 
icy, invalid from its inception because 
of breach of warranty, was invalid as to 
the mortgagee under the standard mort- 
gagee clause, it might find at least two 
questions of fact for the jury, “but,” the 
court continues, “these questions fade 
out of the case if we hold as matter of 
law that the standard mortgagee clause 
creates an independent contract of in- 
surance for the separate benefit of the 
mortgagee which is valid and enforce- 
able in its inception and so continues un- 
til-rendered invalid by a subsequent act 
or neglect of the mortgagee.” 

In the present case the mortgagee 
claims under the standard mortgagee 
clause. The court says: 

“The insurance company contends that 
this clause is predicated upon a policy 
valid in its inception and does not apply 
to a policy void as to the insured by 
reason of breach of warranty as to own- 
ership or nature of occupancy. It urges 
that the question is not an open one in 
this court.” 

In the present case, it is pointed out, 
there were “acts and neglects of the 
owner,” and if they were breaches of 
warranty as to him they come clearly 
within the language of the mortgagee 
clause, but the court adds: “If we were 
to add to the words of the clause the 
further words ‘subsequent to the issue 
of the policy,’ we should be limiting its 
terms by construction without justifica- 
tion or excuse.” 





NEW DETROIT GENERAL AGENCY 


Charles L. Nevens, superintendent of: 


the special risk department in the West- 
ern office at Chicago of the Hartford 
Fire, has resigned to become an officer 
in the newly formed Detroit general 
agency called General Underwriters, Inc. 
He will be associated with Hayward S. 
Thompson, formerly Detroit branch of- 
fice manager of the Hartford Accident 
& Indemnity. Mr. Nevens has been 
with the Hartford Fire special risk de- 
partment since 1916 and was transferred 
from the home office to Chicago in 1923. 
The new general agency will represent 
the Hartford companies, it is reported. 





BUMSTED TRANSFERRED 


Robert R. Bumsted, who has been 
special agent in New Jersey for the Fire 
\ssociation of Philadelphia, with head- 
quarters in Newark, has been trans- 
ferred to New York State with head- 
quarters in Albany. 





C. R. PITCHER ON CRUISE 
Charles R. Pitcher, manager of the 
Royal, sailed Wednesday on one of the 
Cunard cruises to Bermuda, Nassau and 
Havana. 


STATEN ISLAND LOCAL BOARD 





Richmond County Board of Underwriters 
Formed; Charles E. Griffith Elected 
President 

Local agents of Staten Island of Great- 
er New York City have formed the 
Richmond County Board of Underwrit- 
ers, which is affiliated with the larger 
New York Suburban Association and 
also the New York: State and national 
associations. There are about thirty 
members so far in the new local board. 
Charles E. Griffith, well known local 
agent of Port Richmond, has been elect- 
ed president and the other officers are 
Charles Wagner of the South Shore 
Realty Co. of Tottenville, vice-president, 
and Henry Albrecht of F. B. Sterner 
& Co. of Port Richmond, secretary- 
treasurer. 

Meetings of the local board are now 
being held every two weeks but after 
the association has been fully organized 
it is expected that these meetings will 
be only once a month or bi-monthly. 
Heretofore the local agents of Staten 
Isiand have not been organized while 
all the other suburban New York coun- 
ties have had their local boards. 





J. J. HOGAN SUCCEEDS RICHARD 





Becomes Manager of New York Fire 
Dep’t of Cosmopolitan; Richard 
Now With Aetna (Fire) 

John J. Hogan has been appointed 
assistant secretary of the Cosmopolitan 
Fire and manager of the fire department 
in the New York metropolitan office at 
81 William Street. He succeeds Harry 
G. Richard, who has resigned to become 
associated with the New York depart- 
ment of the Aetna (Fire) with which 
company he was associated for eight 
years in his earlier experience. Presi- 
dent James A. Blainey of the Cosmopol- 
itan expressed his regret at losing Mr. 

Richard. 

Mr. Hogan has been in insurance 
locally for more than ten years. He was 
in the offices of Hall & Henshaw, Og- 
den & Fay, Lockwood Brothers and the 
Phoenix of London before be became 
assistant to Mr. Richard in the local 
office of the Importers & Exporters. He 
went with Mr. Richard to the Cosmo- 
politan Fire a few months ago when 
the metropolitan department was opened. 


MAIL SOLICITING HELD LEGAL 
The Alabama Insurance Department 
cannot interfere with an authorized in- 
surance company selling insurance in the 
state by mail. from advertising in news- 
papers unless in violation of certain stat- 
utes or from advertising over the radio 
unless the person broadcasting consti- 
tutes himself an agent of the company, 
according to an opinion of the state at- 
torney general. 


FIREMAN’S FUND CHANGES 


New York Fire, Auto and Agency 

Brokerage Departments to Be Lo- 

' cated at 116 John Street 

The Fireman’s Fund is enlarging and 
centralizing the New York metropolitan 
and suburban fire and automobile under- 
writing divisions of the Eastern depart- 
ment of the company. The headquarters 
of the department are in Boston. On or 
about May 1 the New York City offices. 
exclusive of the marine, will be located 
at 116 John Street. William H. Gilder- 
sleeve, Jr., who joined the organization 
this week, will have charge of the fire 
operations of all the companies in the 
group, with the title of manager. 

Alfred A. Miller, now in charge of the 
metropolitan automobile claims depart- 
ment, will be given additional duties as 
manager of the automobile underwriting 
division, Both divisions will continue to 
operate as part of the Eastern depart- 
ment of the Fireman’s Fund, Occidental 
and Home Fire & Marine. The agency 
brokerage department of the Fireman’s 
Fund, under the management of H. W. 
Kynes, will also be located at 116 John 
Street. 








EXAMINERS’ MEETING APRIL 9 





Association Will Hear H. L. Miner of 
DuPont Company on Fire Preven- 
tion in Modern Plants 
The Fire Insurance Examiners’ Asso- 
ciation will hold its next dinner meeting 
on Thursday, April 9, at 5:45 p. m. at 
Willard’s Restaurant on Fulton Street. 
H. L. Miner, fire prevention engineer of 
E. I. DuPont De Nemours & Co.. will 
be the principal speaker. He will talk 
on fire prevention in connection with 
modern manufacturing plants. Mr. Min- 
er has been associated with the DuPont 
company for about fifteen years as en- 
gineer of the safety and fire protection 
division and also is one of the authors 
of the standard booklet published by the 
National Fire Protection Association on 
spray application of flammable finish- 
ing materials. He is aiding to arrange 
a visit by the examiners to the Grasselli 
Chemical Co.’s plant at Grasselli, N. J. 
At next week’s meeting the examiners 


will select a nominating committee to 


prepare a list of candidates for officers 
for 1931-32, to be voted on at the May 
meeting. 





J. Q. ADAMS RETIRES 

John Quincy Adams of Watertown, 
N. Y., who for more than sixty years 
has been identified with the Agricultural 
has severed his active connections with 
that company due to his age and poor 
health. He is eighty-two years old. Al- 
though Mr. Adams has been unable to 
continue active work, he retains his title 
of vice-president and director. 





Tobacco Insurance Co. Makes Report 


Subsidiary of British-American Tobacco Co. Was Launched 
in June, 1929; Capital of $1,050,000; Dividend of 17% 


* When the British-American Tobacco 
Co. launched a new subsidiary to write 
insurance cover under the name of To- 
bacco Insurance Co. back in June, 1929, 
considerable interest was aroused in Lon- 
don insurance circles. 

Opinions were divided as to the prob- 
ability of the venture meeting with suc- 
cess, and while a balance sheet. was is- 
sued ccvering the five months ending 
October 31, 1929, the period was too short 
for a considered opinion to. be expressed. 

The shareholders of the British-Amer- 
ican Tobacco Co. have just received the 
final accounts for the year ended Octo- 
ber 31, 1930, and the figures reveal a 
successful year. 

During the seventeen months the com- 
pany has created funds in three branch- 
es amounting to $414,135. The marine 
fund, after transferring $60,000 to profit, 
totals $253,490. 

The fire account, though not so large, 


is equally successful. After carrying 
$32,500 to profit, a fund of $130,700 has 
been created. A small business has been 
done in the general branch and the fund 
here amounts to $29,950, after allocating 
$8,000 to profit. 

Investments at cost are shown in the 
accounts as $751,255 and this total is 
about equal to the combined figures rep- 
resenting the insurance funds, the paid- 
up capital and the premium paid on the 
issue of certain shares ($200,000) amount- 
ing in all to $764,170. 

The capital of the company is $1,050,- 
000, divided into $5 shares. All these 
shares have been issued and on 10,007 
the full $5 has been paid. Only fifty 
cents has been paid on the balance of 
199,993 shares and the liability on the 
unpaid capital constitutes a contingent 
reserve of $90,000. A dividend of twelve 
cents a share is to be paid. This pay- 
ment equals a little over 17% on the 
actual paid-up capital. 


Smoke & Cinder Club 
Silver Anniversary 


TO HOLD DINNER ON MAY 11 





Fred W. Sippell, Chairman, Heads Gen- 
eral Committee in Charge of Cele- 
bration in Pittsburgh 





The Smoke & Cinder Club of west- 
ern Pennsylvania will celebrate with ap- 
propriate ceremony befitting, the occa- 
sion its silver anniversary on May 11 at 
Pittsburgh. Committees have been ap- 
pointed and under the direction of 
Chairman Fred W. Sippell, manager of 
western Pennsylvania office of the In- 
surance Company of North America, the 
general committee, consisting of chair- 
men of sub-committees are: 

Paul J. Mullen, Phoenix of London; 
Henry Wachter, Keystone Underwriters; 
John E. Sautter, St. Paul F. & M.; Wm. 
Van Iderstine, Northern of London; 
Walter E, Volbrecht, Fireman’s Fund; 
Howard B. White, Svea; Carlton Tim- 
berman, Fireman’s Fund; W. D. Corbett, 
Firemens; Fred W. Kiefer, North Brit- 
ish & Mercantile. 

The organization meeting of the club 
was held in February, 1906, and the fact 
the club has been continuously active 
without a single interruption in that ac- 
tivity, illustrates the interest in its wel- 
fare which has always been taken by the 
members. 

One of the twenty-two charter mem- 
bers, Louis Weiderhold, Jr., at present 
secretary of the Underwriters’ Associa- 
tion of the Middle Department, pro- 
posed the name “Smoke & Cinder Club.” 
It is now known from coast to coast as 
one of the oldest field organizations of 
fire insurance company special agents 
now in existence. Its object as origi-: 
nally adopted was “to encourage its 
members in cultivating and advancing 
themselves in the field work of the va- 
rious fire insurance companies represent- 
ed by them, to tell each other how the 
work is to be done, and to do as little 
of it as possible themselves, to further 
the spirit of sociability among the fra- 
ternity and to furnish an excuse for 
coming together as often as possible for 
the purpose of having a high old time.” 

The object at present closely follows 
the original and is “to promote the spirit 
of sociability and good fellowship among 
members, to maintain correct practices 
by all proper and lawful methods, to 
study and discuss the problems of fire in- 
surance, and to encourage members to 
improve and advance themselves in their 
field work, as well as to assist each 
other and to labor for the common good 
of all.” 

An average membership of 125 has 
prevailed for several years and the of- 
ficers this year are: 

President, Frederick A. Ulam, Lon- 
don & Lancashire; vice-president, Frank 
W. Schratz, Superior; secretary, Robt. 
W. Maytham, Insurance Co. of North 
America, and treasurer, I. Warren Gor- 
ham, National Liberty. 





AGENTS’ CONVENTION SPEAKERS 


The National Association of Insurance 
Agents has assigned various officers to 
attend the annual meetings of state as- 
sociations which are to be held during 
the next three months. William B. Cal- 
houn, chairman of the executive commit- 
tee, will represent the National Associa- 
tion at five state conventions in May and 
June. He starts with the New York 
State meeting at Syracuse May 26-27 
and in June will address the conventions 
of agents of South Carolina, North Caro- 
lina, Virginia and West Virginia. Presi- 
dent Percy H. Goodwin of the National 
Association will be present at the Ore- 
gon state convention at Corvallis April 
27-28. Past-President W. Eugene Har- 
rington will represent the National As- 
sociation at the Mississippi convention 
at Jackson June 16-17 and Charles L. 
Gandy of the executive committee will 
attend the New England Association’s 
convention at Poland Springs, Me., June 


22-24. 
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Two Large New York 
Agencies Consolidate 


McDANIEL, CLOUD & MAESER 





Hooper & McDaniel and Chester M. 
Cloud Join Forces; Geo. G. Hooper 
Retires From the Firm 





Two prominent New York City agen- 
cies, those of Hooper & McDaniel and 
Chester M. Cloud, were consolidated on 
Wednesday, of this week under the name 
of McDaniel, Cloud & Maeser. 
G. Hooper, who has been in fire insur- 


George 


ance for a half century, retires from ac- 
firm but will 
continue in the business and will have 
his office with the consolidated agency. 
Edward Maeser joined the agency of 
Darby, Hooper & McDaniel in 1915 and 
for many years has been an underwriter 
in the office, becoming a partner in the 
agency on January 1, 1930. He has an 
excellent reputation among brokers and 
agents. 

The new firm will occupy the present 
quarters of Hooper & McDaniel at 15 
Gold street, Mr. Cloud giving up his of- 
fice at 63 Maiden Lane. The staff of 
Hooper & McDaniel is being retained 
together with some of those from the 
Cloud office. The remainder have been 


tive membership in the 


taken care of it is understood. Through 
the combination of agencies facilities 
will be broadened considerably. Hooper 


& McDaniel represent the National Lib- 
erty, Franklin Fire and the Hudson for 
fire lines and also the Franklin for auto- 
mobile, while Mr. Cloud has written 
automobile business in this area for the 
Home and Harmonia Fire and casualty 
covers with the Home Indemnity. 

Clarence McDaniel has been in insur- 
ance in New York City since 1913 when 
he formed a partnership with David M. 
Darby; previously local secretary of the 
Caledonian. The agency took over that 
company and later added others. Mr. 
Cloud has been in insurance here since 
1905 when he went with the American 
Fidelity Co, He became resident man- 
ager of the Fidelity & Deposit for cas- 
ualty business in 1910 and seven years 
later entered the agency business as an 
automobile and casualty specialist. 

George G. Hooper, who now retires 
from active service, is is one of the best 
known and highly respected producers in 
New York City. He started with the 
Liverpool & London & Globe in New 
York in 1882. Later he went with the 
old Alliance and in 1891 joined the In- 
surance Co. of North America. In 1915 
Mr. Hooper became a partner in the 
Darby & McDaniel agency and the of- 
fice became the representative for the 
North America. 


MICHIGAN CODE CHANGES 





Cowan Bill Would Control Reinsurance 
of Companies and Make Many 
Other Changes 

Many changes in the insurance code 
of Michigan would be made under a bill 
introduced this week by Senator Cowan, 
chairman of the Michigan senate insur- 
ance committee. Reinsurance of compa- 
nies especially would be put under the 
control of the insurance department. 

Fire and marine carriers ceding insur- 
ance to reinsurers would be required to 
place it with carriers licensed either in 
Michigan or some other state and such 
contracts could be maintained only so 
long as the “standard of solvency” of 
the reinsurers continued the same. That 
the department might be apprised of the 
reinsurers’ financial status, the licensed 
companies would. be required to submit 
a sworn statement of the reinsurer’s 
condition at the time the contract was 
entered into and annually thereafter 
during the life of the contract. 

A further provision would prohibit 
any company licensed there to accept re- 
insurance from another concern involv- 
ing Michigan property unless the lat- 
ter were licensed there also. 


AETNA (FIRE) OFFICE OPENED 





Vice-President Joseph W. Russell in 
Charge; Also Named Agent for 
the Standard Fire 


The Aetna (Fire) group formally 
opened on Wednesday its New York 
City department office of which Vice- 
President Joseph W. Russell of the 
Aetna is manager. This office takes 
over the business previously conducted 
by Russell & Ziegler, who acted as 
agents for the group. This agency has 
been dissolved. Also this week Mr. Rus- 
sell was appointed agent for the Stand- 


ard Fire of the Aetna Life group, Rus- 
sell & Ziegler heretofore represented the 
company. 


Harry G. Richard and John H. Deats 
will be underwriters in the fire depart- 
ment of the Aetna (Fire’s) new branch 
office and Herman Hauptman and Wil- 
liam Ziegler, Jr., underwriters in the 
automobile department. A. F, Brown is 
underwriter for out-of-town risks; Con- 
rad Fischer underwriter for the marine 
department and Harry A. Warden un- 
derwriter for inland marine risks. With 
the exception of Mr. Richard all have 
been with the Russell & Ziegler organi- 
zation for some time. 





BRONX ASS’N MEETING 

Herman A. Bayern, chairman of. the 
legislative committee of the General 
Brokers’ Association, will be the speaker 
at the April meeting of the Bronx In- 
surance Men’s Association which will be 
held next Tuesday at the East 148th 
Street Restaurant at 6 p. m. 





N. Y. FIELD CLUB MEETING 

The Suburban New York Field Club 
will hold its next meeting on Monday, 
April 6, at 12:30 o’clock at the Elks’ 
Club in Brooklyn. There will be uo 
speaker but the time and place for hold- 
ing the annual meeting will be consid- 
ered. : 


Without any question, the most 
valued fire insurance company in 


your office backs its requests for 


more of your business with real 


help in producing it. We believe 


that—and practice it. 


agent recently wrote: 


A Citizens 


“Your plan is an excellent one 


and should produce real 


results for any agency that 


will use it carefully and follow 


up promptly.” 


lf you need a fire insurance 
company that plans to help you 
“produce real results,’ write our 
Executive Office at Hartford. 


CITIZEN 


INSURANCE 


COMPANY 


OF NEW JERSEY 





EXECUTIVE OFFICE 
HARTFORD, CONN. 
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More Than 500 Attend 
N. Y. Brokers’ Dinner 


THIRTY - THIRD ANNIVERSARY 





Lunt, Goodwin, Butler and Schiff Spoke 
Briefly; Good-Fellowship Marks 
Affair at Biltmore 





Business cares and worries were for- 
gotten for a night when more than 500 
instrance company men, representatives 
of the New York State Insurance De- 
partment, agents, brokers and others as- 
sociated with insurance gathered in the 
magnificent grand ballroom of the Hotel 
Biltmore Tuesday evening to celebrate 
with a dinner, a few speeches and en- 
tertainment the thirty-third anniversary 
of the Insurance Brokers’ Association of 
New York. Some serious thoughts were 
expressed by-the speakers but for the 
most part the evening was given over to 
social pleasures, music and _ singing. 
Those present included many of the 
best-known personalities in their respec- 
tive fields, 

George P. Nichols of Gaines, Silvey & 
Nichols acted as toastmaster. Others at 
the head table included Edward C. Lunt, 
vice-president of the Great American 
Indemnity; H. A. Thellusson, first dep- 
uty superintendent of the New York In- 
surance Department, and Charles P. 
Butler, third deputy; Percy H. Goodwin, 
president of the National Association of 
Insurance Agents; President William 
Schiff of the Brokers’ Association; Louis 
J. Rice and Lyman E. Thayer, first vice- 
president and second vice-president re- 
spectively of the Brokers’ Association, 
and Raymond P. Dorland, former presi- 
dent of the association. 

Telegrams of regret were received 
from Governor Franklin D. Roosevelt 
who was unable to leave Albany because 
of pressure of work attending the clos- 
ing days of the legislative session; In- 
surance Superintendent George S. Van 
Schaick, who is in Rochester recovering 
from a recent attack of appendici- 
tis; Leighton Foster of Toronto, presi- 
dent of the Canadian Insurance Superin- 
tendents’ Association, and Theodore L. 
Rogers, of Little Falls, N. Y., president 
of the New York State Association: of 
Local Agents, Inc, 


Send Wire to Senator Knight 


Mr. Rogers in his wire requested that 
the brokers send a telegram to Senator 
John Knight at Albany, who is soon to 
retire to become a federal judge, asking 
him to give his full support to the pas- 
sage of the O’Brien bill, the agency 
qualification measure. This request was 
voted and such a message was dispatched 
during the dinner. 

President Schiff delivered his annual 
report in which he spoke of the various 
attempts: to reduce brokerage commis- 
sions. He said that many insurance com- 
missioners now understood more fully 
the real service rendered by brokers and 
that the acquisition cost committee, head- 
ed by Commissioner Livingston of Michi- 
gan, when making its report last year 
recommended no cuts in brokerage com- 
missions.. At the present time -Mr. 
Schiff said the one danger point is Texas 
where there are bills before the legis- 
lature providing for commission reduc- 
tions. 

Mr. Schiff called upon the Insurance 
Brokers’. Association of New York to 
maintain the high. standard of members 
and to aid in preserving the business 
upon a high plane. The present licensing 
of new brokers at a rapid rate he termed 
a big problem which experienced brokers 
should consider seriously. He mentioned 
the advertising campaign which the as- 
sociation is contemplating to acquaint 
the public with the fine type of seryice 
rendered by insurance brokers. 

Mr. Lunt delivered one of his charac- 
teristically humorous talks, taking for his 
subject, “The Broker is Always Wrong.” 
That was all he had to say on that sub- 
ject except that it is his opinion only 
brokers from out-of-town submit doubt- 
ful propositions to New York company 


managers. He also referred to his book 
on insurance bonds and mentioned. con- 
fidentially that he had been offered $10,- 
000 for the movie rights in New Zealand. 
His witty sayings were received by his 
listeners with considerable appreciation. 

Concluding Mr. Lunt said that if Su- 
perintendent Van Schaick were present 
his message to him would be that the in- 
surance companies are carrying on with 
loyalty and efforts for fair gains to their 
stockholders, with good faith to employes 
and competitors and fair dealings with 
the public. 


Goodwin on Hoover Dam 


After expressing .greetings to the 
brokers from the National Association 
of Insurance Agents Mr. Goodwin 
touched on the Hoover Dam bond con- 
troversy. He said the efforts to divert 
commissions from agents and brokers to 
a fund for engineering and service ex- 
nenses was a challenge to all producers. 
He asked whether this might mean the 
eradual elimination of commissions on all 
large risks in the future. In Mr. Good- 
win’s opinion the broker and agent must 
give serious thought to their positions in 
the insurance fabric. 

In the absence of Superintendent Van 
Schaick the greetings of the New York 
Tnsurance Department were extended by 
Deputy Superintendent Butler. He con- 
gratulated the brokers on the happy 
celebration of the association’s thirty- 
third anniversary and said that the fact 
that so many members of the Insurance 
Denartment were at the dinner showed 
their appreciation of the broker’s place 
in insurance. 

Mr. Butler urged the brokers to give 
full recognition to the position of trus- 
teeship which they hold by virtue of han- 
dling the public’s insurance needs and 
their premium funds. He said the or- 
ganized brokers should act as leaders 
in safeguarding the business and par- 
ticularly the premiums they receive as 
they are trust funds. The failure of 
hrokers to recognize this fundamental 
factor is the cause for most complaints 
reaching the Department Mr. Butler 
said. He recommended this problem to 
the attention of the brokers’ association 
and expressed the hope that it use its 
influence to reduce the evil of non-pay- 
ment of premiums received from as- 
sureds. 

Entertainment was provided before 
and after the speaking by a lively orches- 
tra led by Charlie Marks; the Sunshines, 
who demonstrated tricks of mental tel- 
epathy; Sonia, a Russian accordionist, 
and Crawford Adams, violinist. George 
Tamblyn was master of ceremonies. 





Cc. C. DOMINGE TO ACT 


It is seldom that a prominent fire in- 
surance man. can “double in- brass” as an 
actor but such is the case with Charles 
C. Dominge, secretary of the ‘Great Am- 
erican. The Old Timers of. the New 
York Fire Insurance Exchange. will hold 
their annual dinner at the Drug & Chem- 
ical Club on the evening. of April 9 and 
Mr. Dominge will give scenes” from 
“Cardinal Richelieu” and the “Sign of 
the Rose.” As a youth he. played in 
“medicine” shows and once as a super 
carried a spear for Richard Mansfield. 





CONN. POLICY BILL HEARING 


Consolidated opposition to a bill pro- 
posing the. substitution in Connecticut 
of the standard form of fire policy now 
used in New York State appeared at a 
hearing on the bill: held~Fuesday after- 
noon in Hartford. Several Connecticut 
fire company executives registered their 
protest against the bill and in addition 
the opposition of the National Board of 
Fire Underwriters and the Connecticut 
Association of Insurance Agents was re- 
corded. Subsequent to the hearing it 
was learned that the insurance commit- 
tee of the lower house made an unfavor- 
able report on the bill. The objections 
were that the Connecticut policy is sat- 
isfactory and that a change would mean 
needless expense: 


A perfect fit” 


means advertising custom-tailored 





By advertising specialists 
to fit that individual agency’s needs. 


‘., ustom-tailored advertising counsel 
may be had by each of our agencies 
by consulting our Advertising Department. 
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Two Large New York 
Agencies Consolidate 


McDANIEL, CLOUD & MAESER 





Hooper & McDaniel and Chester M. 
Cloud Join Forces; Geo. G. Hooper 
Retires From the Firm 





Two prominent New York City agen- 
cies, those of Hooper & McDaniel and 
Chester M. Cloud, were consolidated on 
Wednesday, of this week under the name 
of McDaniel, Cloud & Maeser. George 
G. Hooper, who has been in fire insur- 
ance for a half century, retires from ac- 
tive membership in the firm but will 
continue in the business and will have 
his office with the consolidated agency. 
Edward Maeser joined the agency of 
Darby, Hooper & McDaniel in 1915 and 
for many years has been an underwriter 
in the office, becoming a partner in the 
agency on January 1, 1930. He has an 
excellent reputation among brokers and 
agents. 

The new firm will occupy the present 
quarters of Hooper & McDaniel at 15 
Gold street, Mr. Cloud giving up his of- 
fice at 63 Maiden Lane. The staff of 
Hooper & McDaniel is being retained 
together with some of those from the 
Cloud office. The remainder have been 


taken care of it is understood. Through 
the combination of agencies facilities 
will be broadened considerably. Hooper 


& McDaniel represent the National Lib- 
erty, Franklin Fire and the Hudson for 
fire lines and also the Franklin for auto- 
mobile, while Mr. Cloud has _ written 
automobile business in this area for the 
Home and Harmonia Fire and casualty 
covers with the Home Indemnity. 

Clarence McDaniel has been in insur- 
ance in New York City since 1913 when 
he formed a partnership with David M. 
Darby; previously local secretary of the 
Caledonian. The agency took over that 
company and later added others. Mr. 
Cloud has been in insurance here since 
1905 when he went with the American 
Fidelity Co, He became resident man- 
ager of the Fidelity & Deposit for cas- 
ualty business in 1910 and seven years 
later entered the agency business as an 
automobile and casualty specialist. 

George G. Hooper, who now retires 
from active service, is is one of the best 
known and highly respected producers in 
New York City. He started with the 
Liverpool & London & Globe in New 
York in 1882. Later he went with the 
old Alliance and in 1891 joined the In- 
surance Co. of North America. In 1915 
Mr. Hooper became a partner in the 
Darby & McDaniel agency and the of- 
fice became the representative for the 
North America. 





MICHIGAN CODE CHANGES 





Cowan Bill Would Control Reinsurance 
of Companies and Make Many 
Other Changes 
Many changes in the insurance code 
of Michigan would be made under a bill 
introduced this week by Senator Cowan, 
chairman of the Michigan senate insur- 
ance committee. Reinsurance of compa- 
nies especially would be put under the 

control of the insurance department. 

Fire and marine carriers ceding insur- 
ance to reinsurers would be required to 
place it with carriers licensed either in 
Michigan or some other state and such 
contracts could be maintained only so 
long as the “standard of solvency” of 
the reinsurers continued the same. That 
the department might be apprised of the 
reinsurers’ financial status, the licensed 
companies would be required to submit 
a sworn statement of the reinsurer’s 
condition at the time the contract was 
entered into and annually thereafter 
during the life of the contract. 

A further provision would prohibit 
any company licensed there to accept re- 
insurance from another concern involv- 
ing Michigan property unless the lat- 
ter were licensed there also. 


AETNA (FIRE) OFFICE OPENED 





Vice-President Joseph W. Russell in 
Charge; Also Named Agent for 
the Standard Fire 
The Aetna (Fire) group formally 
opened on Wednesday its New York 
City department office of which Vice- 
President Joseph W. Russell of the 
manager. This office takes 
over the business previously conducted 
by Russell & Ziegler, who acted as 
agents for the group. This agency has 
been dissolved. Also this week Mr. Rus- 
sell was appointed agent for the Stand- 


Aetna is 


ard Fire of the Aetna Life group, Rus- 


sell & Ziegler heretofore represented the 
company. 


Harry G. Richard and John H. Deats 
will be underwriters in the fire depart- 
ment of the Aetna (Fire’s) new branch 
office and Herman Hauptman and Wil- 
liam Ziegler, Jr., underwriters in the 
automobile department. A. F, Brown is 
underwriter for out-of-town risks; Con- 
rad Fischer underwriter for the marine 
department and Harry A. Warden un- 
derwriter for inland marine risks. With 
the exception of Mr. Richard all have 
been with the Russell & Ziegler organi- 
zation for some time. 


BRONX ASS’N MEETING 

Herman A. Bayern, chairman of. the 
legislative committee of the General 
Brokers’ Association, will be the speaker 
at the April meeting of the Bronx In- 
surance Men’s Association which will be 
held next Tuesday at the East 148th 
Street Restaurant at 6 p. m. 





N. Y. FIELD CLUB MEETING 

The Suburban New York Field Club 
will hold its next meeting on Monday, 
April 6, at 12:30 o’clock at the Elks’ 
Club in Brooklyn. There will be no 
speaker but the time and place for hold- 
ing the annual meeting will be consid- 
ered. ‘ 


Without any question, the most 
valued fire insurance company in 


your office backs its requests for 


more of your business with real 


help in producing it. We believe 


that—and practice it. 


agent recently wrote: 


A Citizens 


“Your plan is an excellent one 


and should produce real 


results for any agency that 


will use it carefully and follow 


up promptly.” 


lf you need a fire insurance 
company that plans to help you 
“produce real results,” write our 
Executive Office at Hartford. 


CIiTtiZzeNw 
INSURANCE 


COMPANY 


OF NEW JERSEY 





EXECUTIVE OFFICE 
HARTFORD, CONN. 
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More Than 500 Attend 
N. Y. Brokers’ Dinner 


THIRTY - THIRD ANNIVERSARY 





Lunt, Goodwin, Butler and Schiff Spoke 
Briefly; Good-Fellowship Marks 
Affair at Biltmore 





3usiness cares and worries were for- 
gotten for a night when more than 500 
insurance company men, representatives 
of the New York State Insurance De- 
partment, agents, brokers and others as- 
sociated with insurance gathered in the 
magnificent grand ballroom of the Hotel 
Biltmore Tuesday evening to celebrate 
with a dinner, a few speeches and en- 
tertainment the thirty-third anniversary 
of the Insurance Brokers’ Association of 
New York. Some serious thoughts were 
expressed by-the speakers but for the 
most part the evening was given over to 
social pleasures, music and _ singing. 
Those present included many of the 
best-known personalities in their respec- 
tive fields, 

George P. Nichols of Gaines, Silvey & 
Nichols acted as toastmaster. Others at 
the head table included Edward C. Lunt, 
vice-president of the Great American 
Indemnity; H. A. Thellusson, first dep- 
uty superintendent of the New York In- 
surance Department, and Charles P. 
sutler, third deputy; Percy H. Goodwin, 
president of the National Association of 
Insurance Agents; President William 
Schiff of the Brokers’ Association; Louis 
J. Rice and Lyman E. Thayer, first vice- 
president and second vice-president re- 
spectively of the Brokers’ Association, 
and Raymond P. Dorland, former presi- 
dent of the association. 

Telegrams of regret were received 
from Governor Franklin D. Roosevelt 
who was unable to leave Albany because 
of pressure of work attending the clos- 
ing days of the legislative session; In- 
surance Superintendent George S. Van 
Schaick, who is in Rochester recovering 
from a recent attack of appendici- 
tis; Leighton Foster of Toronto, presi- 
dent of the Canadian Insurance Superin- 
tendents’ Association, and Theodore L. 
Rogers, of Little Falls, N. Y., president 
of the New York State Association ‘of 
Local Agents, Inc, 


Send Wire to Senator Knight 


Mr. Rogers in his wire requested that 
the brokers send a telegram to Senator 
John Knight at Albany, who is soon to 
retire to become a federal judge, asking 
him to give his full support to the pas- 
sage of the O’Brien bill, the agency 
qualification measure. This request was 
voted and such a message was dispatched 
during the dinner. 

President Schiff delivered his annual 
report in which he spoke of the various 
attempts to reduce brokerage commis- 
sions. He said that many insurance com- 
missioners now understood more fully 
the real service rendered by brokers and 
that the acquisition cost committee, head- 
ed by Commissioner Livingston of Michi- 
gan, when making its report last year 
recommended no cuts in brokerage com- 
missions. At the present time -Mr. 
Schiff said the one danger point is Texas 
where there are bills before the legis- 
lature providing for commission reduc- 
tions. 

Mr. Schiff called upon the Insurance 
Brokers’. Association of New York to 
maintain the high.standard of members 
and to aid in preserving the business 
upon a high plane. The present licensing 
of new brokers at a rapid rate he termed 
a big problem which experienced brokers 
should consider seriously. He mentioned 
the advertising campaign which the as- 
sociation is contemplating to acquaint 
the public with the fine type of service 
rendered by insurance brokers. 

Mr. Lunt delivered one of his charac- 
teristically humorous talks, taking for his 
subject, “The Broker is Always Wrong.” 
That was all he had to say on that sub- 
ject except that it is his opinion only 
brokers from out-of-town submit doubt- 
ful propositions to New York company 


managers. He also referred to his book 
on insurance bonds and mentioned con- 
fidentially that he had been offered $10,- 
000 for the movie rights in New Zealand. 
His witty sayings were received by his 
listeners with considerable appreciation. 

Concluding Mr. Lunt said that if Su- 
perintendent Van Schaick were present 
his message to him would be that the in- 
surance companies are carrying on with 
loyalty and efforts for fair gains to their 
stockholders, with good faith to employes 
and competitors and fair dealings with 
the public. 


Goodwin on Hoover Dam 


After expressing .greetings to the 
brokers from the National Association 
of Insurance Agents Mr. Goodwin 
touched on the Hoover Dam bond con- 
troversy. He said the efforts to divert 
commissions from agents and brokers to 
a fund for engineering and service ex- 
nenses was a challenge to all producers. 
He asked whether this might mean the 
eradual elimination of commissions on all 
large risks in the future. In Mr. Good- 
win’s opinion the broker and agent must 
give serious thought to their positions in 
the insurance fabric. 

In the absence of Superintendent Van 
Schaick the greetings of the New York 
Tnsurance Department were extended by 
Deputy Superintendent Butler. He con- 
eratulated the brokers on the happy 
celebration of the association’s thirty- 
third anniversary and said that the fact 
that so many members of the Insurance 
Denartment were at the dinner showed 
their appreciation of the broker’s place 
in insurance. 

Mr. Butler urged the brokers to give 
full recognition to the position of trus- 
teeship which they hold by virtue of han- 
dling the public’s insurance needs and 
their premium funds. He said the or- 
ganized brokers should act as leaders 
in safeguarding the business and par- 
ticularly the premiums they receive as 
they are trust funds. The failure of 
hrokers to recognize this fundamental 
factor is the cause for most complaints 
reaching the Department Mr. Butler 
said. He recommended this problem to 
the attention of the brokers’ association 
and expressed the hope that it use its 
influence to reduce the evil of non-pay- 
ment of premiums received from as- 
sureds. 

Entertainment was provided before 
and after the speaking by a lively orches- 
tra led by Charlie Marks; the Sunshines, 
who demonstrated tricks of mental tel- 
epathv; Sonia, a Russian accordionist, 
and Crawford Adams, violinist. George 
Tamblyn was master of ceremonies. 





Cc. C. DOMINGE TO ACT 


It is seldom that a prominent fire in- 
surance man. can “double in- brass” as an 
actor but such is the case with Charles 
C. Dominge, secretary of the:'Great Am- 
erican. The Old Timers of the New 
York Fire Insurance Exchange. will hold 
their annual dinner at the Drug & Chem- 
ical Club on the evening. of April 9 and 
Mr. Dominge will give scenes_ from 
“Cardinal Richelieu” and the “Sign of 
the Rose.” As a youth he. played in 
“medicine” shows and once as a super 
carried a spear for Richard Mansfield. 





CONN. POLICY BILL HEARING 


Consolidated opposition to a bill pro- 
posing the. substitution in Connecticut 
of the standard form of fire policy now 
used in New York State appeared at a 
hearing on the bill held~Fuesday after- 
noon in Hartford. Several Connecticut 
fire company executives registered their 
protest against the bill and in addition 
the opposition of the National Board of 
Fire Underwriters and the Connecticut 
Association of Insurance Agents was re- 
corded. Subsequent to the hearing it 
was learned that the insurance commit- 
tee of the lower house made an unfavor- 
able report on the bill. The objections 
were that the Connecticut policy is sat- 
isfactory and that a change would mean 
needless expense: 


A perfect fit” 


means advertising custom-tailored. 





By advertising specialists 


to fit that individual agency’s needs. 


C ustom-tailored advertising counsel 
may be had by each of our agencies 
by consulting our Advertising Department. 
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Florida Commissioner 
Asks More Authority 


FOR AGENCY QUALIFICATION 


W. V. Knott Also Seeks Auto Financial 
Responsibility Legislation and Work- 
men’s Compensation Law 





Speaking to the annual convention of 
the Florida local agents’ association, in 
session at Orlando last week, W. V. 
Knott, insurance commissioner of the 
state, said again, as he had said in his 
report to the governor on June 3, last, 
that: 

“The Legislature should also protect 
the public by requiring evidence of finan- 
cial responsibility on the part of own- 
ers of automobiles; or in lieu thereof, 
some form of surety bond or liability in- 
surance to cover damages to persons 
or property through the careless driv- 
ing of motor vehicies on the public high- 
ways.” 

His statement is taken to mean that he 
will favor and perhaps push such form 
of coverage in the session of the Legis- 
lature beginning the first Tuesday in 
April. He also hopes that the Legisla- 
ture will pass a satisfactory workmen’s 
compensation law, Florida being one of 
only five states without such a measure. 

The commissioner agrees with the 
agents that the agency qualification stat- 
ute should be strengthened by making 
it possible for the departmen to incur 
such expenses as are necessary to make 
investigations, an authority which is not 
now carried in the act. He also urges 
support for the provision sought by the 
late Commissioner J. C. Luning, and by 
himself in the last session, for the licens- 
ing of insurance adjusters. Without in- 
tent to reflect upon either the companies 
or the adjusters, or even to criticize 
methods, he does hold to the belief that 
the department should have larger con- 
trol of them. “I consider it of more 
importance to the insuring public to get 
prompt and equitable adjustment of loss- 
es than any other one detail of the busi- 
ness,” he said. 

Mr. Knott is anxious that the law 
makers enlarge the authority of the de- 
partment to pass upon all forms of in- 
surance policies, or prescribe standard 
provisions for all classes of policies, for 
the protection of the public. 

Another bad situation as insurance 
goes is the licensing under the general 
laws of so-called non-profit corporations 
which issue contracts that are in effect 
policies of insurance but not so called. 
The commissioner hopes that the laws 
will be amended as to define insurance 
and limit the writing of any contract 
of insurance to companies having author- 
ity to do insurance business in the state. 
Non-admitted companies are giving a lot 
of trouble by soliciting business by mail 
and Mr. Knott expresses the hope that 
Congress may pass a law to prevent the 
sale by any company of insurance in a 
state in which it is not licensed as an 
insurance carrier. 


BONITO’S CHICAGO OFFICE 

Alan H. Bonito of Alan H. Bonito & 
Co., inland marine general agents in New 
York for the National Liberty and the 
New Hampshire, has opened a Western 
office at Chicago. William D. Anderson 
is manager and vice-president there. He 
has been Lloyd’s agent in Philadelphia 
and before that was with Wm. H. McGee 
& Co. both in the New York and Chi- 
cago offices. 





HENDERSON AGENCY ENLARGED 





Alan D. Will Becomes Member of Agen- 
cy at Herkimer, N. Y., Which Has 
Been ‘Incorporated 

Alan D. Will, who has had insurance 
experience in the New York metropoli- 
tan area, has joined the well known Hen- 
derson Agency of Herkimer, N. Y. Mr. 
Will is a native of Herkimer and the 
son of Village Trustee-Elect and Mrs. 
Irving G. Will. He becomes vice-presi- 
dent and treasurer of the agency which 
will be incorporated under the name of 
the Henderson Agency, Inc., according 
to John TD. Henderson, president. 

Mr. Will is a graduate of Columbia 
University and was engaged in business 
in New York for several years. In-the 
insurance business he was connected 
with the real estate and insurance firm 
of Karsten & Lennikin. The Henderson 
Agency was founded in 1866 by John E. 
Gray and the late William Prowse. In 
1872 the business was purchased by John 
D. Henderson, father of the present head 
of the company, and Levi A. Lawton and 
operated under the name of Henderson 
& Lawton until 1891, when the late Luke 
T. DuBois bought the interest of Mr. 
Lawton, The present Mr. Henderson 
became sole owner of the agency in 1920. 
He is also a director of the Excelsior 
Insurance Co. of Syracuse and chair- 
man of the Civic Relations Committee of 
the New York State Association of Lo- 
cal Agents. 





ILLINOIS AGENTS MEET 


A mid-winter meeting of the Illinois 
Association of Insurance Agents was 
held April 2 at Springfield to consider 
legislative matters, particularly the 
agents’ and brokers’ qualification and 
licensing bills now before the Illinois 
Legislature. There were morning and 
afternoon sessions with a banquet in the 
evening at which C. J. Doyle, associate 
counsel for the National Board, was 
toastmaster. Leo H. Lowe, director of 
trade and commerce, and Harry W. Han- 
son, superintendent of insurance, were 
guests. 


STURHAHN GOING ABROAD 

President Carl F. Sturhahn of the 
Rossia and Vice President Rodney Hitt 
are sailing to Europe early this month 
in connection with the extensive _inter- 
ests of the Rossia in Germany, France 
and England. It is expected that while 
in Germany they will attend the general 
meeting of the Iduna Holding Co., the 
principal German subsidiary of the Ros- 
sia International. This meeting will be 
held about the middle of May. 


NAMED AS BOSTON AGENTS 

The London & Lancashire has ap- 
pointed Jordan, Read & Co. of Boston 
as general agents for Boston and the 
metropolitan district, and Frank Gair 
Macomber, Inc., as general agent for 
Boston and the metropolitan area for 
the English-American Underwriters De- 
partment of the London & Lancashire. 
Both these Boston offices are among the 
most prominent in that city and enjoy 
fine reputations. 


MUST MAKE UP DEFICIT 

The Mutual Fire of Hartford County, 
Maryland, must make up a deficit in its 
required $200,000 surplus within ninety 
days or cease business in Virginia, the 
Virginia State Corporation Commission 
has ruled. The annual report showed a 
surplus $20,000 below the required 
amount. 








Gives Radio Talk Qn 
N. Y. Fire Rating Body 


OUTLINES HOSPITAL SURVEY 





L. E. Fermoile, District Secretary, Speaks 
at Rochester on Program of the 
Local Board There 





The workings of the New York Fire 
Insurance Rating Organization were ex- 
plained to the public in. western New 
York State last Friday night by L. E. 
Fermoile, district secretary of the or- 
ganization, in a radio address over Sta- 
tion WHAM in Rochester. This talk 
was sponsored by the Underwriters’ 
Board of Rochester as part of the agents’ 
radio campaign to educate the public fur- 
ther on insurance matters. In his ad- 
dress Mr. Fermoile said in part: 

“Just now the New York Fire Insur- 
ance Rating Organization is making a 
state-wide survey of all hospitals on the 
approved list of the American College 
of Surgeons. This is not being done for 
rating purposes; this is the underwriters’ 
contribution toward the safety of thou- 
sands of bed-ridden patients in scores 
of institutions, It is dedicated to human 
suffering. Exhaustive inspection and in- 
vestigation of all hazards are being made. 
The result comes in the form of a print- 
ed report with maps and recommenda- 
tions which is submitted to the hospital 
officials for study and action. These sur- 
veys are costing our organization thou- 
sands of dollars. 

“T wish to leave the impression that 
the New York Fire Insurance Rating 
Organization is an intensely sympathetic 
organization, eager to co-operate with 
property owners in every way to reduce 
fire risks and lower rates. If our stand- 
ards seem high to you, remember our 
work is to remove some of the combusti- 
bility from the American city so that we 
can keep the cost of fire insurance with- 
in reason. 

“Many outsiders look upon fire insur- 
ance rate making as some kind of a gam- 
bling racket. Perhaps they think that a 
lot of numbers are thrown in a high silk 
hat and pulled out by a blindfolded rat- 
ing manager and assigned to various 
buildings. Nothing could be further from 
the truth. Rates are made by using 
schedules which recognize scores of fac- 
tors, such as height of building, area, 
floor openings, number of tenants, na- 
ture of business transacted or product 
manufactured, devices for internal fire 
protection, location from hydrants and 
fire departments, and a multitude of oth- 
er influencing conditions. 

“That explains why some buildings ob- 
tain a rate as low as eight cents a hun- 
dred and others as high as three dollars 
a hundred of insurance. It is in the power 
of the property ovaner to make his own 
rate by constructing and improving his 
real estate on the basis of these sched- 
ules. Architects and builders should also 
be familiar with fire insurance rating 
methods so that they can give proper 
advice to their customers.” 





HOME MEDAL TO R. A. SQUIRE 

Robert A. Squire, vice-president of the 
W. H. Squire Co., at Meriden, Conn., 
has been awarded a silver medal by the 
Home in recognition of his twenty-five 
years of service. Presentation was made 
by State Agent Henry C. Seydel. Mr. 
Squire was graduated from Yale in 1904 
and became associated with his father 
Wilbur H. Squire in 1906. 


AGENCY 25 YEARS OLD 


On April 1 Troxell, Kikendall & (4, 
leading agents at Springfield, Ill, ceie- 
brated the twenty-fifth anniversary of 
the orgariization of the firm and the 
occasion. took on special significance 
when letters and telegrams of congra‘i:- 
lations were received from many parts 
of the country. When R. W. Troxell 
and W. C. Kikendall became associated 
in business in 1906 through purchase of 
the business of W. S. Troxell & Sons, 
which was owned by Mr. Troxell’s fath«r, 
Mr. Troxell was an Illinois fieldman for 
the Aachen & Munich, and Mr. Kiken- 
dall was employed in the offices of the 
Wabash railroad shops, soliciting insur- 
ance at night. The firm now represents 
a number of the leading companies in 
the country and Mr. Troxell is presi- 
dent of the Illinois Association of In- 
surance Agents and an officer of the 
Insurance Federation of Illinois. 





NEW MEXICO OFFICIAL 


Max Fernandez has been appointed 
superintendent of insurance for New 
Mexico by the State Corporation Com- 
mission. Mr. Fernandez was formerly 
chairman of the Corporation Commis- 
sion. He succeeds J. H. Vaughan as head 
of the insurance department. 





Hospital Hazards 


(Continued from Page 1) 


oughly the lives and property of those 
entrusted to their care are not receiving 
proper recognition from the public. Nor 
is public pressure being brought to bear 
upon those institutions which still main- 
tain dangerous fire hazards. While the 
public classifies hospitals on the basis of 
medical service it generally fails to be 
influenced by comparative fire hazards, 
according to current statements. 

The contention is made in fire insur- 
ance circles that although a majority of 
hospitals in the large cities have awak- 
ened to the necessity of conscious efforts 
to reduce fire hazards, many hospitals 
and private sanitariums in smaller lo- 
calities are not up to standard. These 
institutions, a large number of them 
maternity hospitals, are patronized free- 
ly by the public with little fear displayed 
about fire risks. Hospital patients gen- 
erally, by virtue of their presence, are 
bed-ridden or at least so far below par 
physically that they would be unable to 
escape readily and without assistance in 
the event of fire. This situation should, 
underwriters contend, call for more than 
normal care in fire prevention work and 
yet patients and the public show a calm 
indifference. 

It is said that many of these smaller 
hospitals, while rating first class for 
medical work, are nevertheless virtual 
fire traps because of their construction, 
occupancy and/or lack of well-organized 
fire preventive methods. There are hos- 
pitals in this country in buildings con- 
verted from dwelling houses and lack- 
ing sufficient means of escape from fire. 
Hospitals often are fundamentally haz- 
ardous risks because of the presence of 
explosive gasses, large cooking facilities, 
X-ray machines and films and other fac- 
tors tending to enhance fire risks. The 
fact that more hospital fires have not 
occurred is due primarily, underwriters 
say, to individual vigilance and a sense 
of responsibility on the part of hospital 
owners or operators rather than because 
the public itself, which patronizes these 
hospitals, has insisted upon safety meas- 
ures, 
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LOYALTY GROUP 


‘TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions: 
Faith in Yourself: Faith in the Present; and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity. reads the record and inexorably records the verdict. 


The Verdict is. always has been. and always will be that True Optimism is justified and its results proven: 
that False Optimism cannot last because of its unsound foundation. and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 


History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more prosperous in the year 1900 than in the year 1000 A. D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘‘Now Faith is the substance of things hoped for, the evidence of things not seen’. 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes. however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. . 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. ' 

a NEAL BASSETT, President. 
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THE GIRARD FIRE AND MARINE INSURANCE COMPANY. 
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THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 

NEAL BASSETT, President 
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NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
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SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
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WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 
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F. B. ZELLER ROYAL MANAGER 





Succeeds to Post Formerly Held by John 
E. Hoffman as Head of the 
Marine Department 

Frank B. Zeller has been appointed 
marine manager of the Royal following 
a twelve-month period during which he 
has served in the capacity of acting un- 
derwriter. He will also be marine man- 
ager for the Queen and the Newark Fire 
of the same group. Mr. Zeller succeeds 
John E. Hoffman who resigned about a 
year ago to become United States man- 
ager of the British & Foreign. 

Mr. Zeller has been associated with 
Royal for the last sixteen years and is 
well qualified by specialized experience 
and training for the responsibilities of 
his new position. He secured valuable 
training under Mr. Hoffman, one of the 
best-known marine underwriters in New 
York, and during the last year proved 
his fitness to be appointed manager. 





AGRICULTURAL LOSSES RISE 

The 1930 drought in the Middle-West 
district caused an increase of about 
$25,000,000 in the agricultural fire loss 
according to a report submitted to the 
meeting last week in Washington of the 
National Fire Waste Council. With the 
normal agricultural loss about $100,000,- 
000 this additional figure would bring 
last year’s losses to $125,000,000. Part 
of the increase is attributed to a re- 
duction in the care given farm property 
because of the business depression. 





LOCKWOOD AGENCY MOVES 

The Lockwood Agency, Inc., of New 
York City, has moved to the grade floor 
at 128 William street. It is now in the 
same offices as the New York branch 
office of the Commercial Casualty. The 
Lockwood Agency represents one of the 
Firemen’s of Newark group with which 
group the Commercial Casualty is also 
affiliated. 





ROCKNE A FIRE CO. DIRECTOR 


Knute Rockne, nationally famous foot- 
ball coach of Notre Dame, who was 
killed Tuesday in an airplane accident 
in the West, was a director of the Mer- 
chants & Manufacturers Fire of the 
Corroon & Reynolds group. Joseph M. 
Byrne, Jr., of Newark, chairman of the 
board of the M. & M., was a close friend 
of Rockne who made several visits to 
Newark in the last few years. 





FRISCO I. U. B. BRANCH 

A Pacific Coast branch of the Inter- 
state Underwriters’ Board is to be es- 
tablished at San Francisco about May 1. 
This branch will be under the supervi- 
sion of H. F. Badger, secretary of the 
Board of Fire Underwriters of the Pa- 
cific, with W. T. Seawell as the examiner 
in active charge. He has been a mem- 
ber of the examining department of the 
board for a number of years and has 
been recently at the New York head- 
quarters of the I. U. B. preparing for 
his new duties. 





HARTFORD GENERAL AGENTS 

The Hartford Fire has appointed 
Turner & Thomas, Inc., as general 
agents for Baltimore. This office has 
been in operation since 1898 and does 
a large agency and brokerage business. 
The firm consists of George J. Turner, 
president; Ralph G. Bittle, secretary 
and C. L. Rosendale, treasurer. Turner 
& Thomas, Inc., are now located in 
larger quarters at 804-09 Garrett Build- 
ing. 


_ NEW JERSEY FIRE LOSSES 

Estimated fire losses for March in New 
Jersey have been placed at $1,128,000, a 
decrease of more than two millions over 
the same month in 1930. The estimated 
losses for the first three months are 
placed at $2,482,000 compared with $6,- 
306,000 for the same period of 1930, a 
drop of nearly $4,000,000. 


HUGE BRIDGE AND TUBE COVER 


$55,000,000 Placed On Holland Tunnel 
And New Hudson River Bridge; 
$91,300 Annual Premium 

The Port of New York Authority this 
week took out “all-risks” insurance on 
the Holland Tunnel for $30,000,000 and 
on the new Hudson River bridge for 
$25,000,000. The tube coverage is en- 
tirely new while the bridge policy is 
slightly in excess of the existing protec- 
tion. The policies are for three years 
and the insurance will be placed in about 
fifty fire and marine companies. 

The brokers who handled the contract 
are Joseph S. Frelinghuysen, former U. 
S. Senator and president of the Stuy- 
vesant Fire group, and Arthur Murray 
of Francis C.-Carr & Co. insurance 
brokers here. Mr. Murray is a brother 
of M. T. Murray, son-in-law of J. F. 
Galvin, chairman of the Port Authority. 
The policy will cost $1.66 a $1,000 a year, 
making a total premium of $91,300 an- 
nually. This is considered a low rate. 





J. W. McALISTER HEADS GROUP 

John W. McAlister, son of A. W. 
McAlister, retiring president of the three 
fire. insurance companies of the Mc- 
Alister group at Greensboro, N. C.,, 
namely, the Pilot Fire, the George Wash- 
ington Fire and the Greensboro Fire, 
was elected president of the companies 
at the annual meeting of the directors 
this week at the home office at Sedge- 
field. The new president, upon his grad- 
uation from Davidson College in 1915, 
began his active connection with the Mc- 
Alister group. 





RESIGNS NATIONAL UNION 

_ Charles E. Wickham, one of the lead- 
ing agents in New York City, has re- 
signed as agent for the National Union 
companies of Pittsburgh. He has given 
up the general agency for the National 
Union Fire for New York City, the New 
York suburban territory and Nutley, 
N. J., and also his connection with the 
National Union Indemnity. 











Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


Franklin W. Fort 


18 Washington Place, Newark, N. J. 





(Denmark) 


Thomas B. Donaldson 
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BOSTON GIVES $100 IN PRIZES 


The Boston Insurance Co. is follow- 
ing its plan of other years in offering 
$100 to be distributed as prizes to those 
securing the highest marks in the fire 
branch examinations of the Insurance 
Institute of America, Inc., which will 
be given in Boston under the super- 
vision of the Insurance Library Associa- 
tion of Boston. To the student com- 
pleting the three-year fire course with 
the highest average marks in all subjects 
$50 will be given. A prize of $25 will 
be given the student in the senior fire 
course with the highest average marks 
and $10 will be presented to the student 
with the second ranking. Those’ receiv- 
ing the third, fourth and fifth highest 
marks will receive $5 each. 





HUTCHINSON WITH FIRE ASS’N 


C. E. Hutchinson has been appointed 
special agent for West Virginia for the 
Fire Association of Philadelphia. He 
will succeed Albert J. Ruth who has 
been transferred to the Pennsylvania 
territory. Mr. Hutchinson is a native 
of West Virginia and was graduated 
from the University of West Virginia 
in 1924. Since then he has had train- 
ing as a rating engineer and special 
agent. 





The Safest Kind of Insurance 


follow your advice. 


59 MAIDEN LANE 


HE best fire insurance is the cheapest 

because it is the safest. As a repre- 

sentative of the Carolina, you are 
selling a quality product—policies backed 
by adequate finances and a reputation for 
fairness and reliability. 

When a man buys fire insurance, he 
wants the best possible protection. He 
will not buy cut-rate insurance if he thinks 
it does not offer absolute safety. If you 
will explain to him that he cannot afford 
to have any but the best, such as that 
issued by a first-class stock fire insurance 
company like the Carolina, he will probably 

The 
Carolina Insurance Company 
WILFRED KURTH, Pres. 
A) = = NEW YORK,N. Y. 
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ERNEST F. WOOLSTON DIES 

Ernest F. Woolston, assessor of Ocean 
Grove, N. J., and a member of one of 
the leading insurance agencies there, 
died recently from pneumonia. He was 
twenty-seven years of age and is sur- 
vived by his widow, the former Miss 
Mary L. Gray to whom he was married 
last December; his parents, Mr. and Mrs. 
Ernest N. Woolston, and a sister, Mrs. 
L. Reznor Ward. After completing his 
schooling the late Mr. Woolston entered 
the employ of his father in the real 
estate and insurance business and on 
January 1, 1928, was admitted as a part- 
ner to the firm which became Ernest N. 
Woolston & Son. His father is well- 
known among insurance men in that 
part of New Jersey. 


BOSTON SOCIETY MEETING 

There was a large attendance at the 
special meeting of the Insurance Society 
of Massachusetts held at the University 
Club on the evening of March 26. Din- 
ner was served with William T. Jordan, 
president, as toastmaster. An important 
business session was held immediately 
after the dinner when the committee on 
revision of bylaws submitted a number 
of recommendations which were acted 
upon. The evening closed with motion 
pictures of the Boston Fire Department 
in action shown by Lieutenant James 
Donovan, aide to Fire Commissioner 
Edward F. McLaughlin. The Corbett 
Sisters furnished entertainment and a 
number of selections were given by Nor- 
man Ray, well known insurance man, 
and his orchestra. 


NEW NATIONAL UNION OFFICE 


The National Union Fire has opened a 
Pacific Coast inland marine department 
at San Francisco with George Ingram 
as manager. He arrived recently from 
the home office at Pittsburgh. Mr. In- 
gram was formerly with the Northwest 
marine branch office at Seattle of the 
Insurance Co. of North America for six 
years. The new National Union office 
will write all forms of inland marine 
approved by the Inland Marine Under- 
writers’ Association. 


FORT TO SPEAK IN ARKANSAS 
Franklin W. Fort, vice-president and 
general manager of the Eagle Fire of 
Newark, and former United States Con- 
gressman, will speak before the annual 
convention of the Arkansas Bankers 
Association April 28-29 at Fort Smith. 
During the World War Mr. Fort was 
the Food Administration representative 
in Arkansas and during the present cri- 
sis in that state he has made several 
noteworthy appeals for the stricken. 











GEO. W. CUYLER RESIGNS 

George W. Cuyler, superintendent 0 
the automobile department of the Lon- 
don Assurance, has resigned, effective 
April 15, to join the executive staff of a 
large restaurant chain in Philadelpina. 
Prior to joining the London in 1924 Mr. 
Cuyler was an independent adjuster 
Philadelphia. 


LEAVES GERMANIC FIRE 
Alvin D. Clark has resigned as gen- 
eral adjuster of the Germanic Fire. He 
was with the company from the time it 
was organized and prior to that was 
general adjuster of the National Union 
Fire. 
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Will the Agency 


N current insurance discussions agents recur again 
and again. Whatever the subject, it seems to lead 
almost inevitably to them. This indicates their im- 
portance in the scheme of insurance things, even in the 
face of so-called “threats” against the American Agency 
System. 


For more than 100 years agents have been the pro- 
ducers of premiums. During this period their work 
has been the chief factor in the upbuilding of companies. 
The present greatness of insurance is proof of their 
enterprise and success, as well as the soundness of the 
agency system as a method of production. 


Nothing on the insurance horizon suggests that the 
system is to be cast aside lightly. Yet its displacement 
is not impossible, hence agents must give thought to the 
matter if they desire it to continue. 


Fortunately some agents have indicated the answer. 
They are giving themselves toa more intense study of 


System Continue? 


insurance and to increased production effort, which 
means control of business. They know that so long as 
they can control premiums they are not going out of 
business. Their production is systematic, based upon a 
thorough knowledge of insurance and the needs of 
clients. They keep abreast of the times, both in respect 
to insurance and the requirements or demands of policy- 


holders. 


With agents proceeding along such lines in the sale 
of insurance, there is every reason why the American 
Agency System should continue in the future with as 
much vigor as during any period in the past. Corroon 
& Reynolds’ companies believe that agents will remain 
the important factor they have always been in the 
business of insurance. We are interested in them 
beyond the fact that they send us premiums, and they 
have’ shown their appreciation in ever-increasing 


numbers. 


CORROON & REYNOLDS 


Incorporated 


INSURANCE UNDERWRITERS 


Manager 


92 William Street 


AMERICAN EquitaBLe AssURANCE Co. or New York 
Bronx Fure Insurance Co. oF THE City oF New York 
BROOKLYN Fire INSURANCE COMPANY 


GLose INSURANCE COMPANY OF AMERICA 
Philadelphia, Pa. (Incorporated 1862) 


INDEPENDENCE Fire INSURANCE COMPANY 
Philadelphia, Pa. 


New York, N. Y. 


INDEPENDENCE INDEMNITY Company, Philadelphia, Pa. 

KNICKERBOCKER INSURANCE CompANy oF New York 

MERCHANTS AND MANUFACTURERS FirE INSURANCE Co. 
Newark, N. J. (Chartered 1849) 

New York Fire Insurance Company (Incorporated 1832) 


Repusiic Fire INsuRANCE COMPANY OF AMERICA 
Pittsburgh, Pa. (Incorporated 1871) 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








The late F. W. Jenness, secretary of 
the Underwriters Association of New 
York State from 1907 until 1910, when 
he left to become manager of the Roch- 
ester German, and then again from 1919 
until the time of his death a few years 
ago in charge of rating in New York 
state territory with the Association and 
its successor, the New York Fire Insur- 
ance Rating Organization, was a man 
who combined great ability with unfal- 
tering hard work and courtesy. He re- 
galed us, at our summer meetings, with 
experiences he had in the daily arduous 
discharge of his duties. He had a rare 
sense of humor. 

In the summer of 1919 at the Saranac 
Inn meeting, when called upon to say a 
few words, he told us the following story, 
which I will preface by stating that at 
that time some new exposure charge 
rules or whatnot, were considerably an- 
noying some agents, and he received the 
following letter from an agent in Cats- 
kill, N. Y., whom I know well, and who 
has contributed other masterpieces from 
time to time. 

Mr. Jenness said: “At times we have 
things come into the office that are 
amusing. In a letter in reply to a de- 
mand that the agents furnish in writing 
to the Department the location and near- 
est hazard of the several buildings on a 
form, an agent wrote back: 

“‘*This is a fine risk and a large corps 
of experts have pronounced it very good. 
The -nearest hazard is about 6,758 feet 
away, where there is a man who plays 
the oboe, but whether he has an insur- 
ance permit to play the oboe is un- 
known, as he does not know much about 
insurance and it is hard to educate the 
public. He is so ignorant he thinks that 
a rating bureau is a piece of furniture 
and that Sanborn is the name of a cof- 
fee. He is also so ignorant he thinks a 
permit ought to give permission for 
something instead of restricting every- 
thing. He thinks a clause is what a cat 
has. He thinks a sprinkler is what you 
water the lawn with. He thinks 80% 
average clause is the profit the retailer 
makes. It is hard to combat such ig- 
norance in people. This man had an 
uncle who died at the age of 101 and he 
hadn’t come to the fine print yet.’” 

Mr. Jenness asked us: “What do you 
think of an agent who comes back like 
that ?” 

At the time, when, as a matter of fact, 
it seemed we had, too many clauses, and 
before the time they were simplified, an 
agent wrote to Mr. Jenness as follows: 


‘This policy expired. Cause of death— 
SMOTHERED BY PERMITS AND 
WARRANTS. 

Warranties and permits, 

Blue and Pink and Green, 

Slap them on the policy, 

Don’t know what they mean. 

Gasoline and Shut down, 

A and B and C’s 

Average Clause and Incubators 

ALL VARIETIES. 

Permit for a baby, 

Permit for the cows, 

Warranties for coal stoves, 

Phonographs and sows, 

No one ever reads them 

(Believe us, that’s no kid), 

No one understands them, 

No one ever did, 

Permits to be sick with, 

Permits to be cured, 

And if a loss should happen, 


HEAVEN 
SURED. 


On one occasion, Mr. Jenness recited 
the following gem. It is a parody of 
Kipling’s famous poem, “IF,” a piece of 
advice given to the son of a special agent 
who is just starting out in life: 

“If you can get the patient souls to 

listen— 


HELP THE POOR AS- 


If you can talk and not make 
thoughts your aim— 
And will inscribe upon your waving 
banner 
The words that make all underwriting 
plain— 


If you can get the patient souls to 
listen— 
Till they believe implicitly in you, 
If you can make your poor words 
glisten, 
Tho’ they may not be too accurately 
true— 


If you can win a golden reputation— 
By canceling a doubtful risk or two— 
If you can proudly read the map 
notation, 
The awful loss was saved because of 
you, 


If you can jolly ev’rybody and not 
bungle, 
From lunch until the rising of the 
sun, 3 
Yours is the game, without a single 
fumble, 
YOU'LL BE A SPECIAL AGENT 
SURE MY SON.” 


* ok x 


A New Way To Get Business 

A coming young fieldman told me the 
following true story in Poughkeepsie the 
other day. He visited a good local 
agency nearby and the agent’s secre- 
tary asked him whether he had noticed 
that he had recently received twenty- 
four new good risks. The special agent 
said that he hadn’t noticed as he had 
not yet received his premium lists for the 
month from the home office, but he 
thanked her at once, and she explained 
that it was due to the fact that she had 
by mistake used the highest number of 
a new pad of twenty-five policies which 
she discovered would have caused a hi- 
atus of twenty-four numbers, upsetting 
the continuity of her series. Being a 
system-loving soul, this upset her very 
much and the best way out she thought 
was to immediately write up the twenty- 
four policies of the company, which she 
promptly did, preventing the (to her) 
awful episode of missing numbers. The 
special agent told her in reply that he 
didn’t care so much about how he got 
the business, as long as he did get it, 
even a lucky-for-him accident. This 
teaches that there are various ways of 
getting business, and that the go-getter 
does not always get the business. 

* * & 


Train Aisle Salesmanship 

Recently on the Lackawanna Limited 
from Hoboken I was seated in a Pullman 
just before leaving time, when a par- 
ticularly fresh “train butcher,” which is 
the “professional” name for venders of 
newspapers, confectionery, cigars, books, 
and so forth, came into the car and ad- 
dressing us all breezily as “folks,” which 
is rotten salesmanship, rattled off a long 
string of sales talk, telling us what we 
should buy before the train started. No- 


body paid any attention to him, for be- 
low a servile demeanor, he spoke in a 
disageeable way, and his repeated “folks,” 
as if he were addressing his intimates of 
the barroom or club, did not go over well. 

When he did not sell one single thing 
in our car he became abusive, hinting 
that we were a lot of “tightwads,” and 
showing us his displeasure at our be- 
havior. 

I spoke to the conductor about it, ask- 
ing why the railroad allowed such a per- 
son on the train. 

He said this particular “little lump of 
grease” had been acting up this way for 
some time, and he was surprised that no 
one had complained. 

I wonder why, too, the news company 
employs a roughneck like this who turns 
away trade instead of encouraging it. 
People do not want to be addressed as 
“folks” or “brother” or “buddy” by a 
salesman, and especially not by a dirty 
little individual like the above specimen 
of roughneck who, “by Gosh, is just as 
good as anyone else,” and better. I often 
wonder whether he is still there. I have 
not seen him since. 

* * *& 
Just Plain Chickens 


A prominent agent in Poughkeepsie, 
whom I will call PINT (four gills make 
a pint) answered an examiner at the 
kome office of his leading company as 
follows, when said examiner asked him 
what kind of chickens were raised on the 
poultry farm, daily report for which he 
had sent in: 

“They raise just plain chickens on this 
farm, not the Broadway variety.” 

* * & 


Lumber That is Enduring 


Up this way between the St. Lawrence 
valley and the Adirondacks, on which 
plateau Malone is built, and a few miles 
out of town there are still many of the 
log houses built by the pioneers. Some 
are still inhabited. I saw one recently, 
standing in a hamlet, on which a modern 
second story had been recently built. 
They were of course built of the timber 
taken right out of the primeval forests, 
hand felled and hand hewn, and there 
being no nails in those days, except cost- 
ly hand wrought ones, wooden spikes 
were used in the beams. 

This good oak and hemlock, seasoned 
by exposure and not hastily dry-kilned, 
became very valuable and some enter- 
prising business men seeing the value of 
this wood went into this country and 
bought these houses for a song from un- 
suspecting farmers, who did not know 
that they had a little gold mine in these 
deserted cabins. To these enterprising 


purchasers it was like picking gold out 
of the ground until the farmers realized 
the state of affairs. 

More recently the lumber king of Can- 
ada, named Booth, and now deceased, 
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made a considerable sum by salvaging 
logs that had dropped over the Chau- 
diere Falls in Ottawa for nearly fifty 
years and had become mired or sub- 
merged near the falls or in the immedi- 
ate vicinity in. the Ottawa River. He 
took something like $5,000 to $10,000 in 
perfectly preserved logs out of the River 
right under the noses of a population of 
150,000, none of whom had ever thought 
of the possibility of salvaging this meas- 
ure. 
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Motor Hauling Makes | 
Gains in Recent Years 


RAILROADS ARE THE LOSERS 





Local Agents Find New Fields of Income 
in Commercial Business of Trucks 
and Airplanes 





How marked has been the diversion 
of freight and express from the railroads 
to the motor truck in recent years is 
shown by a survey just completed by the 
research department of the Fidelity- 
Phenix Fire in connection with its in- 
land transportation insurance activities. 
From 1925 to 1930, inclusive, the report 
states, 3,340,373 motor trucks were pro- 
duced in the United States, despite a 
decided drop last year, their value ag- 
gregating $2,335,002,862. 

During the same period, the average 
number of freight cars in use remained 
comparatively static, although general 
production activity increased about 30% 
between 1925 and 1929. 

“We found,” said an official of the 
Fidelity-Phenix company, “that long dis- 
tance motor truck hauling began definite- 
ly to expand in 1923. Prior to that year 
most of the vehicular carriage of goods 
was for short distances only. 

“The production of one-and-one-half 
to two-ton trucks increases from 112,000 
in 1928 to 523,000 in 1929, indicating the 
wider employment of the larger types of 
motor vehicles for haulage. In certain 
areas a noteworthy development has been 
the gain in the number of cattle trans- 
ported to market by motor truck. Twelve 
market centers, for example, reported an 
8% decline in the number of cattle ar- 
riving by rail in 1929, as compared with 
1928, and a 20% gain in the quantity 
delivered by automobile carrier. 

“In the operation of motor passenger 
lines, which have become fairly well sta- 
bilized since 1927, there was some fall- 
ing off in the number of buses operating 
in 1930, as contrasted with 1929—35,640 
against 37,932—but this trend was coun- 
teracted to some extent by the use of 
larger buses with greater seating capaci- 
ties. 

“Another competitor of the railroad is 
the airplane. The weight of domestic 
express matter transported by air in- 
creased from 1,733,092 pounds in 1926 to 
2,500,000 estimated for last year, while 
domestic mail shipments grew from 433,- 
649 pounds in 1926 to an estimated 8,000,- 
000 in 1930. The number of articles 
transported by airplanes rose from 5l,- 
459 in 1925 to 671,879 in the 1930 fiscal 
year, and in addition some 400,000 pas- 
sengers were carried last year in com- 
parison with 5,782 in 1926. 


- “That the railroads are alive to the 


competition in goods and passenger traf- 
fic presented by motor vehicles and 
planes is evidenced by recent reductions 
in passenger fares and the entrance into 
the operation of buses and air carriers 
by certain railway companies. The num- 
ber of buses operated by steam and 
electric roads, combined, has increased 
from about 5,500 in 1926 to nearly 13,000.” 





FIRE CHIEFS’ SAFETY COURSE 


A safety course for industrial fire 
chiefs and members of private fire bri- 
gades opened last evening in Newark, 
New Jersey, under the auspices of the 
Newark Safety Council. The course will 
consist of five lectures to be given on 
Thursday evenings. Among the speak- 
ers will be T. Alfred Fleming, conser- 
vation engineer, National Board and 
Fire Commissioner Charles Kenlan of 
Newark. 





MORE MONEY FOR FINANCE CO. 


The Continental Insurance Finance 
Corporation of Denver, called a special 
meeting for today when it will vote on 
Increasing its capital stock from ten 
thousand shares of no par value to 
twenty thousand shares, no par, and in- 
credse its directorate from five to seven. 


TRAVELERS FIRE CHANGES 





H. W. O'Neill Special at Winnipeg; 
William McLaughlin, Jr., Stationed 
at Philadelphia 
Announcement is made by the Travel- 
ers Fire of the appointment of Harry 
W. O’Neill as a special agent with head- 
quarters in Winnipeg, Man., to have 
charge of the company’s business in the 
provinces of Manitoba, Saskatchewan 
and Alberta. The appointment of Wil- 
liam McLaughlin, Jr., as special agent 
in Philadelphia, where he will work un- 
der the direction of John P. Frazier, 
manager in that city and suburban terri- 
tory, has also been announced by the 

Travelers Fire. 

Mr. O’Neill is a native of Winnipeg, 
and after finishing his college course at 
the University of Manitoba became: a 
special agent for the Royal Exchange 
in Canada. Later he was connected with 


Osler, Hammond & Nanton, general 
agents. of Winnipeg, and afterward 
served as’ an examiner in the United 
States for the Firemen’s of Newark in 
its Chicago office. Just prior to his 
coming with the Travelers Mr. O’Neill 
was chief underwriter of western Canada 
for the Great American. 

Mr. McLaughlin is a native of Phila- 
delphia and has been connected with the 
Travelers Fire since 1925, first serving 
as a field map clerk in the South Fourth 
Street branch office of the company and 
later as general fire clerk in that office. 
Mr. McLaughlin was in the insurance 
business in Philadelphia for two years 
before coming with the Travelers. 

Following the establishment by the 
Travelers Fire of a general agency at 
Denver to serve the states of Colorado 
and Wyoming, Virgil V. Roby, has 
been transferred from Denver to Minne- 
apolis as manager. Frank S. Sather, 


who had been manager for the fire com- 
pany in Minneapolis, has been trans- 
ferred in that capacity to St. Paul, where 
he will supervise an extended territory 
to include the northwestern counties of 
Wisconsin in addition to those in the 
southeastern section of Minnesota. 





RATE CASE POSTPONED 

The Virginia fire rate case appealed 
by the companies from a ruling of the 
State Corporation Commission will not 
come up until the November term of 
the Court of Appeals. It had been hoped 
to have the case tried at the June term 
but delay in preparing the voluminous 
records necessary made it impossible to 
go to court so soon. The case involves 
the million dollar reduction in fire rates 
ordered by the State Corporation Com- 
mission. If the case is argued in No- 
vember the decision will probably be 
given at the 1932 January term. 
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of timber with him. 


SAN FRANCISCO 





The individual of today need not trust to 
chance, for the policies of the Fireman’s 
Fund group will afford him full protection 
against loss to his property by Fire, Explo- 
sion, Sprinkler Leakage, Windstorm or 
other risk. . . . Representing one of the 
Fireman’s Fund group the Agent has 


NEW YORK 





‘Business today does not trust to luck! 


N a small ship, Leif the Lucky, with thirty-five stout-hearted Norsemen questing for 
lands unknown, set foot in the New World the summer of 1000 A.D. . . Leif was lucky 
to find a land of rich vegetation, and because of the abundance of berries and grapes he 
called it Vinland. The sea rovers passed the winter in what is now New England and 
returned to Greenland the following autumn, Leif taking bushels of fruit and specimens 
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. . and affiliated companies: 


HOME FIRE & MARINE INSURANCE COMPANY, OCCIDENTAL INSURANCE COMPANY 
, FIREMAN’S FUND INDEMNITY COMPANY 
and on the Pacific Coast the OCCIDENTAL INDEMNITY COMPANY 


Fire. Marine . Automobile . Casualty . Fidelity . Surety 


CHICAGO 


multiple-line facilities at his command. 
Liability, Accident and Health, Fidelity 
and Surety business can be placed in the 
Fireman’s Fund Indemnity Company. 
Always, the Agent knows full well that 
he is selling a guarantee of full protection 
to his policyholder. 


FIREMAN’S FUND 
INSURANCE COMPANY 
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No Total Loss Where 
Foundation is Good 


DECISION OF TEXAS 
Appeal Court Reverses Judgment for 
Assured, Holding Foundation Was 
Not Damaged by Fire 


COURT 





New York Underwriters’ Inc. Co v. 

Forrester, Texas Court of Civil Appeals, 
34S. W. (2d) 337, was an appeal by 
defendent insurance company from a 
judgment for $3,800, the amount of a fire 
policy over plaintiff’s dwelling house, 
which was burned during the term of the 
policy. It was alleged that the house was 
completely destroyed. The issue submit- 
ted to the jury read: Would a reasonably 
prudent person, uninsured, use the rem- 
nant of the building, remaining after the 
fire complained of, as any substantial 
basis for restoring the building to the 
condition it was in before the fire? 
* The jury answered, “No.” The insur- 
ance company contended that in the 
state of the evidence, the question should 
not have been submitted, and that the 
finding in response was unsupported by 
the evidence. These propositions the ap- 
pellate court sustained for the following 
reasons. : 

The foundation of a building is part 
of such building. National Liberty v. 
Dansby (Tex. Com. App.) 260 S. W. 
1040, 1041. The policy sued upon covered 
the building, “including foundations.” 
The house in question was built on a 
concrete foundation. Before the plaintiff 
could recover as for a total loss, the 
court said, it was incumbent upon him 
to show that under the rule announced 
in Royal v. Mc Intyre, 90 Tex. 170, 37 S. 
W. 1068, 35 L. R. A. 672, the foundation 
was so damaged that it was not reason- 
ably suitable upon which to rebuild the 
house and restore it to its original con- 
dition. No witnes testified to this effect, 
nor was any such reference deducible 
from the testimony. All the witnesses 
testified the concrete foundation was not 
burned, that it was still standing, and 
could be used in rebuilding the house. 
One witness testified: “In my opinion, 
the foundation is as good as it was be- 
fore the fire. The fire didn’t affect it.” 
All the witnesses estimated the replace- 
ment cost, using the present foundation, 
at less that $3800, the amount of the 
policy and the judgment. 

Judgment for plaintiff was reversed 
and the case remanded for a new trial. 

The rule in Royal v. Mc Intyre, re- 
ferred to by the court, is thus stated in 
the syllabus: There can be no total loss 
so long as the remnant of the structure 
standing is reasonably adapted for use 
as a basis upon which to restore the 
building to the condition in which it was 
before the injury, would, in proceeding 
to restore the building to its original 
condition, utilize such remnant as such 
basis. 

The rule in the Mc Intyre case was 
reaffirmed in Fire Association of Phila- 
delphia v. Strayhorn (Tex. Com. App.) 
211 S. W. 447. 





WRITES ON EXPLOSION COVERS 

August A. Knoepple, assistant secre- 
tary of the Seaboard Fire & Marine of 
New York, has written an interesting 
article on explosion insurance for “Fire- 
scape,” published monthly by the Re- 
tail Credit Co. of Atlanta, Ga. After 
describing the operation of the explo- 
sion coverage Mr. Knoepple says that 
applications for this insurance on mer- 
cantiles and dwellings bear close scrut- 
iny and that while companies are eager 
to render prompt service to agents in 
the issuance of policies, some delay may 
be necessary to determine whether the 
risk offered is really as attractive as it 
appears. 





RETURNS FROM THE SOUTH 

Samuel H. Mehorter. state agent for 
the Home and its affiliated companies 
in New Jersey, has returned from a stay 
at New Orleans, where he attended a 
convention of the company of fieldmen 
of the South and Southwest. 
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ODERN sales ideas—and 

a ready spirit of service 
—have always been charac- 
teristic of this Company’s 
cooperation with its repre- 
sentatives in the selling of all- 
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around property insurance. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 








TO ERECT AN ADDITION 





Grain Dealers’ National Mutual Fire of 
Indianapolis Expanding; New Struc- 
ture Three Stories Tall 
A building for executive offices of the 
Grain Dealers’ National Mutual Fire In- 
surance Co. at Indianapolis will be built 
as an addition to the company’s building 
at Meridian and Eighteenth Streets, ac- 


cording to J. J. Fitzgerald, secretary- 
treasurer of the company. 

Cost of the new building will approxi- 
mate $75,000. Construction will start im- 
mediately and the company expects to 
occupy the addition by October 1 this 
year. The new building will be three 
stories high of reinforced concrete and 
fireproof construction, with a brick fac- 
ing trimmed in stone. 


RULES ON FALSE SWEARING 


Wisconsin Court Holds False Swearing 
_ Must Be Done Wilfully in Order 
to Forfeit Coverage 


Under the Wisconsin standard fire in- 
surance law, St. 1925, Sec. 203.01, pro- 
viding that the entire policy shall be 
void if an insured conceals or misrepre- 
sents any material fact or circumstance 
concerning the insurance, or in case of 
any fraud or false swearing by the in- 
sured as to any matter relating to the 
insurance, whether before or after the 
loss, it is held that the false swearing 
must, to forfeit the policy, be knowingly 
and wilfully done. 

It is not enough that it occurs through 
mistake, carelessness, or inadvertence, or 
even in unnecessary reliance on infor- 
mation derived from others. But where 
a representation is made with knowledge 
of its falsity, and with intent that it shall 
be acted upon, the necessary fraudulent 
intent will be inferred. False statements 
made upon the adverse examination, in- 
tended to be the basis of a settlement, 
and actually made the basis of an offer 
of settlement by the defendant insurance 
companies, were held to forfeit the poli- 
cies. Fink v. La Crosse Mut. Fire Ins. 
Co., 234 N. W. 339. 


NEW INSPECTION SERVICE 

A. R. Schmidt & Co. of Philadelphia, 
a prominent inspection bureau there, has 
recently opened a special service where- 
by it will furnish to subscribers a list 
of the small vacant stores and dwellings 
which may be construed as fire hazards. 
Manv of these small properties have not 
been kept in good repair and as they 
are not generally subject to inspection 
by fire companies the insurers fail to 
learn of the condition of these risks un- 
less some special inspection service is 
started. 








SENDING NEW FORMS 

New forms for experience reporting 
are being sent out by the Virginia in- 
surance department. The companies are 
now to report their fire experience by 
zones on classes of risks on which dif- 
ferent rates are maintained in two or 
more zones. The report covers the last 
six months of 1930, but in the future 
will take in a full year’s experience. In 
the past companies have reported on the 
state as a whole. 
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Hritish Dominions 
Insurance Company Limited 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
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of Zondor, England 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 
It believes in the local agent and considers him the bulwark of the business. 
And it practices what it believes in. 


UNITED STATES BRANCH 


149 WILLIAM STREET 
New York 


Underwriting Service Throughout The United States 
PACIFIC COAST DEPARTMENT 


Star 


114 Sansome Street 
San Francisco 
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Insurance of Super - Liners Still 
Remains A Formidable Problem 


European Underwriters Considering All Sorts of Plans To 
Enlarge Capacity of Private Insurance Markets; 
Continuous Government Participation Not 


Welcomed At All 


The growth of super-luxury liners al- 
ready built or about to be built in Ger- 
many, England, France and Italy have 
been the crucial test of the world mar- 
ine market’s capacity. These vessels run 
into millions of pounds sterling. In at 
least two or three countries the Govern- 
ment has stepped in and fixed the rate 
at which the business must be placed, 
guaranteeing to absord any excess of 
what the market fails to absorb at the 
prescribed rate. 

Differences of opinion as to the ade- 
quacy of the rates fixed in an arbitrary 
way must always exist, and some under- 
writers have refrained from writing the 
risks at all, while others have not accep- 
ted as large lines as anticipated. In 
some cases underwriters have seen the 
risks through rose-tinted glasses and 
written exceedingly heavy lines, while 
others have not exceeded their maximum 
limit of risk for any vessel of the high- 
est class, maintaining that to exceed such 
limit would—in the event of disaster— 
entirely spoil their average, and that 
super-liners are so few in number they 
could never make a book which would 
warrant commitments to extra heavy 
lines. Some few have rejected the risks 
in toto not considering the rates ade- 
quate, while others live in the hope of 
picking up full lines on the vessels on 
other interests than the hulls themselves. 

And now comes news that after con- 
siderable work cover has been issued 
on the new Cunarder for $13,500,000 and 
on the new French liner for $12,500,000, 
all effected in the London market. This, 
of course, only represents the building 
risk and to achieve these figures consid- 
erable assistance had to be sought out- 
side the marine market; but as nearly 
all companies are now of the composite 
order, it virtually only amounts to a 
question of which department obtains 
credit for the business and which shall 
take the premium and shoulder the re- 
sponsibility. 


Ocean Risks Will Soon Come 


As both these two new vessels are 
heavily valued, it will be seen that state 
aid will have to be invoked to a con- 
siderable extent to complete the insur- 
ance. And, in a short space of time 
there will come the risk against “perils 
of the sea.” 

Just how underwriters will respond 
to this is a matter of conjecture. Much 
depends on how Father Neptune treats 
his guests in the interim and to the gen- 
eral. state of Atlantic trade when the 
risk is shown. 

The question of whether either or 
both British and French Governments 
should have stepped in with cast-iron 
rates, is a moot point, and whether it 
may not be the thin end of the wedge 
toward the nationalization of insurance 
is causing more than a little uneasiness 
in certain circles. There is no telling 
what socialist governments may do when 
it comes to invading the domains of 
capital. : 

Dealing with “Luxury Liners” the 
Liverpool Journal of Commerce has gone 


exhaustively into the subject and in the 
course of a long article says in part: 
_“There is no need here to go into the 
circumstances which have arisen over 
the insurance of the new Cunarders and 
the C.G.T. liner building at St. Nazaire. 
It is sufficient to note that these and 
other very important vessels will, before 
very long, need insurance against sea 
perils, and that as yet the only expedient 
for obtaining full cover that has been 
discovered is State aid. 

Future Status of Government 


“Whether the market is going to be 
content to allow Governments to carry 
considerable liabilities for which as yet 
cover cannot be found with private in- 
surers, remains to be seen, but the situ- 
ation is one which cannot be regarded 
with any degree of equanimity by under- 
writers. It is, perhaps, largely their own 
fault that State aid should have to be 
in voked when these huge vessels have 
to be insured, because they have had 
ample warning of the approach of the 
situation, and as yet have done nothing 
to meet it. 

“Perhaps a chance was missed when 
the whole subject of the insurance of 
very large values was completely ignored 
at the Vichy conference of the Inter- 
national Marine Insurance Union last 
September, for then the matter could 
have been discussed on international 
lines, and possibly some understanding 
might have been come to by which the 
markets of Europe could have shared 
such business as could not find com- 
plete cover in its home market. Per- 
haps the somewhat disturbed financial 
situation consequent upon the failure 
of certain well known Continental com- 
panies may have created an atmosphere 
of timidity which prevented any such 
enterprise being embarked upon, but 
it does seem as if an oportunity was 
missed which, had it been seized, might 
have led to important developments. 

“It is quite true that when very large 
insurances have to be placed, the aid of 
the English market must be invoked, 
as, for instance, in covering the build- 
ing risk of the C.G.T. liner, on which 
about £2,500,000 was recently placed in 
London. Generally, really important 
risks are shared between the market of 
origin and London, and it would seem 





that the possibilities of placing such 
insurances in all markets have been very 
largely overlooked. There is a theory 
that if the market of origin and the Lon- 
don market take as much as they can 
carry on a very big risk, the other mar- 
kets must eventually obtain their share 
by means of reinsurances, but it is ques- 
tionable whether this is really the most 
effective way of dealing with the prob- 
lem. 

Might Apportion Risks to World Market 

“If, instead of leaving the ultimate dis- 
tribution of the risk to reinsurance 
placed through brokers, and dependent 
for a market on the personal connections 
of these brokers, the really big risks were 
apportioned on an agreed scale to the 
various national markets, and if the ap- 
portionment were effected through the 
national associations of those markets, 
it is probable that far greater amounts 
could be covered than is now possible 
when the distribution of business is 
largely haphazard and dependent upon 
the connections of the brokers through 
whom the origin and reinsurance busi- 
ness is placed. 

“Against a scheme of organized ap- 
portionment it might be argued that the 
selection of security would become im- 
possible, and that absolutely first class 
security is an essential where really im- 
portant risks are concerned. It is doubt- 
ful whether this insistence on really first 
class security is as important as it seems, 
since even when the original insurance 
is based on good security, the underwrit- 
ers on the original are often content to 
accept reinsuyance security which cannot 
be regarded as first class. 

“Assuming, however, that it is essential 
that the whole of the insurance should 
be based on first class security, the op- 
portunity then arises for the non-marine 
market to participate in the risk by 
guaranteeing the marine underwriters. 
This guarantee might also be made inter- 
national, and there would be very little 
to fear were the marine risk spread over 
the world marine market, and the secur- 
ity of that market guaranteed by the 
non-marine markets of the world. 

“Of course, it is not suggested that 
any admittedly weak or doubtful security 
should be accepted just to obtain cover 
for an enormous amount, but surely it 
would be possible to obtain cover for 
very large sums if a risk were placed 
on organized lines through the national 
associations with the recognized units 
of their respective markets, and the in- 
surance thus effected were guaranteed 
by non-marine underwriters, the guar- 
antee also being placed on international 
lines. 

“Were this done, the possibility of any 
substantial loss owing to failed insurers 
would be very remote, and it would re- 
quire something in the nature of a na- 
tional calamity in a market which held 
a very substantial portion of the risk 
to prejudice the interests of the assured. 
This is only an outline of a_ possible 
scheme, but it would not be difficult to 
work out the details were the principle 
involved accepted.” 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 . 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,387,252.42 
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YORK-ANTWERP RULES 





British Pleased That Unamended Rules 
Are Frequently Used in the 
United States 


British marine underwriters are rather 
pleased to have discovered that the York- 
Antwerp Rules of 1924 are more in ef- 
fect in this country than was generally 
believed due to the insistance of foreign 
shippers. The findings are based upon 
a recent inquiry of the Merchants As- 
sociation of the United States to learn 
whether the time was opportune to se- 
cure adoption of the United States 
amendments to the York-Antwerp Rules, 
1924, by other nations.. Commenting 
upon the results of this inquiry a British 
contemporary says: 

“The fruits of the inquiry are now 
partly available, and it would seem that 
it has revealed that in many instances 
U. S. consignees are compelled by the 
action of foreign shippers to adopt the 
York-Antwerp Rules, 1924, and not the 
American amendments, as the basis -of 
adjustment. This from a British point 
of view is excellent news, and indeed 
underwriters in most markets will hear 
it with approval, for the general adop- 
tion of the York-Antwerp Rules, 1924, 
unamended is one of the planks of the 
platform of the International Union. 

“It is also stated that members of the 
American Steamship Owners’ Associa- 
tion, the United States Shipping Board, 
and the United States railways are now 
using the Rules of 1924 in their Ameri- 
can form, but of 102 bills of lading used 
by United States and foreign steamship 
lines entering the port of New York and 
of 12 bills of lading used in intercoastal 
trade of the United States, 26 bills used 
in foreign commerce followed the York- 
Antwerp Rules, 1924, while four bills 
used in the intercoastal trade followed 
the American amendments. 

“These figures do not carry us very 
far, since it is not stated what propor- 
tion of the 76 bills used by ocean lines 
followed the American form, but in any 
case it would seem fairly convincing 
proof of the widespread use of the un- 
amended rules that some 25% of bills of 
lading on U. S. imports provide for ad- 
justment by those rules.” 





SWEDEN AND HAGUE RULES 





Axel Rinman Says 1931-1932 Parliament 
May Take Favorable Action; Senti- 
ment Now Being Sounded 
Axel Rinman, president of the Inter- 
national Marine Insurance Union and 
one of the leading marine insurance men 
of Sweden, says that there is a chance 
of his country adopting the Hague Rules. 
Recently a parliamentary committee has 
circulated among shipowners, marine un- 
derwriters, Chambers of Commerce and 
Other similar bodies a draft bill which 
cannot come before the present Swedish 
parliament but which may possibly be 
considered next vear. This parliament 
is in session only six months .of each 
year, from December until May, and 
with the close only a month away the 

time for action would be too short. 

Mr. Rinman has not revealed any de- 
tails of the draft bill on which he has 
prepared a statement of some length em- 
bodying the marine insurance point of 
view. He is pleased that his govern- 
ment is at last taking steps to ratify 
the Bills of Lading Convention. 





MAY GET AUTO RATE INCREASE 
Wisconsin citizens will be saddled 
with an increase cost of automobile in- 
surance if the people vote April 7 to 
change the present method of distribut- 
ing automobile licenses from a central- 
ized bureau to a country distribution, ac- 
cording to Alvin Gillett, secretary of the 
Madison Association of Commerce. 

Mr. Gillett calls attention to the fact 
that no state having the country distribu- 
tion of automobile licenses makes any 
plan for the detection of stolen cars be- 
fore issuing licenses, whereas in Wis- 
consin in 1928, 85% of all the stolen cars 
reported to the bureau were recovered. 
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CASUALTY AND SURETY 








F. R. Jones Interprets 
Insurance-Mindedness 


FRANK TALK TO FLORIDA MEN 








Association General Manager Sees Need 
for More Intelligent and Practical 
Co-operation 





Just as an aviator needs to be air- 
minded so should an insurance man be 
insurance-minded, is the opinion of F. 
Robertson Jones, general manager, As- 
sociation of Casualty & Surety Execu- 
tives, who spoke his mind frankly on this 
subject before the annual convention of 
the Florida Local Underwriters’ Associa- 
tion last week at Orlando. Mr. Jones 





F, ROBERTSON JONES 


sees insurance-mindedness as paramount 
if those in the business are going to 
maintain its usefulness to the public un- 
impaired and are going to cope success- 
fully with the serious problems now con- 
fronting them and that will continue to 
confront insurance men in an even in- 
creasingly greater degree: in the near 
future. 

“Being insurance-minded,” said Mr. 
Jones, “is having such a thorough and 
deep-seated knowledge of the business 
that its relative position and importance 
in our economic, political and sociologic 
structure are fully comprehended and an 
accurate perspective is had at all times. 
If we have, then the business is oriented 
and we ourselves are oriented towards 
the business whether we be company of- 
ficials or company representatives of 
whatever type.” 

Set House in Order First 

The speaker urged that “we must set 
our house in order,” and presented four 
fundamental factors for reaching that 
goal. First, a firm and unshakable be- 
lief in the indispensable economic value 
of the insurance business to the pub- 


(Continued on Page 38) 


Urges Demerit System 
For Massachusetts 


STOECKEL AT BOSTON HEARING 








Connecticut Motor Vehiclé Commissioner 
Speaks His Mind to Legislators; His 
American Magazine Article 





Speaking before the Bay State legis- 
lative committee on insurance this week 
Robbins B. Stoeckel, Connecticut com- 
missioner of motor vehicles, gave as his 
opinion that compulsory automobile in- 
surance tends to increase automobile ac- 
cidents and that it was unfair to the 
conscientious driver because it imposed 
a high premium charge against him if 
he lived in a congested section. Com- 
missioner Stoeckel gave the Massachu- 
setts legislators the benefit of his state’s 
experience with the demerit system, say- 
ing that in 1930 this system resulted in 
a decrease in deaths of fifty-seven over 
1929 with a drop of 12%.% in personal 
injury accidents in Connecticut; this de- 
spite the fact that more cars were on 
the road. 


Favors Amendment to Auto Law 


Not so long ago Commissioner Stoeckel 
in a radio talk spoke in favor of a pro- 
posed amendment to the Connecticut au- 
tomobile financial responsibility law now 
being considered by the legislature. It 
is proposed, he said, to narrow the juris- 
diction of the state motor vehicle de- 
partment to cover those cases where an 
operator has been penalized by a court 
decision. Under the present law, deter- 
mination of blame for an accident is left 
to the state motor vehicle commissioner. 

Those coming within the law are now 
subjected to penalty insurance rates un- 
der a classification system penalizing 
poor risks. Under the proposed change, 
persons coming under the law would be 
classified, but no definite penalty rate 
would be prescribed. 

“It seems proper as a part of com- 
petition in business,” Mr. Stoeckel said, 
“that the companies furnishing guaran- 
tees be left to make their own rates for 
the risks which are presented. If the 
proposed law passes, the state will class- 
ify persons who come within the juris- 
diction of this law and this list of per- 
sons will be available to all guarantor 
companies, as heretofore, but will not 
have attached to it any definite penalty 
rate which a company is expected to 
charge. The result undoubtedly will be 
that insurance and other guaranty cor- 
porations will inquire of the department 
as heretofore concerning records and 
classifications, and will use those classi- 
fications as the basis of a charge for 
writing a guaranty. 

“Under the proposed law the process 
and procedure of requiring guaranty will 
be considerably shortened, more definite, 
better applied, and will provide as many 
cases as the department can handle. What 
the law loses in definite application, it 
more than gains in its adjusted fairness 
to conditions, for it leaves the remedy 
easily obtainable in a court, does not do 
away with any of the defenses or ex- 
planations which can be made, leaves the 
guarantor companies in a position to de- 


(Continued on Page 42) 
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FREDERICK RICHARDSON, United States Manager. 
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STERLING AND REMINGTON OUT 





Resign as V.-Presidents Constitution In- 
demnity; Future Plans Unannounced; 
Their Respective Careers 

Nelson D. Sterling and Harold E. 
Remington, both vice-presidents of the 
Constitution Indemnity, resigned © this 
week. Mr. Sterling has been with the 
company since its inception in 1926 
while Mr. Remington came into the or- 
ganization in January, 1928, to devote 
the major portion of his time to under- 
writing. He has also served as secretary. 
_ Before joining the Constitution Mr. 
Sterling served the Fidelity & Casualty 
as vice-president in charge of plate glass 
underwriting, his service with that com- 
pany dating back to 1910. He is recog- 
nized as one of the leading plate glass 
men in the country. His first company 
connection: was with Lloyds Plate Glass. 
Since joining the Constitution he has 
branched out into other lines and broad- 
ened his knowledge of the business con- 
siderably. 

Mr. Remington started his career as a 
mail boy in the home office of the Aetna 
Life & Affiliated Companies, going 
through all the departments and serving 
the company as Philadelphia branch 
manager for ten years before joining the 
Constitution. 

Neither Mr. Sterling nor Mr. Reming- 
ton has announced his future plans. 





ILLINOIS LICENSE REVOKED 





Liberty of Dayton Fails to Comply With 
State’s Requirements Relative to 
Filing Annual Reports 

Harry W. Hanson, Illinois superin- 
tendent of insurance, has revoked the li- 
cense of the Liberty Insurance Co. of 
Dayton, a member of the Darby A. Day 
group, to do business in that state. The 
revocation is due to the company’s fail- 
ure to comply with the statutory require- 
ments of Illinois relative to the filing of 
annual reports. The company was or- 
ganized in August, 1928. 





TO HEAR J. J. MAGRATH 
Joseph J. Magrath, rating bureau chief 
in the New York Insurance Department, 
is to be the speaker at the monthly 
meeting of the General Brokers’ Asso- 
ciation Wednesday evening, April 8, at 
the Hotel Pennsylvania. 


N. Y. Senate Hearing On 

Change In Section 109 
OVERCOMES BRUSTEIN DECISION 
Entirely New Amendment To Be Ac- 


cepted By Senate; Fire and Casualty 
Co. Representatives Testify 








A hearing was held on Tuesday in 
Albany before the Senate insurance com- 
mittee on the Cohen bill, seeking to 
overcome the Brustein vs. New Amster- 
dam Casualty decision of the New York 
court of appeals. This bill had previously 
passed the Assembly and would amend 
section 109 of the New York Insurance 
Law by declaring in specific terms a 
legislative intent. 

With this object in view Frank Seydel, 
representing the National Board of Fire 
Underwriters, Hervey Drake, represent- 
ing various casualty companies, and 
George H. Jamison, representing the In- 
surance Department together with As- 
semblyman Cohen agreed upon an en- 
tirely new amendment which the Senate 
insurance committee will accept and all 
of the present amendatory matter is to 
be stricken out. Just before the last 
paragraph of the section the following 
new matter is to be added. 


“Injuries to person shall be deemed to in- 
cludé loss of services and a policy of insurance 
issued under the provisions of this section cov- 
ering bodily injuries shall be deemed to include 
injuries to person; but nothing herein contained 
shall be construed to prohibit insurance com- 
panies from issuing policies wherein they insure 
against loss, damage or liability from only one 
or more of the above hazards or injuries, or 
wherein they limit their liability.” 


The bill will be reported out by the 
Senate committee thus amended and if 
signed by the Governor shall take effect 
July: 1,-1931. 





LICENSED IN CANADA 

The Central West Casualty of Detroit 
has received a license to do an automo- 
bile insurance business in Canada, ex- 
cluding insurance against loss of, or 
damage to, an automobile by fire. George 
H. Davis, London, Ont., has been named 
chief agent by the company. 
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Plate Glass Policy 
Has Simplest Form 


F. S. GARRISON DESCRIBES IT 





Secretary of Travelers Indemnity Gives 
Lecture to New York Insurance 
Society Students 





The standard plate glass policy as it 
stands today is the simplest and short- 
est of all casualty standard forms, Fred 
S. Garrison, secretary of the Travelers 
Indemnity explained to students of the 
New York Insurance Society in a recent 
lecture. The policy is quite free from 
exclusions and technicalities, he said. 

Mr. Garrison pointed out that the cov- 
erage today under a plate glass policy is 
all inclusive and covers everything ex- 
cept fire. Such coverage has not always 
been provided, as only a few years ago 
the policy excluded losses from earth- 
quake, inundation, riot, strike, civil com- 
motion, the blowing up of any structure 
by civil, military or naval authority, im- 
proper glazing or the acts or operations 
of workmen engaged in the construction, 
demolition or alteration of or repairs to 
the part of the building in which the 
insured glass was located, and the re- 
moval of any glass from its frame or per- 
manent position, 

Removal of all of these restrictive 
clauses has materially broadened the 
scope of the coverage and has made it 
more desirable, both from the standpoint 
of the insuring public and the agents 
and brokers who sell plate glass insur- 
ance. 

Enumerating many of the causes of 
glass breakage, Mr. Garrison. said that 
notwithstanding the large array of the 
hazards which are responsible for break- 
age, at least 40% of the breaks are due 
to causes unknown. Usually in the lat- 
ter type, he explained, the storekeeper 
upon opening his store in the morning 
“discovers that the plate glass store front 
has been broken from some unknown 
cause. While glass may not be broken 
so often from explosions, such occur- 
rences are usually more spectacular and 
result in larger individual losses, it was 
asserted. Mr. Garrison said that losses 
from explosion, windstorm and floods, 
while usually local, involve a large quan- 
tity of broken glass at one time. Losses 
from explosion alone in the four years 
of the World War cost the plate glass 
insurance companies in the United States 
well over a half million dollars, he added. 
The steady stream of breaks involving 
one or two plates at a time were said 
to comprise by far the larger portion 
of the total annual losses. 

Eight Types of Glass 

Although the plate glass manual has 
been simplified in some respects in the 
last few years, there are still eight sep- 
arate types of glass, which Mr. Garrison 
explained to the students of the Society. 
He also explained that there are three 
classifications as to building occupancy. 
The floor upon which the glass in the 
building is located also has an effect 
upon the rate, the upper floor glass be- 
ing insured at lower rates than that on 
the grade floor. 

In making rates, it was explained that 
five features are taken into considera- 
tion. These were listed as location, in- 
cluding state. city and zone; position of 
glass in building; kind of glass, purpose 
for which glass is used and style of 
setting. 

Owing to the lack of reliable statistical 
information, the date differentials for 
these features, except the first one, usual- 
ly have been based upon underwriting 
judgment, Mr. Garrison said. He added 
that statistics are now being compiled 
on all the five classifications which should 
provide eventually a much better and 
safer guide for the making of rates. 

Central Bureau in New York City 

The practice of making surveys and 
inspections which has been in vogue in 


New York City for some time was out- 
lined by Mr. Garrison as a method which 
reduces both the total cost to all the 
companies collectively as well as to the 
individual company. By such an arrange- 
ment as the Central Bureau in New 
York City for making surveys, the aver- 
age cost per survey has been reduced at 
least 50%, it was said. Beginning July 
1 the Central Survey and Inspection 
Bureau will be operated as both a sur- 
vey and a filing office in the service 
office known as the downtown branch 
of the National Bureau of Casualty & 
Surety Underwriters. Mr. Garrison said 
that it is possible that similar plate glass 
service bureaus will be installed in other 
large cities throughout the country. 

Although there is no moral hazard in 
plate glass insurance comparable to that 
in burglary, automobile, accident and 
other lines, Mr. Garrison said that the 
term is sometimes used in connection 
with the lack of care exercised by the 
assured in protecting his glass and in 
keeping his premises in good condition. 
As the breaking of a perfectly good plate 
glass and its replacement by another of 
the same type and quality not only does 
not benefit the assured but usually causes 
some temporary inconvenience, there is 
no incentive for fraudulent claims, it was 
pointed out. 

Practically all losses are adjusted by 
replacing the glass, it was said. and those 
paid in cash were said to be usually 
for lettering or ornamentation or fancy 
glass, or in a case where the building has 
been demolished bevond repair. or where 
it has been partially damaged and the 
assured desires to change the type of 
his store front. 


Minimizing Inconvenience 


Mentioning the rapidity with which re- 
placements are made, Mr. Garrison said 
that it is the practice of the insurance 
companies to make arrangements with 
several responsible glaziers in advance 
so that when a break is reported to the 
company the information may be relaved 
to the glazier who usually resets the 
glass the same day or the next. This 
reduces to a minimum the inconvenience 
that a storekeeper suffers from a board- 
ed up window. 

There is no line of insurance. it was 
asserted, where such a large percentage 
of the losses are adjusted as promptlv 
as in plate glass insurance. as detailed 
investigations are unknown in plate glass 
claim adjustments. 

Mr. Garrison in his remarks before 
the Insurance Society touched upon the 
development which has enabled owners 
of automobiles to have glass in cars in- 
sured at the rate of $5 for a closed car 
and $3 for an open car. except in two 
states where the rates are higher. Al- 
though this line involves small premium 
pavments. the coverage is usuallv nro- 
vided under the Automobile Liability 
policv. which Mr. Gazrison said has re- 
sulted in building up a volume of more 
than $200.000 annually in automobile 
glass premiums. More than 40% of the 
losses under automobile glass insurance 
was said to be due to the slamming of 
doors. 





PROSECUTE OFFICIAL 

W. W. Walker, who resigned as treas- 
urer of Giles Countv. Va., last Julv after 
a shortage of $98.807 had been discov- 
ered, is to face criminal prosecution at 
the June term of the courts. This is 
one of the first of such cases to reach 
the criminal prosecution stage in Vir- 
ginia in a number of vears. The short- 
age was made good by the Fidelity & 
Deposit, which had bonded Walker. 





NAT’L AIRCRAFT SHOW IN APRIL 


The National Aircraft Show, which is 
always well attended by insurance men 
active in the aviation end of the busi- 
ness, will be held this year April 11 to 
19 at Detroit. The show is sponsored 
jointly by the Detroit Chamber of Com- 
merce and the National Aeronautical 
Chamber of Commerce. 





Wade H. Pool, Independence Ind., 
Gives Slant On Brustein Case 


Wade H. Pool, automobile department 
manager of the Independence Indemnity, 
has presented that company’s interpre- 
tation of the Brustein vs. New Amster- 
dam Casualty automobile liability case in 
the current Human Relations. After re- 
viewing the facts in the case and the 
Court of Appeal’s action in reversing the 
judgment of the Appellate Division that 
Brustein should collect loss of service 
damages from the New Amsterdam Mr. 
Pool says: 

“A number of agents have written us 
recently to determine in what manner 
our policy would be construed by us in 
the event a similar action should be 
taken against one of our insureds. This 
is a particularly important question be- 
cause the language used by the New 
York Court of Appeals in making this 
decision may be construed to the effect 
that loss of wife’s services is not bodily 


injury and not within the policy. 

“Our company recognizes liability for 
husband’s loss of service claims under 
the automobile policy, provided, however, 
that the claim for direct damages plus 
the claim for loss of service can be set- 
tled within the basic policy limit, or the 
combined judgment does not exceed the 
basic policy limit. In other words, where 
the policy limit is sufficient to cover both 
claims, and the matter of the insured’s 
liability is definitely established, we rec- 
ognize the claims as covered by the pol- 
icy and effect settlement accordingly. 

“If the policy limit is exhausted in 
paying the direct damage loss however, 
there is no obligation on the part of the 
company to pay in excess of this limit 
and consequently loss of service claims, 
or any other claim, would be excluded. 

“This is a proper interpretation of the 
policy, and we hope our explanation will 
clear up the matter completely.” 





INDEX TO INSURANCE ARTICLES 





Miss Mildred Pressman, National Bureau 
Librarian, Completes 1930 Survey of 
Current Literature 

More than. 1,000 articles dealing with 
casualty and surety insurance appeared 
in the trade and daily press, magazines 
and periodicals during the last year. 
There were several score of books pub- 
lished on the same subject and in addi- 
tion hundreds of reports from state la- 
bor departments, engineering societies 
and safety organizations. All this and 
more is set forth in the Fourth Annual 
Index to Current Literature issued this 
week by the National Bureau of Casu- 
alty & Surety Underwriters. 

The indexed compilation by Miss Mil- 
dred B. Pressman, librarian of the Na- 
tional Bureau, as its title indicates, lists 
all the articles, books and pamphlets. 
It shows that aircraft insurance and au- 
tomobile liability laws were most fre- 
quently discussed, but there were many 
treatments of industrial hygiene, danger 
of inflammable substances and poisons. 
Safety men were mostly concerned with 
methods of avoiding mishaps, while traf- 
fic control and workmen’s compensation 
were often treated. A newcomer to the 
index is the list of articles on unemploy- 
ment insurance. The index is invaluable 
for the trade, for public libraries and for 
those who may be interested in this 
phase of American business. 





L. J. BRADY WITH PACIFIC MUT’L 





In Charge of Commercial Accident and 
Health Production at 130 William 
Street, New York 


Owing to increase of business in its 
Accident and Health departments the 
Pacific Mutual has made several changes 
and additions to the staff at the com- 
pany’s 130 William Street branch, New 
York City. Lester J. Brady has resigned 
as assistant manager of the New York 
branch of the Massachusetts B. & I. and 
has joined the Pacific Mutual in charge 
of production in the Commercial A. & 
H. division. Ernest M. Tuttle continues 
as assistant manager and his duties as 
hitherto are confined wholly to the Non- 
Cancellable Income department; also, he 
acts as acting manager in the absence 
of Manager W. B. Snowden. 





VA. ACCIDENT CAMPAIGN 


An organized fight against industrial 
accidents is being conducted this month 
by the Virginia Manufacturers’ Associa- 
tion. This is the first state-wide cam- 
paign to be undertaken there, and is 
staged along the lines of the Associated 
Industries of New York and the Rich- 
mond Safety Council campaigns. 


T. W. BUDLONG SHIFTED TO P. C. 





Commercial Casualty A. & H. Man to 
Develop Industrial Disability Busi- 
ness There for Firemen’s Group 
Theodore W. Budlong, who has been 
in‘ the home office accident and health 
division of the Commercial Casualty for 
the past few years and who has also 
been editor of the Commercial Fieldman, 
left on April 1 for the Pacific Coast, 
where he will assist Stephen Chelbay, 
accident and health superintendent of 
the Firemen’s of Newark group. It will 
be Mr. Budlong’s task to organize and 
develop a monthly premium and group 

disability department on the coast. 

Mr. Budlong comes of an insurance 
family, his father being E. C. Budlong, 
vice-president of the Federal Life; one 
brother, Roger W., being in the sales 
division of the Union Central Life home 
office, and another brother, R. C. Bud- 
long, being publicity director of the 
Northwestern National Life of Milwau- 
kee, 





ACQUIRES ATLAS CASUALTY 





Public Indemnity Makes Merger Ar- 
rangement With Fort Wayne Com- 
pany by Exchange of Stock 
The Public Indemnity has made an 
agreement with the Atlas Casualty of 
Fort Wayne whereby that company will 
be merged with the Public through an 
exchange of stock. The contract was 
approved by the board of directors of 
the Atlas at a recent meeting upon au- 
thority given by the stockholders and 
was also approved by the Public Indem- 
nity directorate. The stock exchange 
will be made on the basis of a valuation 
of each company by examination upon a 

formula adopted. 

The Atlas Casualty was organized as 
an Illinois corporation in September, 
1925, and has restricted its writings to 
a complete coverage automobile line 
transacting net premiums of $550,594 in 
1930. It is entered in nine of the mid- 
western and central states. Its officers 
and directors are well known citizens of 
Indiana and Illinois. 

The Atlas is the third company which 
the Public Indemnity has absorbed, the 
Hudson Casualty of Jersey City and the 
Georgia Casualty, Newark, having been 
taken over last fall. 


CANADIAN SURETY MEETING 


The Canadian Surety last week held 
a three day conference of branch man- 
agers and producers of the eastern di- 
vision. William H. Burgess, general 
manager, presided. 
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Employers’ Liability 
Makes Moderate Profit 


PREMIUMS SLIGHTLY LOWER 





Head Office Report Issued in England; 
American Premiums Were 3.94% 
Under 1929; World-wide Figures 





The annual statement of the Employ- 
ers’ Liability, which has been published 
by the head office in England, shows 
that income was cut down somewhat in 
1930 as a result of poor business con- 
ditions, but that the company made a 
moderate underwriting profit. The bulk 
of the premium income of the corpora- 
tion is in the accident and general de- 
partments and includes a large amount 
of workmen’s compensation and other 
casualty business here in the United 
States. The total income in these de- 
partments at £6,996,709, is only £250,482 
less than the total for 1929, which was 
the company’s biggest year. 

The figures for operations in the 
United States show that the reduction in 
premium was only 3.49% from 1929 and 
the volume was actually larger than in 
any previous year. The assets on De- 
cember 31 were 3.83% less.than the year 
before, but greater than any year other 
than 1929. More policies were issued in 
1930 than in any previous year and the 
number of agents was increased ma- 
terially. 

Figures of United States Branch 

Because of the great depression in the 
market value and of securities as a re- 
sult of which the quoted prices as of 
December 31, 1930, were not far from 
the lowest point reached the United 
States branch reported a reduction of 
surplus but at the same time the re- 
serves for all liabilities direct and in- 
direct were maintained on the same high 
standard as heretofore, no reduction 
having been made in the voluntary re- 
serve for contingencies amounting to 
$750,000 in the case of the Employers’ 
Liability, $300,000 for the American Em- 
ployers’ and $300,000 for the Employers’ 
Fire. 

The following gable gives the chief fig- 
ures of the three companies in the Em- 
ployers’ fleet in this country: 


PREMIUMS 
1929 
Employers’ Liability. $28, 878,429.57 $29,801,147.93 
PAROTIEOM 0.60 ccccce 400,226.86  5,973,406.73 
Employers’ Fire.... 2:507, 123.10  2,520,923.83 


$36,785,779.53 $38, 295,478. 49 





ASSETS 
1930 1929 
Employers’ Liability .$36,570,445.14 $37,870,852.68 


AGROTICOR .o.6ccccese 6,922,061.06 7,242,461.91 
Employers’ Fire ... 4,589,796.51 4,883,114.61 
RESERVES 

: 1930 1929 
Employers’ Liability .$29,933,989.92 $30,122,858.93 
RMMATICOM ... ccc cnser 5,293,038.39 5,217,864.39 
Employers’ Fire .. 2,711,573.64 2,656,084.06 
SURPLUS TO POLICYHOLDERS, INCLUDING STATUTORY 

DEPOSIT AND CAPITAL 
1930 1929 
Employers’ Liability. $6,636,455.22 $7,747,993.75 
pS ere 1,629,022.67 2,024,597.52 
Employers’ Fire.... 1,878,222.87 2,227,030.55 


Profit on World-wide Operations 

On the world-wide operations the un- 
derwriting profit at £197,310 represented 
only the small percentage of 2.8 of the 
premium income, and even this was not 
the net profit, since in the profit and 
loss account foreign and colonial taxa- 
tion amounted to as much as £196,992 
and this, when deducted from the under- 
writing surplus in the fire and accident 
and general departments, left a net un- 
derwriting profit of only £27,702 on a 
vast account. 


Department 1930 1929 
Fire: £ 
EC TCT 433,348 438,810 
Underwriting profit after 
allowing for 40% re 
A ee 27,384 4,839 
Percentage of profit..... 6.3% 1.1% 
Accident and General :— 
rr 6,996,709 7,247,191 
Underwriting .profit after 
allowing for reserve... 197,310 298,561 
Percentage of profit..... 2.8% 4.1% 
Closing Marine Account 
The balance of the marine account, 


which it has been decided to close, is 
£6,588, and is transferred to the general 


reserve. The company now. transacts 
marine business through the Merchants’ 
Marine, whose report is also now issued. 
It is stated that the claims of the 1929 
account proved higher than was antici- 
pated—an experience shared, it is be- 
lieved, by other marine offices—and, 
“notwithstanding a considerable  in- 
crease of rates, the operations of the 
year have entailed a deficit of £33,119.” 
The claims on the 1928 and previous ac- 
counts are, it is added, adequately pro- 
vided for by the reserves set up last 
year for this purpose. * 

In addition to foreign and colonial tax- 
ation the British taxation of the Em- 
ployers’ Liability amounted last year to 
£51,580. For the first time since the cor- 
poration was established more than fifty 
years ago the interest earnings actually 
just exceed the cost of the dividend, 
which becomes 5s. a share, less tax, as 
against 4s., free of tax, which has been 
paid for many years. 


1930 1929 

& £ 
Tetel OVORINB: ..occsicnce vs 7,430,057 7,686,001 
Foreign and Colonial Taxa- 

Rr er ee en eae 196,992 190,219 
Net underwriting profit.... 27,702 113,181 
I, ee 51,580 47,113 
Total interest for year (net) 298,327 291,291 
Dividend :— 

Per share for year...... 5s. (less 4s. (free 

tax) ef tax) 
Cost of distribution........ 298,199 307,818 


Interest Earnings 


The interest earnings of the corpora- 
tion should benefit during the next five 
years by the excellent valuation results 
of the prosperous Clerical, Medical & 
General Assurance Society, which 
showed a divisible surplus for four and 
one-half years, at December 31 last, of 
£1,285,990, of which, as shareholders, the 
Employers’ Liability will receive one- 
tenth, and may be disposed to spread 
this share over each of the next five 
years. The association between the 
Clerical, Medical & General Life and the 
Employers’ Liability seems to have been 
a mutually advantageous one. At the re- 
cent meeting of the life office the chair- 
man stated that during the last valuation 
period the Employers’ Liability had sent 
it more than £1,250,000 of new business 
out of nearly £8,500,000. 





W. A. OSGOOD PROMOTED 


Now Independence Indemnity V.-P.; 
Turns to Fable Writing in Current 
Human Relations 

Vice-president W. A. Osgood of the 
Independence Indemnity is paid the fol- 
lowing tribute in the current Human 
Relations: “Second Vice-president Os- 
good is no longer second vice-president. 
He is now Vice-president W. A. Osgood. 
The directors did that for him at their 
last meeting; and no one deserves it 
better than he.” 

In the same issue Vice-president Os- 
good tries his hand at fable writing and 
produces the following on “Let a smile 
be your umbrella on a rainy, rainy day.” 
There was once an insurance agent 

Who called on a busy, busy executive. 
The agent introduced himself. 

The busy executive growled. 

The insurance man, nothing daunted, 

Went on with his story. 





The busy executive growled again. 
The insurance agent stopped abruptly. 
He got down on his knees and looked 
Under the executive’s desk. 
He kept looking until curiosity began 
To tickle the busy executive’s risibilities; 
In fact his curiosity quite overcame “him. 
Quoth the executive: 
“What are you looking for?” 
“IT am,” replied the agent, 
“Looking for the dog!”’’ 
The busy executive smiled. 
The insurance agent smiled, 
And went on with his story. 
Before leaving the executive, 
He got the business he was after. 





TO MEET MAY 15 IN BOSTON 

The Casualty Actuarial Society will 
hold its mid-year meeting on Friday, 
May 15, in the Hotel Statler, Boston. 





Marcus Meltzer Dies 
After Heart Attack 


NAT’L BUREAU STATISTICIAN 





Had Been Compiler of Annual Casualty 
Experience Exhibit for Years; With 
Bureau Since 1915 





Marcus Meltzer, one of the most cap- 
able casualty statisticians in the busi- 
ness whose connection with the National 
Bureau of Casualty & Surety Underwrit- 
ers dated back to 1915, died suddenly a 
week ago of a heart attack. He appeared 
to be in good health at business the day 
before, played bridge in the evening and 
visited with one of his associates in the 
Bureau before retiring for the night. At 
2 A. M. a physician found him dead hav- 
ing been called to the apartment by a 
relative. Mr. Meltzer’s passing coming 
so soon after the death of Leslie L. Hall, 
late secretary-treasurer of the Bureau, is 
a severe blow to the organization. 


For years Mr. Meltzer has been re- 
sponsible for the compilation of the Cas- 
ualty Experience Exhibit giving each year 
in May the results of all member com- 
panies of the Bureau for the preceding 
twelve months. It is a job requiring con- 
siderable statistical experience and knowl- 
edge of the business. He was also the 
compiler of the statistics upon which ac- 
tuaries base premium rates in almost 
every branch of casualty insurance. 


A Native of Russia 


Born in Russia forty-eight years ago 
Mr. Meltzer came to this country with his 
parents when he was eight years old. His 
early education was gained in the public 
schools of Portland, Ore. He became 
assistant statistician for the National 
Workmen’s Compensation Service Bureau 
in February, 1915, and two years later be- 
came chief statistician. When the present 
organization succeeded the compensation 
bureau, he assumed a similar position. 

Mr. Meltzer was a member of many 
societies, including the American Statis- 
tical Association, the Casualty Actuarial 
Society and the Association of Casualty 
and Surety Accountants and Statisticians, 
of which he was one of the founders and 
secretary. He was a committeeman of 
the National Safety Council and other or- 
ganizations. 

He was unmarried. Surviving him are 
his mother and four sisters, Mrs. Irving 
Shoobe, Miss Fannie Meltzer, Miss May 
Meltzer and Mrs. Rose Mandelberg. 

Funeral services were held from a fu- 
neral parlor in Brooklyn. The burial was 
at Montefiore Cemetery, Maspeth, Queens. 


Many Tributes to His Ability 


This week many tributes were paid to 
Mr. Meltzer’s ability along statistical lines 
and typical of them was the following by 
Richard Fondiller, secretary, Casualty Ac- 
tuarial Society, who knew him for many 
years: 

“The sudden passing of Marcus Melt- 
zer is indeed a shock to his many friends 
in the business. By reason of his posi- 
tion as chief statistician of the Naticnal 
Bureau of Casualty & Surety Underwrit- 
ers, he was widely known to company 
executives as a man who took his job 
seriously and with pride. He had en- 
deared himself to an unusually wide circle 
of actuaries and statisticians by his read- 
iness to assist them in their difficult prob- 
lems. He was especially considerate: of 
the junior men who were attempting to 
work their way up and many of them 
owe much to him for their success. 

“He served on the Council of the Cas- 
ualty Actuarial Society for three years 
and participated by contributing valuable 
discussions on papers presented at the 
meetings of the Society. His friendly 
spirit and genial personality will long be 
missed by those with whom he was asso- 
ciated.” 





APPOINT SWETT & CRAWFORD 


The Aero Indemnity and Aero Insur- 
ance Co., Barber & Baldwin companies, 
have appointed Swett & Crawford, prom- 
inent San Francisco agency, as north- 
ern California general agents. 





Brevoort 


Madison Street, east of LaSalle 
CHICAGO 


DOWNTOWN, near 
principal stores, 
banks, _ business 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
cago hotels for qual- 
ity of service at 
moderate cost. 

E. N. Mathews, 

President. 
R. FE. Kelliher, 


Manager. 














NEW FIDELITY CLIENTS 





Industrial and Mercantile Companies 
Following Example of Banks in 
Buying Such Protection 
Mercantile and industrial companies 
are increasingly taking out fidelity bonds 
on their employes and the volume of 
such business is comparing favorably 
with the volume on banks, according to 

the Fidelity & Casualty. 

There was a time, the company says, 
when fidelity bonds were carried mainly 
by banks and other financial enterprises 
and only to a limited extent by commer- 
cial organizations but in late years there 
has been a noticeable increase in the 
number of mercantile and industrial cor- 
porations taking fidelity protection 
against defalcations by employes. Re- 
cently the gain in such policies taken by 
“non-banking” concerns has been particu- 
larly marked, not only in the New York 
City district but in most other parts 
of the country as well. 

“It seems possible,” concludes the Fi- 
delity & Casualty, “that in the course 
of time bankers who now inquire care- 
fully into the financial status of borrow- 
ing firms or corporations and check up 
on their fire insurance coverage as well 
as other safety factors to be considered 
by the lender, will also insist upon fi- 
delity bond protection so that the pecu- 
lations of confidential clerks, executives 
or others will not impair a customer’s 
financial strength.” 





PITTSBURGH BRANCH EXPANDS 





New Amsterdam Casualty Names F. H. 
Buck as Field Assistant There; 
Progress Under C. H. Bokman 


Francis H. Buck, field assistant of the 
New Amsterdam Casualty, has joined 
the western Pennsylvania organization of 
that company with headquarters in the 
Pittsburgh branch. Mr. Buck has a wide 
acquaintance and'was formerly connect- 
ed with the Fidelity & Casualty, Bank- 
ers Indemnity and Consolidated In- 
demnity. 

The Pittsburgh branch, which has 
shown splendid progress, has been man- 
aged by Chas. H. Bokman since it 
opened in 1925. 





S. W. SHEPHERD, JR., PROMOTED 


Sumner W. Shepherd, Jr., has been 
promoted to assistant manager, casualty 
lines, in the Providence branch ‘office of 
the Travelers. Mr. Shepherd has been a 
field assistant assigned to the Providence 
territory since May of last year. He has 
supervision over casualty production of 
branch office agents of the company. His 
connection with the Travelers dates back 
to 1929. Before being assigned to Provi- 
dence he served in the Worcester, 


Springfield and Boston offices. 
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Stability 
plus 
Nation-wide Service... 


P revailing economic conditions em- 
phasize the vital need for stability back 


-of insurance protection. 


Sick stability is assured with the Eagle 
Indemnity Company because it is a part 
of the Royal-Queen-Liverpool Group. 


This affiliation, moreover, guarantees 
cooperative service everywhere in the 
United States. 









INDEMNITY COMPANY, 


Casualty Insurance—Fidelity and Surety Bonds 


EAGLE INDEMNITY COMPANY 
150 William Street, New York 
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1930 Growth In The 
Lumbermens Group 


AMERICAN MOTORISTS AHEAD 





President Kemper Predicts Pcor Loss 
Experience on Compensation This 
Year; Outlook Good for Other 


Casualty Lines 


Increases in cash assets, legal reserves, 
net surplus and dividends returned to 
policyholders are noted in the annual 
statement of the Lumbermens Mutual 
Casualty of Chicago, The earnings -for 
the year amounted to $2,657,014, a gain 
of nearly $350,000; the voluntary re- 
serve increase was $100,000 and net sur- 
plus gained $273,148. Cash assets were 
shown at $15,001,456 or 28.9% ahead of 
the previous year-end. 

Premium income of the Lumbermens 
Mutual and its associate company, the 
American Motorists, for the past year 
was more than $16,700,000 as compared 
with $1,700,000 in 1921, that year being 
selected for comparison because it was 
also in a depression period. In the au- 
tomobile depar‘ment premiums were 
more than $8,800,900, an increase of $770,- 
000 over 1929. The loss ratio on this 
business, observes President James S. 
Kemper in his annual report, was slight- 
ly higher than the previous year due 
in a iarge measure to unemployment and 
the resulting larger claims on third party 
cases. 

Miscellaneous casualty lines, including 
burglary, plate glass, fidelity bonds and 
personal accident insurance, showed a 
satisfactory increase and a good loss ra- 
tio, says Mr. Kemper. 


Investment Appreciation 


The Lumbermens Mutual Casualty in- 
vestment results for the past year indi- 
cated a net appreciation of $25,000 in 
market value of invested assets in addi- 
tion to interest income and other bank- 
ing profits of $416,334. Says Mr. Kemp- 
er: “While the market value of our bank 
stocks depreciated substantially during 
1930 the market value on December 31 
was still more than $30,000 above the 
price paid for these stocks.” Mortgage 
loan investments amounted to $2,213,950. 

The American Motorists, organized in 
February, 1926, had cash assets on De- 
cember 31 of $3,414,013, a gain of 25.1% 
over 1929, and a surplus to policyhold- 
ers of $1,010,187. Premium income in- 
creased 224% during 1930. The com- 
pany showed an appreciation in-market 
value of securities of more than $26,000. 

1931 Outlook 

“Even though there may be a revival 
of business activity in 1931,” observes 
Mr. Kemper, “casualty companies will 
continue to suffer because of the reduced 
payrolls on policies written during 1930, 
and so it is not unlikely that our com- 
pensation department will show little, if 
any, increase in income during 1931. On 
the other hand, if the long deferred bus- 
iness recovery does materialize an im- 
mediate increase in accidents will fol- 
low the resumption of employment, The 
combination of these two factors will 
probably produce an unsatisfactory loss 
experience for all companies on compen- 
sation business. 

“The outlook so far as the other lines 
of casualty insurance are concerned is 
favorable. It seems reasonable to assume 
that business recovery when it does come 
will be substantial, particularly as stocks 
in most lines are very low. With that 
recovery will come a substantial increase 
in the volume of insurance required by 
business and industry.” 


EAGLE INDEMNITY CONFERENCES 

Eastern field men of the Eagle Indem- 
nity met at the home office last week 
to discuss production plans for the bal- 
ance of 1931. A similar meeting of the 
western field men took place in Chicago 
which was attended by Thomas L. Bean, 
production manager. 





New Investment Trust 

Shares of twenty-seven insurance 
companies are to be held in a new 
fixed investment trust now being 
formed by John F. Barry, president 
of John F. Barry & Co. and the 
New York Depositor Corp. The 
trust will be known as Trusteed 
American Insurance Stocks. 

Each trust unit, to be in insurance 
stocks exclusively, will be split into 
2,000 trust certificates. The trust 
has a cash conversion provision so 
that investors may withdraw at will. 











MASSACCO CLUB CONVENTION 





Nine Service Medals Presented; Awards 
for Best Premium Increases; Com- 
missioner Brown a Speaker 
The Massacco Agents’ Club of the 
Massachusetts Accident held a two-day 
‘convention in Boston last week at the 
Parker House, attended by about 20) 
agents. Merton L. Brown, Massacku- 
setts insurance commissioner, addressed 
the opening meeting. Chester W. Mc- 
Neill, president, and Wesley M. Roz, 
manager of the Ordinary department, 
were other speakers. There was a the- 
ater party on the first night and the 
annual dinner closed the convention. 
Nine service medals were presented as 
follows: thirty-five years, Ida M. Hath- 


away, secretary, and E. FE. Treadwell, 
Bridgeport; twenty-five years, Victor 
Weston, manager, commercial depart- 


ment; G. W. Witham, Fitchburg, and 
W. F. Durgin, New London; twenty 
years, W. C. Richardson, Syracuse; J. 
L. Conlon, Hartford; A. Paradis, Man- 
chester, N. H., and C. D, Young, Amster- 
dam, N. Y. 

Gold prizes were given for the best 
increases in premium income the past 
year as follows: Dana G. Hall. New 
York, $100; C. D. Hipp, New York, $80; 
A. O. Bemis, Ferndale, Mich., $60; C. D. 
Brodie, Boston, $40; D. H. Stern, New 
York, $20. 





OPENS ALABAMA OFFICE 





Maryland Casualty’s New Arrangement; 
R. A. Brown & Co. to Continue 
With Birmingham Territory 
The Maryland Casualty on Wednes- 
day opened a service office at Birming- 
ham, Ala., to handle business from north 
and central Alabama. R. A, Brown & 
Co., which had formerly supervised that 
territory as general agents, will continue 
to handle the business in Jefferson Coun- 
ty, of which Birmingham is the county 

seat. 

Edward L. Castleton, who has been 
with R. A. Brown & Co., is manager of 
the new office, which is located at the 
same address as the Brown office. 


is HOLD-UP AN ACCIDENT? 


Suits involving the question as_ to 
whether or not injuries sustained in a 
hold-up are covered under accident poli- 
cies have been transferred to the Fed- 
eral Court in Indianapolis. Ralph A. 
Scott of Greenfield, Ind., was attacked 
by bandits as he left a taxicab in front 
of his home. Gun shot wounds resulted 
in amputation of one hand and one foot. 
The Aetna Life has refused to pay $170,- 
000 on three policies Scott held, claim- 
ing that the shooting does not come un- 
der the head of accident. Scott’s claim 
is that he was in a taxicab, a common 
carrier, and that the shooting was acci- 
dental in so far as he is concerned. 





J. M. GUTHRIE, JR., IS DEAD 

J. Milton Guthrie, Jr., a local agent of 
Phillipsburg, N. J., died last Friday in 
the offices of his father-in-law, former 
Judge J. I. B. Reiley, following a heart 
attack. The deceased was 43 years of 
age and for many years was prominent 
in Republican politics in Warren Coun- 
ty. He is survived by his father, who 
resides in Indiana, Pa., his widow, three 
children, two sisters and two brothers. 
Mr. Reiley is one of the oldest and most 
prominent agents in Phillipsburg. 


Florida Talk of F. R. Jones 


(Continued from Page 34) 


lic. Second, learn thoroughly the fun- 
damental principles and their technical 
applications to one’s particular branch 
of the business. That means, said Mr. 
Jones, technical education made prac- 
tical through applied experience. Third, 
it will be of no avail if insurance men 
have the right mental attitude and are 
educated in the principles of the busi- 
ness and then dissipate energy and cloud 
perspective through interminable bicker- 
ings and shortsighted graspings at tem- 
porary, ephemeral or even tricky ad- 
vantages. 

“Remember, we are actors upon a 
stage with the general public looking on 
as the criticial audience,” explained Mr. 
Tones. He made clear that he did not 
mean the elimination or even weaken- 
ing of healthy and high-minded competi- 
tion for such is the quintessence of a 
vigorous and growing economic life. His 
reference was to those _ malignant 
growths out of the competitive system 
that will destroy it ultimately unless a 
specific cure is found and applied. On 
this point he said: 

“They are the substances that furnish 
the vital food for all kinds of ‘isms,’ so 
fraught with danger to our economic 
system today. Eradicate the evils, de- 
stroy the food upon which they feed 
and such ‘isms’ will become moribund. 
The specific cure, in my opinion, is in- 
telligent and practical co-operation in 
the business; and that applies to small 
activities as well as big, to the bottom 
as well as the top.” 

Mr. Jones in his final point said: 
“When you have a firm belief in the 
intrinsic value of your business; when 
you are educated as to the proper and 
practical application of its principles, and 
when proper co-operation is secured and 
practiced all along the line—even then 
we have only put ourselves in the way 
of serving ourselves. We have only gone 
part way in making ourselves ‘insurance- 
minded’—in evolving a right ‘insurance 
consciousness.’ 


Serve the Public Well 


“We are now prepared to accomplish 
our great purpose in life; to substantiate 
the reason for the existence of our busi- 


ness—the acid test of which is ‘do we 


serve our public; do we serve it well: 
and are we serving it better every day?’ 
If so, then we are really ‘insurance- 
minded’—and we shall have no fear for 
the very existence of our business; we 
shall not be consumed by internecine 
fights or squabbles; we shall not have 
to call in the state as a policeman. to 
settle our fights for us that we ought 
to settle ourselves, nor have him sent 
in by the state itself; we shall be ac- 
corded a minimum of healthy state-su- 
pervision where now we have, or are 
in danger of having, a maximum of bu- 
reaucratic irritating, expensive and initi- 
ative-destroying interference.” 

Further along in his talk Mr. Jones 
made the plea for greater co-operation 
as to things of mutual interest. “We 
haven’t enough of it now, or the right 
quality of what we have. It is not now 
by any means ‘every man for himself’; 
but is certainly not ‘every man for every 
other man in the best interests of all’ 
This may seem to be the ravings of a 
would-be idealist; but it can be shown 
to be the hope and expectation of a 
hard-boiled realist. Let me therefore get 
down to hard pan and give several con- 
crete examples of how at least a be- 
ginning can be made: 


Elimination of Opportunism 


“First—The elimination of opportun- 
ism in business in general and in insur- 
once in particular. One reason why 
‘Government in business’ has made such 
progress in recent years, either in the- 
ory or in practice, has been that each 
industry has allowed its own immediate 
selfish interests to take precedence to 
the broader best interests of business in 


general. Only when its ‘ox was gored, 
so to speak, has it bellowed for assist- 
ance and co-operation. It was perfect- 
ly willing to put the Government ex- 
clusively in the business of the other 
fellow, provided it itself thereby sectred 
some fancied or real advantage. 

“So with industry in general; but we 
of the insurance world have not heen 
above reproach—even among ourselves, 
stock, mutual, reciprocal—fire, life, cas- 
ualty, surety and marine. We do not 
always come to the rescue when one 
among us is threatened with Government 
monopoly of its business; or when the 
legislators threaten to settle upon one 
type of insurance unwarranted and un- 
fair burdens. We are apt to welcome a 
provision in or an amendment to the 
proposed law reading ‘other than—/ 
specifying our particular class of insur- 
ance. 

“Second--The withholding of co-oper- 
ative assistance in defeating obnoxious 
measures that do not immediately affect 
your particular interests because of some 
fancied or even real wrong or injustice. 
However logical in itself such a ‘hands 
off’ policy might be, yet from the broad- 
er aspects of the welfare of the business 
as a whole, such a negative attitude is 
not warranted and may prove ultimately 
disastrous to your own particular inter- 
ests. Do not say, ‘I won’t help defeat 
an unwarranted and unfair insurance tax 
increase bill, because I claim the com- 
pany has treated me unfairly as regards 
a matter of commissions.’ However that 
may be, such unjust tax legislation is 
bound to react badly upon the whole 
business and settle a part of the burden 
upon every one in it. 


Combating Radical Legislation 


“Third—The necessity of strong com- 
pany and agency organizations nation- 
wide and down to the smallest political 
unit is clearly apparent; but how often 
such national organizations are wrecked 
or scrapped by reason of relatively minor 
differences of opinion regarding unim- 
nortant details? And how frequently 
local state co-operative units are allowed 
to go into the discard by reason of some 
relatively unimportant differences due to 
the injection of personalities into the sit- 
uation ? 

“Partly by reason of hard times and 
largely by reason of a normal economic 
and sociologic evolutionary development 
—we are facing extremely radical legis- 
lative proposals affecting not only our 
business but all business; and we cannot 
hove to grapple with them successfully 
unless we realize adequately the impor- 
tance of our business: the importance 
of ourselves to the business; and of both 
to the public. In other words, we must 
fit ourselves and our business to serve 
the public in the most efficient manner 
possible. The first and most essential 
step in the accomplishment of that pur- 
pose is for us to become thoroughly ‘in- 
surance-minded,’ in the proper sense of 
the term.” 





GET SAFETY CERTIFICATES 


More than two hundred men and wom- 
en in the various industrial plants in 
Newark and vicinity were awarded grad- 
uation certificates in a course which thev 
took under the auspices of the Newark 
Safety Council. The certificates were 
awarded at a dinner which was held bv 
the council recently in the Newark 
Elks’ Club. One of the principal speak- 
ers at the dinner was Dr. James H. Sow- 
erby, director of the first aid course. 
who spoke on “Advanced First Aid Work 
and Its Relation to Accident Preven- 
_tion.” 





The Amada Insurance Agency of 
Newark has been incorporated with a 
capital of 100 shares. The incorporators 
include Frances Wollman, Leonar 


Reiner and Mack Amada, all of Newark. 
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Standard Suvety Pest , 
For William L. Lynch 


HEADS BURGLARY AND P.G. DEP’T 





Has Had Twenty Years’ Experience in 
This Field; Served Preferred Acci- 
dent From 1911 to 1927 





William L. Lynch, well known burglary 
underwriter and recently with the Con- 
stitution Indemnity, joined the Standard 
Surety & Casualty this week as head of 
its burglary and plate glass department 
at the home office. Mr. Lynch has had 
extensive experience in all phases of the 
underwriting, claim and production of 
burglary and plate glass business. 

Over a period of sixteen years, from 
1911 to 1927, he was at the home office of 
the Preferred Accident as assistant su- 
perintendent of its burglary and plate 
glass department, leaving that connection 
for the New York Indemnity where he 
was superintendent of the same depart- 
ment. When that company was bought 
by the Union Indemnity Mr. Lynch re- 
signed to assume the post of home office 
superintendent in the Georgia Casualty. 

On the merging of the Georgia Casual- 
ty with the Public Indemnity, he trans- 
ferred his activities to the metropolitan 
branch of the Constitution Indemnity as 
underwriter in charge of burglary and 
plate glass. He resigns from that com- 
pany to join the Standard Surety & Cas- 
ualty Company. 

This new home office arrangement on 
the part of the Standard Surety is a fur- 
ther step to strengthen and broaden the 
development of the company’s business. 
Mr. Lynch is well and favorably known 
as one of the leading underwriters in the 
burglary and plate glass field. 





A. D. WHITEMAN GIVEN DINNER 





Lloyds Casualty Claim Department Head 
Surprised at Turnout in His Honor; 
Gets Pen-Pencil Set 

A. D. Whiteman, head of the legal and 
claim division of Lloyds Casualty since 
that company went into the multiple line 
field, was invited by members of his staff 
to go to dinner one night this week. He 
accepted and upon arriving at the Plant- 
ers Restaurant, New York, found every 
member of his department assembled for 
a testimonial dinner in his honor. Mr. 
Whiteman was considerably surprised; 
more so when the toastmaster, T. “Pat” 
Gaughran, chain adjuster, presented him 
with a pen and pencil set. ; 

Among the speakers were M. Daniel 
Maggin, vice-president and general man- 
ager; Percy F. Biglin, vice-president and 
secretary; William F. Brennan, ehief en- 
gineer; William H. Brewster, supervising 
underwriter, and Walter E. Verity, claim 
examiner. 

3efore joining Lloyds Casualty Mr. 
Whiteman was with the New Amsterdam 
Casualty for twenty-five years under the 
tutelage of George W. Pesinger, one of 
the best claim men in the business. 





W. M. MARCY’S NEW CAPACITY 





Former General Agent Becomes Metro- 
politan Production Manager of 
Franklin Surety 
William M. Marcy, who has been met- 
ropolitan general agent of the Franklin 
Surety since 1928, joined the home office 
staff of the company this week as pro- 
duction manager in the metropolitan dis- 
trict. Mr. Marcy has been in both under- 
writing and production capacities for the 
past twelve years being connected with 
the Kenny Agency, Inc., before repre- 

senting the Franklin. 





WM. L. BATES TO TALK 
William L. Bates, assistant bonding 
superintendent at the home office of the 
Fidelity & Casualty, will address the 
members of the New Jersey Surety Un- 
derwriters’ Association at their April 
meeting. 





Lloyds Casualty Not To 
Drop McFadden Suit 


STILL CONTESTS $25,000 PAYMENT 





“Constructive Fraud” Charged; Close to 
$1,000,000 Paid by Lloyd’s of Lon- 


don and 17 American Cos. 





Lloyds Casualty, the one company out 
of eighteen on the G. H. McFadden acci- 
dent line to decline payment to bene- 
ficiaries on its $25,000 policy, will not 
drop the suit in equity it has filed in the 
Philadelphia Federal Court to restrain 
the McFadden beneficiaries from starting 
suit to collect and to accept a return of 
$75 premium paid. 

Although Lloyd’s of London has paid 

up to 85% of the gross value of its $650,- 
000 policy on McFadden and. seventeen 
American companies have followed in the 
lead of Lloyd’s, it was learned from A. 
D. Whiteman, head of the legal and claim 
division of Lloyds Casualty this week 
that such payments will have no bear- 
ing on their case. Mr. Whiteman points 
out: “We contest the claim on definite 
breaches of warranty and can point to 
five specific cases of where accident or 
life insurance on McFadden was de- 
clined.” . 
_ The Lloyds Casualty policy was issued 
in January, 1930. Prior to that time two 
large companies had declined to partici- 
pate in the million dollar line of accident 
insurance which McFadden bought. The 
stand taken by the company is that when 
McFadden bought the policy he made 
written application for it and announced 
“No” to the question: “Has any appli- 
cation ever made by you for life, health 
or accident insurance been declined, pol- 
icy cancelled or renewal refused by this, 
any other company or association ?” 

Lloyds Casualty charges that this an- 
swer was “constructive fraud.” 

In all McFadden had a personal acci- 
dent line totaling $1,019,250 of insurance. 
The payment of close to $1,000,000 by 
Lloyd’s of London and American com- 
panies makes his case the largest per- 
sonal accident claim ever to have been 
paid on any one man. 





TO ABIDE BY BUREAU RATES 





Non-Conference Companies in Philadel- 
phia Territory Find It Necessary 
To Take This Step 


Member companies of the National 
Bureau of Casualty & Surety Underwrit- 
ers heard the cheering news this week 
that non-bureau carriers in the Philadel- 
phia territory would operate under con- 
ference automobile rates beginning April 
1. The poor underwriting experience in 
this field for the past two years coupled 
with the good work done by the Bu- 
reau’s branch office in Philadelphia in 
eliminating many of the existing bad 
practices is responsible to a large degree 
for this step. 

It was only recently that the Bureau 
increased the rates in Philadelphia and 
suburbs on the lower-priced pleasure 
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E. M. Linville Joins Sales Staff 
Of Moody’s Investors Service 


E. M. Linville, well known for many 
years in casualty executive ranks, joined 
the sales division of Moody’s Investors 
Service on Wednesday. Mr. Linville 
will work in close contact with Robert 
W. Watt, in charge of sales for Moody’s. 
Mr. Watt, it will be recalled, was vice- 
president in charge of production for 
the Royal Indemnity up until a few 
years ago and Mr. Linville succeeded 


him when he resigned to join Moody's 
Service. 

Mr. Linville spent his early years in 
the casualty business with the Ocean Ac- 
cident, then spent several years as pres- 
ident of the New York Indemnity, later 
getting a taste of production work in the 
large brokerage firm of Marsh & Mc- 
Lennan. He affiliated with the Eagle 
Indemnity in- May, 1927. 

_ Mr. Linville has a wide acquaintance 
in the casualty and surety field. 





GETS BOWERSOX AGENCY 





Standard Surety Appoints St. Louis 
Firm as General Agents; Has Large 
Fire Volume and Sub-Agency Plant 
The Bowersox Insurance Agency Co. 

of St. Louis has been made general 

agents of the Standard Surety & Casual- 
ty for casualty and surety lines. This 
agency, headed by C. C. Bowersox, has 

a large fire and allied line income and a 

staff of fourteen people. Mr. Bowersox, 

twenty-five years in the business, is a 

member of the St. Louis Real Estate Ex- 

change. C. H. Bowersox, secretary, has 
charge of the casualty-surety depart- 
ment. 

The Bowersox agency will represent 
the Standard Surety in the city of St. 
Louis and St. Louis county where it has 
a sub-agency plant of twenty-five. Com- 
plete underwriting, claim and inspection 
facilities will be maintained. 


“ROYAL INDEMNITY CHANGE 

W. F. White has been appointed as- 
sistant superintendent, accident and 
health department, Royal Indemnity, suc- 
ceeding Read H. Brown. 








APPOINT SAN ANTONIO AGENCY 

The Consolidated Indemnity has ap- 
pointed Coleman & Co. of San Antonio 
as its general agents. This agency is 
twenty-five years old. 








cars. The Bureau at that time contend- 
ed that it was forced to take this action 
because of the heavy loss ratio. And it 
is the same bad experience which has 
forced the non-conference companies to 
adopt Bureau rates. 

















A Progressive 


SURETY AND CASUALTY 
Company 














NEW COMPANY PAPER 





The Consolidator Makes Its Appearance 
As Organ of Consolidated Indem- 
nity; Richard Woike Editor 

The Consolidator, a new casualty com- 
pany house organ, has made its appear- 
ance, published monthly by the Consoli- 
dated Indemnity & Insurance Co. Edited 
by Richard Woike, statistician of the 
company, it carries plenty of news, a 
special message from R. R. Rasquin, 
president of the company, and a human 
interest column called “All Over the 
Lot.” 

_ The March issue reminds agents that 
it is Brushwood Month in honor of the 
executive vice-president of the Consoli- 
dated. It is noted in this issue that for 
the first two months of 1931 the com- 
pany’s net premiums written were 16.9% 
greater than for the same period of 1930. 

Associate editors of The Consolidator 
are Mrs. C. R. Righter, secretary to 
President Rasquin, and George A. Jack- 
son, assistant superintendent of agents. 





BAYERN WITH ROUGH NOTES 


Henry V. Bayern has joined the Rough 
Notes Co. of Indianapolis as representa- 
tive for the metropolitan district of 
New York, including Westchester and 
Long Island. He is a brother of Her- 
man A, Bayern, well-known local broker, 
who is a past-president of the General 
Brokers’ Association of the Metropoli- 
tan District, Inc., and now chairman of 
its legislative committee. 





SIGNS MOTOR VEHICLE BILL 


Governor Roosevelt of New York 
has signed the Fearon bill amending the 
vehicle and traffic law in relation to 
service of summons in certain negligence 
actions on residents of the state who 
shall have removed therefrom prior to 
commencement of actions. 





PASS RECIPROCAL BILL 


A bill to tighten the reciprocal insur- 
ance company laws was passed by the 
Indiana State Legislature despite the 
fight: of two of its co-authors to kill it. 
The bill provides for the posting of $75,- 
000 additional security with the state in- 
surance commissioner before 1934. 





AGENCY INCORPORATES 
The Kroner-Rader Agency of Newark 
has been incorporated with a capital of 
2,500 shares. The incorporators include 
Edward A. Rader and Lee Wolkenberg 
of Newark and Laurence Kroner of Irv- 
ington. 
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DOUBLE RECORD OF 
ACCOMPLISHMENT 








(AMERICAN) LUMBERMENS MUTUAL 
CASUALTY COMPANY OF ILLINOIS 


AMERICAN MOTORISTS 
INSURANCE COMPANY 


James S. Kemper, President 


MUTUAL INSURANCE BUILDING 


CHICAGO, U. S. A. 


Statements at Close of Business December 31, 1930, as Reported to Division of 
Insurance, Department of Trade and Commerce, State of Illinois 








NINETEENTH ANNUAL STATEMENT 
ASSETS: 
er ee eee $ 804,400.00 
State, province, county and municipal bonds............. 4,949,520.00 
I en 1,464,134.06 
ioe ies fo aa Oras 26 Oy Coens aden saan ees 200,000.00 
First mortgage loans on real estate...................... 2,213,950.00 
Cash in banks and on interest.......................... 2,419,877.62 
Premiums in transmission.............................. 2,015,481.00 
Due on account of reinsurance......................... 826,392.35 
RN ids soe ore ahs edly ds ens ay pwd Rom ews 107,701.63 
Total cash assets.......... Mee Te tee ne $15,001,456.66 
LIABILITIES: 
52 ee hs ew aga ee aledeal anes $ 6,919,207.86 
Reserve for unearned premiums ....................... 3,958,360.99 
Reserve for taxes and expenses......................... 672,855.38 
Special voluntaty reserve.................... 00. eenes 350,000.00 
Resseve far contingencies .......... 2... cece ee 1,000,000.00 
Total liabilities and reserves..................... $12,900,424.23 
TU oto teases cy ow bone Rave een Ate 2,101,032.43 
MN Seis oe Wancgunaiek, «teeta ee en $15,001,456.66 
1930 GAINS . 
Increase in premium income ..... . $1,487,350.17 
Increase in cash assets ........... 3,362,476.12 
Increase in legal reserves ........ 1,409,135.86 
Increase in voluntary reserves .... 100,000.00 
Increase in net cash surplus 273,148.21 











FIFTH ANNUAL STATEMENT 








ASSETS: 
ee er ee $ 263,450.50 
State, province, county and municipal bonds............... 1,308,890.00 
Ouliee Domde and stocks... .. cw ce cw ccce wees 303,500.00 
First mortgage loans on real estate....................... 368,500.00 
Cash in banks and on interest........................... 754,048.89 
Premiums in transmission.............................-- 246,563.22 
Due on account of reinsurance.......................... 140,202.01 
OP “TR ee 28,859.15 
IRCA CUMIN GNEMER ok ni ose ids Ca eae elev st $3,414,013.77 
LIABILITIES: 
TE EE, ne ae tee $1,300,889.00 
Reserve for unearned premiums De at he 699,903.93 
Reserve for taxes and expenses..................... 203,033.65 
err eter 200,000.00 
Total liabilities except capital................. $2,403,826.58 
sd se aio Lin ks Hdosaele arenes $500,000.00 
Te ore 510,187.19 
Surplus as regards policyholders....................... $1,010,187.19 
FS 8 tel BGO cd ketch aa ng Oe $3,414,013.77 
1930 GAINS 
Increase in premium income ...... . $565,103.86 
Increase in cash assets ............ 685,332.54 
Increase in voluntary reserves ...... 100,000.00 
Increase in policyholders’ surplus ... 127,262.09 





‘Bvase Companies offer Sound Protection and Complete Service on 


AUTOMOBILE, COMPENSATION, 


LIABILITY, PLATE GLASS, 


PERSONAL ACCIDENT INSURANCE and FIDELITY BONDS 





PHILADELPHIA 
Inquirer Building 
NEW YORK CITY 


88 Lexington Avenue 


BOSTON 
260 Tremont Street 
SYRACUSE 


Chamber of Commerce Building 
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Spirited Competition 
For N. Y. S. Premiums 


TRAVELERS LED WITH $21,715,715 








1930 Figures Shatts Twelve Companies 
Closely Bunched Together; Met- 
ropolitan Life A. & H. Leader 





The competition for casualty and sure- 
ty premiums in New York State last year 
was spirited judging from the figures 
filed with the New York Insurance De- 
partment by the Various companies. The 
total volume for all carriers doing busi- 
ness in the state was $217,934,119 com- 
pared with $225,354,696 in 1929. 

The Travelers and Travelers Indem- 
nity led the field with $21,715,715; the 
Aetna Life and Aetna Casualty & Surety 
ranked second with $11,663,799. Travel- 
ers losses were $2,079,454; Aetna losses, 
$5,675.727. Following closely in line were 
the New York State Fund with $8,478,- 
042 in premiums and $5,956.345 in losses; 
Fidelity & Casualty with $7,816,688 pre- 
miums and $4,805,926 losses; Hartford 
Accident with $7,166,037 premiums and 
$3,393,682 losses. 

The next group of six stood as_ fol- 
lows: 


Premiums Losses 
Globe Indemnity....... $6,909,856 $3,513,742 
United States F. & G... 6,103,972 2,649,130 
National Surety ...... 5,900,333 2,125,020 
Employers’ ‘Liability ... 5,834,658 2,665,566 
Royal Indemnity ...... 5,361,936 2,620,107 
Liberty Mutual ....... 5,350,398 2,767,701 


The Maryland Casualty rolled up New 
York premiums of $4,652,042 with losses 
of $2,325,372; the New Amsterdam Cas- 
ualty had $4,333,964 in premiums and $2.- 
551.912 in losses; General Accident with 
$4,168,738 in premiums, $1,571,541 in loss- 
es. and the Zurich came through with pre- 
miums of $4,166,694 and losses, $2,107,425. 


Those Writing Million and Over 


The following companies wrote $1,000,- 
000 or over in premiums in the state: 
Alliance Casualty, Allied Mutual Liabil- 
ity, American Mutual Liability, Lumber- 
mens Mutual Casualty, American Surety 
($2,499.476), Century Indemnity. Com- 
mercial Casualty ($3,036,110), Consoli- 
dated Indemnity, Eagle Indemnity, Con- 
tinental Casualty, European General Re- 
insurance, Franklin Surety, Fidelity & 
Deposit ($3,050,987). General Reinsur- 
ance. Glens Falls Indemnity, Great Amer- 
ican Indemnity, Guardian Casualty, Great- 
er N. Y. Taxpayers, Indemnity Insurance 
Co. of North America ($3,934.748), Inde- 
pendence Indemnity ($2,282,188), London 
Guarantee ($2,267,600), Lloyd’s Casualty, 
London & Lancashire Indemnity. Mas- 
sachusetts Bonding ($2,864.666). Metro- 
politan Casualty ($2,593,949), Merchants 
Mutual, New York Indemnity. Ocean 


Accident. Preferred Accident, Norwich 
Union Indemnity, Southern Surety, 
Standard Accident. Sun Indemnity, 


Union Indemnity, United States Casual- 
tv. U. S. Guarantee, Utica Mutual ($2,- 
733,248), and Utilities Mutual. 

The largest accident and health writer 
was the Metropolitan Life with $3,350.- 


871, the Travelers ranking second with 
$2,073,444. 


WRITES WENDEL ESTATE BOND 

One of the largest bonds filed-in the 
Surrogate’s Courts in New York during 
the past decade was written by the 
Aetna Casualty & Surety on behalf of 
the temporary administrators of the vast 
Wendel estate. While the estate is esti- 
mated to be over $100,000,000 the bond 
was fixed at $2,635,000 to cover the esti- 
mated rents from real estate for a period 
of eighteen months, plus an accumulation 
of cash. Harvev Self, superintendent of 
the judicial division of the company’s 
New York office, handled this business 
for the company. 


N. J. RATE CHANGE JULY 1 





A. R. Lawrence, Compensation Rating 
& Inspection Bureau, Notifies Mem- 
bers of Proposed Revision 

A proposed revision of New Jersey 
compensation insurance rates is made 
known this week by the Compensation 
Rating and Inspection Bureau of .New 
Jersey to become effective as to all poli- 
cies dating on and after July 1 next. 
Chairman A. R. Lawrence in his state- 
ment to Bureau members says: 

“It has been determined by the gov- 
erning committee of the Bureau to un- 
dertake a comprehensive revision of pre- 
mium rates for effect as. to new and re- 
newal policies dating July 1, 1931, and 
thereafter and the program has the gen- 
eral approval of the commissioner of 
banking and insurance. 

“Tn connection with such rate revisions 
heretofore there has invariably been a 
lack of comovlete understanding and ob- 
servation of reauirements attaching to 
the use and application of the new rates. 
Much confusion and annoyance will be 
avoided on the part of all concerned if 
each company will definitely advise its 
underwriting staff and policy writing 
agents and any others who may have any 
responsibility in connection with the 
writing or preparation of policy contracts 
of the following requirements: 

“1. Any policy contract written or is- 
sued which bears the inception date. 
July 1, 1931, or thereafter which is not 
written in accordance with the rules, 
classifications and premium rates which 
may be hereafter promulgated, for effect 
as respects policies so dated, must be 
recalled and rewritten. It is not permis- 
sible to attempt a correction of any pol- 
icy issued in violation of this rule by 
means of endorsement. 

“2. Any policy which may be in force 
on March 30, 1931, and which has a nor- 
mal anniversary, renewal or rating date, 
July 1, 1931, or thereafter which may be 
taken up and rewritten or the term of 
which may be extended for any purpose 
whatever shall, notwithstanding, become 
subject to the rules, classifications and 
premium rates as may be promulgated 
for policies which bear inception date 
July 1, 1931, and thereafter, and the 
provisions of such rules, rates, etc., shall 
take effect as of the normal anniversary 
date of such policy, as disclosed by the 
records of the rating bureau upon March 
30, 1931. 





CHARLES S. BLAKE DEAD 





Pioneer Boiler Insurance Leader Was 
Board Chairman of Hartford Steam 
Boiler Inspection Co. 

Charles S. Blake, chairman of the 
board of the Hartford Steam Boiler and 
nationally known pioneer and authority 
on boiler insurance, passed away this 
week after a period of ill health. He had 
been in the business for nearly fifty 
years, thirty-two of which were with 

the Hartford Steam Boiler. 

Early in his career Mr. Blake was a 
newspaper reporter but his aptitude for 
things mechanical led him to leave jour- 
nalism and serve an apprenticeship at the 
Central Iron Works in Jersey City. He 
was licensed an engineer for small ves- 
sels before his twenty-first birthday. 

After considerable experience in ma- 
rine engineering Mr. Blake entered the 
boiler insurance field in 1884 as an in- 
spector for the American Steam Boiler 
Insurance Co. Within three years he 
had become chief inspector at that com- 
pany’s Philadelphia office and subsequent 
to that was made adjustor in Chicago. 

He joined the Hartford Steam Boiler 
Inspection & Insurance Co. on June 1, 
1898, as its general agent in Hartford, 
and six years later he was advanced to 
the position of supervising general agent. 
In 1907 he was elected second vice-presi- 
dent and a year later was made secre- 
tary. He served in that capacity until 
in 1916 he was made a director and at 
the same time elected to the presidency. 
He was made chairman of the board of 
directors on February 8, 1927. 

A splendid tribute to his ability and 


Many Insurance Bills 
Before Ill. Legislature 

SUMMARIZED BY FEDERATION 

Proposed Amend t to Compensation 


Act Would Increase Rates About 
50%; 18 Departmental Bills 














Insurance came prominently before the 
Illinois legislature this week when twen- 
ty-six additional measures affecting the 
business were introduced, bringing the 
total insurance bills to seventy-five, as 
shown by a summary issued by Secretary 
E. M. Ackerman of the Insurance Fed- 
eration of Illinois. This is the largest 
number of insurance bills introduced in 
Illinois in several years. 

Of outstanding importance are bills re- 
quiring licensing of insurance agents and 
brokers, and amendments to the work- 
men’s compensation act, providing dras- 
tic changes, substantially increasing 
awards under the act. These changes are 
snonsored by organized labor, the bill 


‘House Bill. 660.. having been introduced 


by Representative R. G. Soderstrom, who 
is president of the Illinois Federation of 
Labor. 

Manufacturing and insurance interests 
are organizing to oppose the bill as un- 
warranted and in disregard of the wel- 
fare of emnloyes. the employers and the 
general public. The Insurance Federa- 
tion is working with the Illinois Manu- 
facturers’ Association in combatting the 
measure. Workmen’s compensation in- 
surance rates in Illinois will be increased 
approximately 50% if the proposed 
amendments are adopted. 


Departmental Bills 


Eighteen of the measures introduced 
this week are sponsored by the State In- 
surance Department, and provide wide- 
spread revisions in the insurance laws, 
calculated to place the supervision of in- 
surance in Illinois on a par with other 
important insurance states. Superintend- 
ent of Insurance Harry W. Hanson ex- 
plaining the bills stated: “Based on ob- 
servations and experience of the Depart- 
ment of Trade and Commerce, Division 
of Insurance, a number of corrective 
measures pertaining to all branches and 
activities of insurance have been intro- 
duced for the consideration of the fifty- 
seventh general assembly. 

“Each bill contemplates a reflection of 
the best interests and judgment of those 
who are charged with the administration 
of the insurance laws of this state, and 
precludes the element of prejudice or a 
miscarriage of justice to the insurable in- 
terest, as well as the insurance carriers 
of this state.” 

The department bills introduced by 
Representative W. G. Thon of Chicago, 
chairman of the House insurance com- 
mittee, are summarized as follows: 


_ 724—Requires reports from burial associa- 
tions. 725—-Mutual benefit associations. 726— 
Changes law in relation to surety bond compa- 
nies. Making director of Trade and Commerce 
recipient instead of Insurance Superintendent. 
727—Regulates organizations to carry on Lloyd’s 
insurance. 728—Makes act applying to misrep- 
resentation apply to all insurance companies. 
Only applies to life now. 729-—Regulates in- 
vestment of insurance funds. 730—Brings fire, 
sprinkler leakage, riot, civil commotion, explo- 
sion and motor vehicle fire risk companies under 
provision to pay tax for department of fire pre- 
vention. 731—Allows more latitude to fire in- 
surance companies in covering risks other than 
in the present law. Permits every risk or hazard 
to property which is not contrary to public pol- 
icy to insure. . 

732—Regulates investments of fire, marine and 
navigation insurance companies. 733—-New fra- 
ternal insurance jact—repeals act now on statute 
books. 734—Licenses insurance brokers. 735— 
Licenses insurance agents. 736—Regulates sale 
of stocks of insurance companies. 737—Regu- 
lates investment of reserves of fraternal life in- 
surance companies. 738—Provides for examina- 
tion of Lloyd’s. 739—-Casualty insurance com- 
panies capital stock fixed at $200,000. 740— 
Deposit of reserves and registration of policies 
and of annuity bonds by life insurance compa- 
nies. 741-—Raises limit on reciprocal or inter- 
insurance. 








pioneering work in the boiler insurance 
field was paid this week by W. R. C. 
Corson, president of the company. 


E. T. Shipman Joins 
Independence Indemnity 


N. Y. PRODUCTION MANAGER 





Started Business in 1904 as An Office 
Boy in Old E. E. Clapp Agency 
Representing F. & C. 





Edward T. Shipman, one of the best 
known casualty production men in New 
York City and who has-been in the busi- 
ness since 1904, joined the Independence 
Indemnity this week as production man- 
ager in its New York office. For the 
past two years Mr. Shipman has been 
resident vice-president and general man- 
ager in the East for the Federal Surety, 
resigning this post when the company 
discontinued its participation in direct 
writings. He was directly in charge of 
organizing and building up Eastern busi- 
ness for the Federal and it was out of 
this territory that the company derived 
half of its premium income. 

Back in 1904 Mr. Shipman was an 
office boy in the old agency firm of E. E. 
Clapp & Co. His father, Frederick EF. 
Shipman, had been a vice-president of 
the Fidelity & Casualty and with the 
F. & C. for twenty-five years. It was 
natural therefore that young Mr. Ship- 
man should enter the business in: the 
largest F, & C. agency at the time. 

In January, 1916, Mr. Shipman became 
a special agent of the Travelers in the 
New York branch office being promoted 
in 1919 to assistant manager. He re- 
signed in 1923 to become manager of the 
New York branch of the Metropolitan 
Casualty at the time that company was 
purchased by the United States F. & G. 
Shortly thereafter he joined the eastern 
department of the Union Indemnity. 
After four years’ representation of that 
company as manager of its local produc- 
tion department he affiliated with the 
Federal Surety. 





Urges Demerit System 
(Continued from Page 34) 


termine whether or not to do business 

under it to themselves, and on what 

terms such business shall be done.” 
His American Magazine Article 

Commissioner Stoeckel’s efforts to re- 
duce Connecticut’s auto accident toll 
were given wide publicity this month 
in an American Magazine feature arti- 
cle, the highspot in which was his ex- 
planation of the new mental tests being 
given to motorists for the first time this 
spring. An excerpt from this article 
reads as follows: 

“In an effort to supply the remedy and 
so reduce the toll of accidents, Connecti- 
cut this spring is introducing experimen- 
tally, as part of its drivers’ examination, 
a mental test designed, not merely to 
weed out the careless, unsafe drivers, but 
especially to aid every responsible mo- 
torist to detect and remedy his own dan- 
gerous shortcomings as a driver. 

“It is expected that this test, completed 
after many years of study by the Con- 
necticut department with the aid and col- 
laboration of many psychologists and en- 
gineers, mostly through the co-operation 
of Yale University, will reveal something 
about the character of the applicant, his 
driving judgment and intelligence, as we 
as his knowledge of the rules of the 
road. 

“It consists of one hundred or more 
questions carefully selected from an or- 
iginal list of two thousand. These are 
given in addition to the usual driving 
tests and traffic law examinations. The 
questions are not sprung as a surprisc 
on anybody. Each applicant is given 4 
copy of the questions in advance, ai 
is allowed ample time to study and think 
about them. For the test represents an 
education in safe driving as well as an 
examination.” 
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